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Commissioner’s Rate 
Powers In Wisconsin 
Fought In Court Case 


Fire Bureau Appeal to Supreme 
Court Holds Legislature Did Not 
Give Dept. Rating Powers 


RATING FORMULA OPPOSED 


Provision for 3.5% Underwriting 
Profit and Contingencies Departs 
From Basis Backed by NAIC 


A case of much importance to the fire 
industry argued last 
seven-judge Supreme 
Madison. The 
Fire Insurance Rating Bureau in Wis- 
consin had appealed to the Supreme 
Court from a lower court decision up- 
holding the Insurance Commissioner, 
Paul J. Rogan, in 
decreases in the rates for fire insurance 
and denying increases sought in the rates 





and casualty was 
before the 


Wisconsin in 


week 
Court of 


enforcing various 


for extended coverage. 
Principal Points Involved 

Principal points submitted by the Fire 
Rating Bureau on the appeal 
were: 1. The Commissioner’s order con- 
stitutes rate making, a power not 
granted to him by the Wisconsin legisla- 
ture. 2. The formula promulgated by the 
Insurance Department produced demon- 
strably unsound results. 3. The provi- 
sion of 3.5% for underwriting profit and 
contingencies was not supported at the 
hearing by substantial evidence. 

At the oral argument before the Su- 
Preme Court counsel for the Fire In- 
surance Rating Bureau argued that a 
proper limitation of the Commissioner’s 
powers would be in the public interest 
and was intended by the legislature. 
Counsel for the Commissioner contended 
that he had not exceeded his authority. 

The case was argued for the Fire 
Insurance Rating Bureau by James B. 
Donovan, of Watters & Donovan, New 
York. Haro'd H. Persons, Assistant At- 
torney General, argued on behalf of the 
ommissioner. A decision in the case, 
the first of its kind in many years, 
IS not expected for several months. 

he controversy commenced in Octo- 
ber, 1955, when a rate revision filed by 
the rating bureau was approved by 
then Commissioner Van de Zande, since 
deceased. The Department's staff headed 
by De puty Commissioner Charles J. 
Timbers had opposed the Commissioner’s 
approval of the filing. 

‘hen Commissioner Rogan was ap- 
pointed in November, 1955, he immedi- 
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Colonial’s 


BALRCUIIS "25" 


$25,000 Minimum 


(Paid up at 65) Policy 


one of the lowest guaranteed cost contracts ever offered 





® Colonial Life 


INSURANCE COMPANY OF AMERICA 
Home Office: East Orange, New Jersey 











Commissioners Plan 
To Meet Attack On 
State Supervision 


State Officials Meeting in Chicago 
Aroused by Objectives of Sen- 
ate Insurance Probe 


NORTHINGTON PRESIDENT 








Elect Tennessee Commissioner to 
Head NAIC; Paul Hammel, 
Nevada, Vice President 





By CiarENCE AXMAN 


Chicago—National Association of In- 
surance Commissioners is not going to sit 
idly by with crossed arms while Wash- 
ington personalities take 
State Insurance Supervision, 
which assaults 
endo class. Even at this late date the 
Commissioners do not know exactly what 
the Subcommittee on Anti-Trust and 
Monopoly of the Judiciary Committee of 
the U. S. Senate intends to investigate 
in the hearings it will have on insurance 
and which have been given wide pub- 


pot shots at 
some of 
are strictly in the innu- 








Northington President 


Chicago—Arch E. Northington, this 
week elected president of NAIC, was 
born in Clarksville, Tenn., and until 


he became Tennessee Insurance Com- 
missioner ran an insurance agency in 
Clarksville, that state, which agency is 
now conducted by his son. He entered 
insurance in 1928. A graduate of Van- 
derbilt University, Northington spent 
three years in World War II, of which 
two years was in ordnance in European 
Theatre. He has been prominent in 
American Legion and Kiwanis Club and 
is a deacon of Baptist church. His 
former agency, King and Northington, 
represents about 20 companies writing all 
kinds of insurance. He became Com- 
missioner in 1953. 

NAIC elected Paul A. 
Nevada vice president. 


Hammel of 











licity by Senator O’Mahoney of Wyo- 
ming and staff members of the com- 
mittee. Whatever it is that the Senators 
have in mind, the Commissioners want 
to be informed so they can be prepared 
to tell their story to the American people 
when the opportune time arrives and 
let them know of the great protection 
given to the policyholders by State Su- 
pervision. 


McConnell in Fighting Mood 


The fact that the Monday afternoon 
program of NAIC was to wind-up with 
a meeting of the Preservation of State 
Regulation and the Federal 
Committees, drew the biggest crowd of 
any of the meetings held on the first day 
of NAIC convention. F, Britton McCon- 


(Continued on Page 20) 
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PREMIUMS GRADED BY SIZE 


Compared with the basic premium rate per 
$1,000 for a policy under $5,000, the reduction 
for larger policies is as follows: 


Annual Premium 








Basic Policy Reduction 
Size Per $1,000 
$ 5,000 — $ 9,999 $ .60 
10,000 — 24,999 1.00 
25,000 or more 1.25 


LOWER RATES FOR WOMEN 
Premiums, values and dividends per $1,000 


same as for men 3 years younger. 


(In a few states, because of statutory limitations, 
women will pay the same premium rates as men, 
but will receive higher dividends under our 
1958 schedule.) 


LEVEL FAMILY BENEFIT 

on Split-Dollar Plan 

Keeps family death benefit from decreasing 
each year (until at least age 72 based on 1958 


dividend schedule — illustrative only, not guar- 
anteed) . . . and at no increase in premium. 


% ACCIDENTAL DEATH 
BENEFIT INCREASED 


$150,000 maximum overall coverage now 
available. 


Y 


SU lasavchesills Hedcheal 


LIFE INSURANCE COMPANY 
SPRINGFIELD, MASSACHUSETTS 


The Policyholders’ Company 


¥% FAMILY PLAN RIDER 


May be attached to any newly issued basic 
policy. Covers wife with term insurance for 
as much as one-half amount on husband’s life, 
up to $10,000. Covers each child with term 
insurance for one-half amount on wife’s life. 
Note: Two riders may be attached to basic 
policy, i.e. 
Family Plan and Mortgage Retirement 
Family Plan and Extra Protection (adds as much 
as 150% to basic insurance) 
Family Plan and Family Protection (to pay 
monthly income from date of death to end of 10, 
15 or 20 years from start of Family Plan) 


% DISABILITY INCOME ON TERM 


Now available on 10-year Extra Protection 
Agreement, in addition to 5-year and 10-year 
Term policies. 


% SINGLE PREMIUM 
RETIREMENT ANNUITY 


The annuitant may elect to start receiving 
income at any time on or after the fifth policy 
anniversary and up to the anniversary nearest 
age 70. In lieu of the standard provision of 
Life Income with Installments Stipulated for 
10 Years, the annuitant may elect to receive 
income under any of the following options: 


Life Income: 


Without Stipulated Installments 

With Installment Refund 

With Installments Stipulated for 5 Years 
With Installments Stipulated for 20 Years 


Joint and Survivor Monthly Life Income: 


Without Stipulated Installments 
With Installments Stipulated for 10 Years 
With Two-Thirds to the Survivor 


Installment Payments of a Specified Amount 
Installment Payments for a Specified Period 


In lieu of monthly income, the annuitant may 
elect to leave the proceeds at interest, interest 
payments to be made monthly, quarterly, 
semiannually, or annually. 
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Four States Confer On 


Minimum Group Rates 


Companies State Position Before Officials From New York, 


Michigan, Ohio and Pennsylvania; Largest 


Companies Favor Reductions 


Group minimum insurance rates were 
discussed in Philadelphia in May by 
representatives of four State Insurance 
Departments. They were: Pennsylvania, 
William V. Fox, Jr.; Ohio, Charles T. 
Warner; Michigan, John W. Wickstrom 
and New York Robert J. Malange, 
Deputy; and C. C, Dubuar, actuary. 
The largest companies, or those which 
have been in the field of Group for 
many years, favored a_ reduction in 
present rates. Some of the others op- 
posed any change in the current rates. 

The Commissioners decided to have 
technicians in their states review the 
situation with special consideration given 
to a proposal advocated by The Pru- 
dential, 


Prudential’s 


The Prudential: Donald S. MacNaugh- 

ton, assistant general counsel, said Pru- 
dential recommends that the National 
Association of Commissioners subcom- 
mittee undertake the preparation and 
adoption of a new Group life insurance 
mortality table which would contain a 
margin for fluctuation of experience. 
Furthermore, that if the Commissioners 
of the five states which now have mini- 
mum Group life insurance premium rate 
legislation promulgate a loading formula 
that this formula should contain an ade- 
quate margin for contingencies, etc., and 
a realistic expense loading taking into 
account the variation in size of Group 
cases, 

Because the preparation and adoption 
of a new mortality table will necessarily 
entail considerable time Prudential 
recommends that temporary measures be 
instituted that will suffice during the 
interim. Mr. MacNaughton said Pru- 
dential’s suggestion is based on an opin- 
ion that the present minimum rate bases 
are more than adequate for larger Group 
cases. On the other hand, the company 
thinks the present bases are barely ade- 
quate for small Group cases. Because 


The Philadelphia meeting was of a 
subcommittee of the Commissioners 
which has under consideration the rea- 
sonableness of the loading formula pro- 
mulgated June 19, 1950, by the New 
York State Insurance Department with 
respect to minimum Group life insurance 
rates. This loading formula provides that 
the minmum gross annual renewable 
term premium shall be equal to the net 
CSO 3% premium loaded 10%, plus a 
constant of $1.80 per $1,000 of insurance 
on the first $75,000 of insurance in the 
Group. The long range objective of the 
subcommittee might well be the estab- 
lishment of a new mortality table in the 
opinion of some of the companies. 


Statement 


this is an interim measure the company 
believes that there should be a depart- 
ure from present rate structure only 
where a change would be significant. 
Suggested Formula 

“Tt is our recommendation,” he con- 
tinued, “that the premium rates should 
be reduced to net CSO 3% at a volume 
of $500,000 which means for cases of this 
size or larger there should bea zero 
loading. Further, we recommend that 
there should be a straight line grading 
down of the present New York minimum 
rates as the volume increases, with a 
reduction starting at a volume of $250,- 
000. By volume, the company means 
that the minimum rates would be de- 
termined on the basis of the _ total 
amount of life insurance in force on all 
employes insured under a policy. The 
following table portrays Prudential sug- 
gestion: 


Total amount of Minimum rates 


insurance 

Less than $250,000: 
$500,000 or more: 
$250,000 or more, but 


Present N. Y. minimum. 
CSO 3% net premium. 


less than $500,000: Prorata between the 
$250,000 and $500,000 
minimums. 


Metropolitan’s Statement 


Metropolitan Life: William S. Thomas, 
associate actuary, made the following 
Statement: ; 

Ne have recognized for some time 
that the present legal minimum pre- 
mium rates for Group Life insurance are 
redundant. This is due to the use of a 
basic table for mortality (CSO) which, 
When measured against Group insurance 
Mortality in recent years, has very sub- 
stantial margins especially at the younger 
ages, 

The Metropolitan favors, as a short 
range solution, complete elimination of 
the 10% loading because we are con- 
vinced that Group Life insurance can 
be written with safe and adequate mar- 
gins at these lower premium rates. We 
believe that the short range objective, 
Le, elimination of the 10% loading, 
should be done immediately since it 
*ppears improper and unfair to tie up 
policyholders’ funds unnecessarily _ by 
outmoded state requirements. The New 
ork minimum premium rate also in- 


cludes a loading for smaller cases of 
$1.80 per year per $1,000 on the first 
$75,000 of insurance. We recommend 
that this portion of the loading be re- 
tained with such modifications as may 
be desirable for the smaller groups, if 
the 10% loading is eliminated. 

The basic problem lies with the statu- 
tory CSO Mortality Table itself. Not 
only has mortality improved since the 
preparation of this table but also the 
CSO table was based on individual in- 
surance and may not be fully appropri- 
ate for Group insurance. 

Long Range Program 

For a long range program, we urge 
consideration of the use of a new Group 
Mortality Table for Group Life minimum 
premiums, In those states where statu- 
tory provision is made for minimum pre- 
miums for Group Life insurance, it is 
suggested that instead of a fixed stand- 
ard such as the present 1941 CSO table 
with 3% interest that the statute pro- 
vide that minimum Group Life premiums 


Group 


would not be less than the net premium 
based on a table of mortality, rate of 
interest and loading formula as promul- 
gated by the Insurance Commissioner. 
The National Association of Insurance 
Commissioners could then make periodic 
reviews as to the most appropriate table 
of mortality or other factors. This would 
permit revisions of the minimum pre- 
miums without having to make amend- 
ments to the statutes. 

In your studies concerning the basic 
mortality for Group insurance, we sug- 
gest you review the mortality rates of 
the general population. A mortality 
table derived therefrom may be quite 
appropriate for Group Life insurance be- 
cause of the increasing proportion of 
our population being insured through the 
i insurance route. There are any 
number of such tables available for your 
study. 

You may be interested in some of our 
experience data which backs up our 





position that the current legal minimum 
rates are excessive. In many cases, actual 


dividends paid and rate adjustments 
made clearly show that lower initial 
premiums would have produced a safe 
and fully self-sustaining rate basis. To 
illustrate, for 1956 on our smaller groups 
—well over 2,000 of them with premiums 
in general under $6,000 per year—we 
paid dividends of over 30% of earned 
premiums. For all Group Life business 
in 1956, our claims were less than 65% 
of earned premiums. In 1957, despite the 
influenza epidemic, the claims were still 
less than 70% of earned premiums. 
Furthermore, the earned premium used 
in calculating the figures above reflect 
all the rate reductions made on out- 
standing policies for renewal years. 
Ratios based on the statutory minimum 
premiums instead of the earned premi- 
ums would be even more striking. As 
to our renewal rate adjustment practice; 
once the Group Life earned premiums on 
a policy equal $5,000, any of our Group 
policyholders become eligible for a re- 
duction of up to 10% below first-year 
minimum premium rates, even as soon 
as the end of the very first policy year 
provided the financial experience is satis- 
factory. Premium reductions greater 
than 10% are allowed for appropriate 
cases, 

I appreciate the courtesy of appearing 
before you in these very important de- 
liberations. I cannot stress too much the 
urgency of an immediate short range 
solution as well as a satisfactory long 
range solution in this vital area. 


John Hancock Statement 


John Hancock: A summary of views 
of John Hancock given by Arthur G. 
Weaver, second vice president, follows: 

The company feels that consideration 
of a changed loading formula should be 
postponed pending development of a 
new Group Life mortality table. 

Based on the John Hancock 1957 dis- 
tribution of new Group Life business, 
aggregate loadings for expenses 
equalled 12.2% of net CSO 3% premiums 
which were adequate but not redundant. 
Any loading formula promulgated at the 
present time would likely require revi- 
sion when used in conjunction with a 
new mortality table: this would involve 
an unnecessary burden of expense on the 
insurance industry. 

Mr. Weaver pointed out that if any 
change in the loading formula were 


made at the present time, caution was 
indicated in view of the increasing 
Group mortality experience in 1957 and 
early 1958. He suggested that the NAIC 
Subcommittee consider the minimum 
gross annual yearly renewable term pre- 
mium equal to net CSO 3% premium 
loaded $3 per $1,000 of insurance on the 
first $75,000 of insurance in the group. 
The effect of this loading formula would 
be substantial reductions for larger 
groups with virtually none for smaller 
groups. In addition, the minimum addi- 
tional premium for the total and perma- 
nent disability benefit which provides for 
the payment of the face amount’ of 
insurance in installments in event of 
total and permanent disability should be 
increased from $1 to $1.50 per $1,000 of 
face amount. 


Aetna Life’s Statement 


Aetna Life: A brief giving views of 
Aetna Life was presented by D. W. 
Pettengill, associate actuary. A summary 
follows: i 

A change in the scale of minimum pre- 
mium rates is not just a simple matter 
of printing a new page for the agent’s 
manual. The thousands of existing pol- 
icyholders have to be either satisfied that 
continued use of the old scale of rates 
won’t adversely affect them or else 
change to the new scale. Experience 
rating and statistical norms have to be 
changed. All this work requires sub- 
stantial amounts of both home office and 
field time. The cost of a rate change is 
thus an expense which the insured public 
should not be required to bear any more 
often than is necessary for their own 
welfare. 

In the light of all the above facts, the 
Aetna Life recommends that the NAIC 
prepare and recommend to its members 
a new model scale of minimum Group 
Life Insurance premium rates. This new 
scale should be based on Group experi- 
ence, rather than Ordinary, and with the 
mortality table containing enough of a 
built in margin over average Group mor- 
tality to cover all but the more hazard- 
ous industries. The new' scale should 
provide by some simple formula an ex- 
pense margin which, as a percentage of 
the total premium for this case, grades 
downward as the size of the case in- 
creases. 


The Aetna also recommends that the 
premium produced by the new scale for 
cases with volumes of insurance under 
$100,000 be no less than the premium 
currently produced by the minimum scale 
now in effect in Maine, New York and 
Pennsylvania. In this connection, we 
believe it would be poor public relations 
for these states and any other state with 
a percentage loading, such as Michigan 
and Ohio, to remove the present 10% 
loading as a temporary measure. The 
public would expect the reduction to bé 
permanent. Then when the new scale 
came into effect a year or so later, the 
Insurance Departments would be criti- 
cized by the numerous employers for 
whom the new scale would mean a re- 
turn to a higher premium. 


Views of Companies 


Some viewpoints of companies also 
given at the hearing were these: 

Equitable Society: The company fav- 
ors a reduction in premium rates at this 
time and stated that this is fully war- 
ranted by improvement in mortality. 

Minnesota Mutual: The company feels 
that any minimum rate reduction stifles 
competition and precipitates Federal con- 
trol; further, that rate regulation may 
even favor the large companies versus 
the small company; also, that the im- 
provement in mortality fully justifies 
a rate reduction for the larger cases of 

(Continued on Page 4) 
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Annual Meeting 





Ask Employes Welfare 
Fund Bill Changes 


VIEWS OF INDUSTRY GIVEN 


Model NAIC Bill Should Not Include 
Tax Exempt Pensions, Profit Shar- 
ing Plans 








Chicago — Suggested modifications to 
NAIC model employes welfare fund bill 
were made in Chicago this week to the 
NAIC subcommittee on Commercial pen- 
sion funds and trusteed welfare funds 
by industry committee of LIAA, ALC 
and Health Association of 


America. 

The industry associations again took 
the position that unless the states occupy 
the field and regulate employe welfare 
funds the Federal government will. The 
sample model bill of the industry or- 
ganizations defined more precisely what 
type of funds are to be regulated under 
the law and what are not, and believed 
there should be exempted from the act 
pension and profit sharing plans that are 
qualified for tax exemption under the 
Internal Revenue Code. 

In commenting on employe welfare 
funds the industry committee restated 
the term “employe welfare fund” so as 
to describe more precisely the type of 
funds which are intended to be em- 
braced within the scope of the bill. 
Level-of-benefit plans are specifically 
excluded. By relegating refinements of 
the intended scope of exclusion clauses 
it is hoped, says the industry committee, 
that much of the current misunder- 
standing about the bill will be dispelled. 
Many groups have expressed the fear 
that the language used in the present 
bill will be misconstrued and interpreted 
to be broader than the original intent of 
confining the application to so-called 
“cents-per-hour” type of funds. Addi- 
tionally, it is proposed to specifically ex- 
empt the following: 

“Pension and profit-sharing plans that 
are qualified for tax exemption under 
the Internal Revenue Code” drew the 
following comment from the industry 
committee: 

(a) “We propose this primarily be- 
cause the NAIC model bill in its present 
form has generated so much opposition 
from this quarter in the states where it 
has been under consideration that ef- 
forts to enact this much-needed state 
legislation on a nationwide basis are in 
grave danger of bogging down. The 
chief difficulties apparently stem from 
the fact that the problems in the pen- 
sion field are entirely different from 
those in the welfare fund area, and be- 
cause the bill would place both banks 
and insurance companies doing a pen- 
sion business under the supervisory ju- 
risdiction of the Insurance Commission- 
ers. In proposing that qualified pension 
plans be separated out from the welfare 
fund disclosure law, we suggest that an 
approach be made toward resolving some 
of the problems causing difficulty in the 
pension field, involving such questions as 
adequacy of advance funding, caliber of 
investments, and the like, by initiating 
a careful study and examination of the 
subject by a group representing all the 
various points of view of insurance com- 
panies, banking business, insurance and 
banking regulatory officials, and other 
interested parties.” 

(b) Government operated funds. It 
would seem to be an unnecessary dupli- 
cation to require disclosure of financial 
affairs of such funds. 

(c) Funds which provide benefits for 
less than 25 employes within the state 
or if employer payments amount to less 
than $2,000 annually. 

Trustees—A change is suggested by 
the industry committee in the definition 
of “trustee” so as to make it clear those 


Insurance 


Ask States Aid Draft Of 
Model Credit Risk Bill 


Chicago—The subcommittee on credit 
life and credit accident and health model 
bill, chairman of which is Joseph S. 
Gerber, Illinois Director of Insurance, 


submitted its report to the installment 
sales and loans committee. 

In this report it recommended that 
all Commissioners proceed expeditiously 
to formulate plans to introduce a model 
bill in their respective legislatures. The 
subcommittee said it was prepared to 
assist the Commissioners with statistics, 
data and additional material necessary 
to help in the passage of the model bill. 
The report urges the Commissioners to 
request aid from the Departments. 
Commissioners are also asked to submit 
progress reports of status of the model 
bill legislation pending in their states. 

In the interim the subcommittee recom- 
mends that the Commissioners continue 
their efforts to see that credit life and 
credit accident and health policy bene- 


fits are reasonable in relation to the 
premium charges. 
Subcommittee further recommends 


that a study be made of the changes 
necessary to be made in credit life and 
credit accident and health exhibits as 
being incident to the implementation of 
the model bill and such amendments 
to the exhibit form as may be developed 
be submitted to the blanks committee 
for its consideration and adoption. 





persons who have “over-all manage- 
ment” of a fund such as welfare fund 
committees or boards at the policy mak- 
ing level will be included, and at the 
same time banks and insurers are not so 
categorized. 








CASE 


SPECIALISTS 





TOUGH _ Bernarp A. HAAS AGENCY 


Manhatan Life 


60 East 42nd Street 
New York 17, N. Y. 


MUrray Hill 2-3964 





Minimum Group Rates 

Chicago—Committee for study of oper- 
ations of use and application of minimum 
Group life insurance rates this week 
adopted the following formula: 

For cases under $250,000 the minimum 
premium recommended by the committee 
is 110% of CSO, 3% net, plus $1.08 per 
thousand on first $75,000. For cases of 
$500,000 or more the minimum premium 
recommended is CSO 3% net. For in 
between those amounts pro rata will 
prevail and this is an interim measure 
pending the adoption of a Group mortal- 
ity table which will have the immediate 
attention of the technicians committee. 





Crichton Heard on VA 


Chicago—At a meeting of subcommit- 
tee on variable annuities, Robert A. 
Crichton, president Variable Annuity 
Life Insurance Co. of Washington, urged 
that the committee go on record as 
opposed to legislation recommended by 
National Conference of Commissioners 
on State Laws which is that VA con- 
tracts be deemed to be securities and 
subject to regulation under the securities 
commissions of the various states. Donald 
McNaughton, Prudential, spoke in sup- 
port of Crichton’s plea, Deputy Orebaugh 
of Iowa, said he agreed with Crichton 
and McNaughton. Crichton made it 
clear that he was not arguing merits 
of VA as such in his talk before the 
committee. 





protection. 


protection . . .Insure him now! 


by contract with the Company. 








*By NATURAL Business we mean your present clients who 
need and qualify for Mass. Indemnity’s fine Disability Income 


You know how you would feel if one of your clients were 
disabled and you had not provided him with this vital 


Propose the MILICO Plan which suits him best! 


For additional information contact . ... 


Mass. Indemnity 


AND LIFE INSURANCE COMPANY 
BOSTON, MASS. 


If you are a full time agent for another Company we solicit only your surplus 
business. Liberal first year and vested renewal commissions are guaranteed 














EDWARDS of MANHATTAN 





If you expect good service 
from an agency— 


Try 


Joseph L. Bachman 
Sam S. Johnson 
David McCormick 


From Manhattan Life—Of Course 
MUrray Hill 2-7330 











Minimum Group Rates 


(Continued from Page 3) 


around 6 to 7%. The company filed a 
brief with the subcommittee. 

Lincoln National: The company feels 
that the present minimum Group life 
rates should be reduced since it believes 
in competition and does not favor rate 


uniformity. Incidentally, the company 
expressed the hope that the idea of 
minimum Group life rate laws would 


not be recommended to the remaining 
43 states since the company felt that 
the situation would be even more con- 
fusing, 

Union Central: Clarence L. Peterson, 
executive vice president of Union Cen- 
tral Life, said: 

“If a legally required minimum Group 
life insurance premium is desirable—and 
I believe that it is—it must be adequate 
for the most hazardous risk and for the 
smallest permissible case written by any 
and every company, large, medium or 
small, 

“There is no proof that a premium 
smaller than the present minimum pre- 
mium will be adequate for all cases 
written by all companies.” 





A. N. Guertin Addresses 
Indiana Ass’n Meeting 


“To keep the arenas of competition 
open as between companies and_ to 
defend the competitive position of the 
institution of life insurance as against 
others are objectives toward which we 
can all strive,” said Alfred N. Guertin, 
actuary of American Life Convention 
of Chicago, speaking recently before 
the Indiana Association of Life Under- 
writers in Indianapolis. - 

In discussing trends in the competitive 
situation, he added, “To aid in the pro- 
motion among the general public of an 
atmosphere favorable to life insurance, 
to demonstrate its economic benefit and 
its beneficient nature, to strive for the 
removal of barriers to free competition 
as between company and company and 
agent and agent, to preserve the com- 
petitive position of our business as 
against other forms of savings and to 
defend it against artificial competitive 
handicaps such as can be imposed by 
legislative action or discriminatory tax- 
ation are actions in which all of us in the 
life insurance business can cooperate.’ 

Mr. Guertin was the speaker at the 
dinner meeting of the two-day meeting 
of the association. Present were insur- 
ance company representatives from the 
entire state and many executives from 
the home offices of life insurance com- 
panies domiciled in the state of Indiana. 

The meeting was conducted by Leon 
Lawhead, president of the association, 
and the speaker was introduced Dy 
Gordon D. McKinney, administrative 
vice president of Jefferson National Life 
of Indianapolis. 
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Not for a day—but for all time... 


Many galaxies of stars are a million light years away, 
just as they were in 1859, the year The Equitable opened 
its doors. But today, with man’s first penetration into 
Outer Space, we are beginning to conquer the frontiers of 
our Universe. 

When The Equitable was founded, only terrestrial fron- 
tiers challenged mankind. In America, the Western wilder- 
ness was still being explored by venturesome pioneers. And 
life insurance, too, had many frontiers to conquer. The 
vast majority of the American people had to be informed 
of the advantages of life insurance. Coverages were limited 
—heavy restrictions were even imposed on individuals 
traveling by sea. And the agent's lot a hundred years ago 
was often insecure and precarious. 


Today, The Man from Equitable enjoys social and eco- 
nomic advantages his 19th-century counterpart would not 
have dreamed possible. Widespread advertising and public 
relations campaigns add to his stature in his community. 
Extensive training courses and a broad range of policies and 
services make him an indispensable man to his friends and 
neighbors. His pension plan has few equals in the industry. 

And, above all, he knows he is associated with an or- 
ganization that, like the stars, is here “not for a day—but 
for all time,”’ as predicted by an early underwriter. 

That is. why so many life underwriters of 1958 choose 
an identification that works for them today, tomorrow, 
and all the years to come, and become . . . The Man from 
Equitable! 


4 
THE Equitable LIFE ASSURANCE SOCIETY OF THE U.S. 


393 Seventh Avenue, New York 1, N. Y. 
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Field Vice President of 
Variable Annuity Life 





ALBERT MEHRBACH, JR. 


Variable Annuity Life of America, 
Washington, D. C., announced that 
Albert Mehrbach, Jr., has been made 
field vice president. A brief notice on 
Mr. Mehrbach’s appointment appeared 
in last week’s issue of The Eastern 
Underwriter. In his new position Mr. 
Mehrbach will have the responsibility 
for the development of agency forces 


and the production of variable annuity 
business. VALIC is currently operating 
in the District of Columbia, West Vir- 
ginia, Kentucky and Arkansas. 

Mr. Mehrbach most recently has been 
with the Franklin Life in New England 
as divisional manager in Massachusetts 
and as resident vice president in New 
England. Mr. Mehrbach was _ respon- 
sible for the development of business in 
this area for the Franklin, opening the 
territory in 1953 and building to a 
point of $14 million in his last full 
calendar year, 1956. He began his in- 
surance career with The Prudential as 
an actuarial clerk. He progressed with 
that company in various sales capacities. 


At the time of his resignation from 
Prudential, he was manager for the 
company’s Newark, N. J. brokerage 


agency. 





Prudential Leases Floor 
At 360 Lexington Avenue 


The Prudential has leased the entire 
22nd floor for its Manhattan service 
office in the new 24-story, air-conditioned 
office structure under way by Senville 
Realty & Construction, Inc., owner, at 
360 Lexington Avenue, northwest corner 
of 40th Street. 

The long term leasing agreement was 
negotiated through Cross & Brown Co., 
renting agent for the $7,000,000 struc- 
ture. The Prudential space, which will 
be used as medical referee quarters, will 
be occupied this fall upon completion 
of the structure. The lease marks the 
second transaction closed in the building 
with an insurance company. _New York 
Life had previously leased a floor for 
a general office. 





APP-A-WEEK FOR 22 YEARS 

Louis H. Guenther, associate general 
agent in Detroit for Midland Mutual, re- 
cently completed his 22nd year in the 
company’s “App-A-Week Club.” He 
holds position No. 4 among the organi- 
zation’s leaders in consecutive weekly 
production, having submitted at least one 
new application a week for 1,144 straight 
weeks. 

Mr. Guenther has been representing 
Midland since 1934. He also ranks high 
in the company’s honor roll of field 
leaders, having won membership in the 
Challenger’s Club on the strength of his 
1957 production record. 


Confederation Life Step 


Toward Mutualization 
A by-law authorizing the mutualization 


Life Association of 
purchase of its own 
capital stock was approved at a special 
general meeting. There were 70,631 
shareholder votes in favor of the by-law, 
with 1,955 against. Participating policy- 
holders voted 165,735 in favor, with three 
opposed. 

J. K. Macdonald, president, stated at 
the meeting that Confederation Life had 
already received offers to sell shares 
under the terms of the by-laws from 
the holders of over 60% of the shares 
outstanding. 

Next step in the plan of the 87-year- 
old company to convert to a mutual basis 
is sanction of the by-law by the Treas- 
ury Board of Canada, as required by 
the Canadian and British Insurance 
Companies Act. 


of Confederation 
Toronto through 





David Adelman Honored 

David Adelman, perennial Million 
Dollar Round Table producer and mem- 
ber of the Solomon Huber Agency of 


Mutual Benefit Life, New York, was 
recently thonored by his alma mater. 
His name was placed, in permanent 


form, on the roster of the Georgetown 
University Athletic Hall of Fame in 
the Harbin Trophy Room of McDon- 
ough Gymnasium on the Georgetown 
Campus. The roster contains only the 
names of the few whom the Athletic 
Hall of Fame Committee considered the 
very greatest athletes in Georgetown’s 


long history, according to James H. 
Ruby, executive secretary of Alumni 
House. To formalize the Hall of Fame, 


a brief ceremony was held in McDon- 
ough Gymnasium on June 6 and a 
presentation was made of a citation 
attesting to the fact that Mr. Adelman’s 


name had been selected. 








Woodward, Ryan, 
Sharp & Davis 


Consulting Actuaries 


55 BROADWAY, NEW YORK 6 
Telephone HAnover 2-5840 











EAST $7,500 
DIRECTOR PENSION SERVICES 
ow offering this position established 


over years, housed in highly desirable 
New En land city well under 100,000 popu- 
lation. Company desirous of locating young 


man 35 or under with 2-5 years rats ex- 
perience with at least a working knowledge 
of Pension field. Opening offers splendid 
future for man presently functioning in serv- 
ice-sales field who would like Home Office 
administrative i 





O’TOOLE ASSOCIATES 
Incorporated 
Management Consultants to 
Insurance Companies 
Established 1945 
220-02 Hempstead Avenue 
QUEENS VILLAGE 29, NEW YORK 








HAIGHT, DAVIS & HAIGHT, Inc. 


INDIANAPOLIS OMAHA 


Consulting Actuaries 





Personality, appearance, good educational 
background and some exposure to Pension 
field most important requisites. 

Highly diversified selection of Home 
Office administrative positions listed with 
us from all areas of the country. For many 
of our positions employer pays not only 
moving expenses but service charge. Write 
for HOW WE OPERATE. No obligation to 
register. 


FERGASON PERSONNEL 


INSURANCE PERSONNEL EXCLUSIVELY 


330 S. Wells St., Chicago 6, Ill. 
Harrison 7-9040 














To Hold Pension Conference 


On June 18, 350 business men will 
gather at Pick-Nicollet Hotel, Minneap- 
olis to attend a conference on how to 
successful employe retirement 
plans. It will be under sponsorship of 
United States Chamber of Commerce. 

Among speakers will be Meyer Mel- 
nikoff, associate actuary, The Pruden- 
tial, who will discuss Group annuities. 
Verne J. Arends, assistant secretary, 
Northwestern Mutual, will have as his 
topic “Individual Pension Trusts.” Rich- 
ard L. Yake, Towers, Perrin, Forster & 
Crosby, Inc., consultants, will discuss 
modern pension planning trends, 


build 








“Star of the North,’’ symbol of 
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to the agent minded... 


MINNESOTA 
MUTUAL LIFE 


INSURANCE COMPANY 


VICTORY SQUARE 





SAINT PAUL 














J. M. Hughes President 


Controllers Institute 








J. McCALL HUGHES 


J. McCall Hughes, vice president and 
controller, Mutual Of New York, has ff 
been elected president of the Controllers i 
Institute of America, effective Septem- t 
ber 1. He will succeed James L. Peirce, ff 
vice president and controller, A. B, Dick i 
Co., Chicago, who on that date will be- 
come chairman of the board of directors. i 
They were chosen by the directors at i 


a meeting in conjunction with the In- 
stitute’s Western Conference in Seattle fF 

The new president, who has been 4 — 
member of the Institute 1945, is 
chairman of the organization’s planning 
committee. He headed its admissions 
committee in 1950-51 and served on the 
board of directors in 1951-54. Mr. Hughes 
is also a trustee of the Institute’s re 
search arm, Controllership Foundation, 
Inc., which he headed as president in 
1954- 56, after serving as chairman of its 
executive committee and vice president. 


since 


CS NINOS come nee 





ioouuees ee 


Mutual Trust Appoints 
A. L. Meredith in Columbus 


Mutual Trust Life of Chicago has : 
announced that Albert L. Meredith has i 
been appointed manager of the new f 


Mutual Trust Agency in Columbus. A 
native of the Columbus area, Mr, Mere- 
dith has devoted his entire business ff 
career to the field of sales. Entering the f 
life insurance business in 1946, Mr. f 
Meredith has been a successful personal i 
producer and, for the past eleven years, [ 
has gained experience in the field of § 
agency management. 
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“Thaining 


Success in insurance depends in large 
measure on knowledge of your product and 
knowledge of the techniques that 

help you sell and service that product. 


Through the modern facilities of 

their new Education Center, The Travelers offers 
its agents the finest opportunity 

to acquire this all-important knowledge. 


In designing the three-story Center 

in Hartford, Connecticut, the Company 
benefited from more than 55 

years in the field of vocational training. For in 
1903 The Travelers established a 

vocational training program, one of the first 
instituted by American business. 


Training includes courses in (1) Life, Accident 
and Health (2) Casualty, Fidelity, Surety, 
Fire, and Marine (3) Group. The 

programs offer not only insurance indoctrination 
for the beginner but provide expert 

counsel for the experienced agent who wants 
instruction in more advanced and 

detailed forms of insurance coverage. 
Experienced and expert instructors use the very 
latest in visual aids and sound 

equipment for lectures and demonstrations. 


For information on a Travelers training program—in any line of insurance—get in touch with The 


Travelers Branch Office or General Agency nearest you. Ask for the free brochure ‘‘Training for Success.” 
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All forms of personal and business insurance including 
Life + Accident + Group « Fire + Marine + Automobile + Casualty + 
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Go On Board of National Of Canada 





GEORGE D. MEAD 


National Life Assurance Co. 
George D. Mead and George I. Davis. 
officer of Glens Falls Insurance Co. 


of Canada 


GEORGE I. DAVIS 


has elected to its board of directors 


Mr. Mead is president and chief executive 
of Glens 


Falls, N. Y., and of the Glenway 


Corporation and is a director of Imperial Paper and Color Corporation of that 


city. Mr. Davis is chairman of executive and finance committee of Glens Falls 
Insurance Co. and the Glenway Corporation. He is a director of Glens Falls 
National Bank and Trust Co. and Glens Falls Portland Cement Co. 





George G. Joseph Heads 
N. J. State Association 


Joseph, CLU, general agent 
Newark, 


George G. 
for New England Life in 
elected president of the New Jersey 
State Life Underwriters Association at 
the recent annual meeting at the Berk- 
ley-Carteret Hotel, Asbury Park. Mr. 
Joseph has been president of the New- 
ark Association of Life Underwriters 
and also of the Newark Life Supervisors 
Association and of the Life Insurance 
General Agents and Managers Associa- 
tion of Newark. 

Elected executive vice president was 
Herbert Von Lolhoffel of the South Jer- 
sey Association. Three regional vice pres- 
idents elected at the annual meeting 
were Albert O. Blauvelt, Jr. of the Pas- 
saic-Bergen Association, Bradford D. 
Campbell of the Plainfield Association 
and John M. Reeder, CLU of the Tren- 
ton Association. F. M. Schlageter, Eliz- 
abeth was elected secretary and Jay 
Kaplove, CLU, Jersey City, treasurer. 

The New Jersey State Life Under- 
writers Association has a membership 
of about 1,500 and recently celebrated its 
20th anniversary of organization. Fifteen 
local associations are represented in the 
state association. 


was 





George Ferguson Promoted 


By Mutual Of New York 


George Ferguson has been promoted 
to assistant director of personnel for 
Mutual Of New York, it was announced 
by George Wilgus, second vice president 
for personnel. Mr. Ferguson joined 
MONY in 1925 as assistant to the in- 
structor of the home office training 
school. In 1940, he became assistant 
section head of the policyholders service 
division and in 1948 joined the personnel 
department as position analyst. He has 
been personnel assistant since 1953. 

Awarded a cum laude degree in per- 
sonnel management from New York 
University in 1954, Mr. Ferguson earned 
his MBA from NYU in 1955 and was 
elected to Beta Gamma Sigma. He is 
a Fellow of the Life Office Management 
Association and member of its exami- 
nation committee. Mr. Ferguson is a 
member of the New York Fencers Club 
and lives in Little Silver, N. J. 


JOINS UNION LABOR LIFE 


Joseph V. Tobin, vice president—agen- 


cy manager of Union Labor Life, New 


York, announced the appointment of 
Stanley D. Stepaniak as field represen- 
tative in the company’s Cincinnati office. 


200 East 70th St. 








LIFE INSURANCE 


RENEWALS 


RENEWAL PURCHASE COMPANY 


300 Park Avenue, New York 22, N.Y. 


PURCHASED ON 
EQUITABLE BASIS 


Plaza 3-2826 








HERMAN REINIS 
Brooklyn General Agent 
The Manhattan Life 


{Founded 1850) 
50 Court St. MAin 4-7951-2-3 

















FOR HORIZONS UNLIMITED 


Join The Company 


With Prospects Unlimited 


Opportunities For 


Successful Producers 


For Additional Information 


WRITE TO... 
JOSEPH V. TOBIN 


Vice President — Agency Manager 


The UNION LABOR 
LIFE INSURANCE COMPANY 


New York 21, N. Y. 








“Where Business is Appreciated” 


CARL E. HAAS, C.L.U. 
General Agent 
Continental Assurance Company 


32 COURT STREBT BROOKLYN 1,N.Y, 
TRiangle 5-7362 











Mutual Of New York Awards 


Mutual Of New York’s “International 
Leadership Plaque” has been won by the 
New York City agency managed by 
Richard E, Myer, CLU, for the third 
consecutive year. The award goes to the 
agency which qualifies the greatest num- 
ber of field underwriters for member- 
ship in MONY’s production honor or- 
ganization. The Myer agency qualified 
a total of 44 underwriters, including five 
for the Top Club Round Table, 13 for 
the Top Club, and 26 for the Field Club. 

The San Diego agency, managed by 
K. R. Hodgkinson, won the western re- 
New Orleans, under Man- 
ager James H. Lake, led the southern 
region. Harry S. Hull Jr.’s Pittsburgh 
agency earned the eastern region plaque. 
Rapids, managed by Daniel P. 
CLU, topped the central region. 


gion plaque. 


Grand 
Cahill, 












For NALU Trustee 


EDWARD HICKLIN 


As a candidate for trustee of National 
Life Underwriters, Ed- 
past North 
Underwriters, 1s 


Association of 
Hicklin, 
Assn. of 


president of 
Life 
organizations of that 
Robert L. 
current president of the 


ward 
Carolina 
proposed by the 
state, it is announced by 
Thurston, CLU, 
N. C, Association. 

Mr. Hicklin has held every major office 


in his local and state associations and 
has been an outstanding leader in project 
and committee work, a regional chair- 
man of National Association, serving 
three years on its membership com- 
mittee. 


Starting as an 1947, Mr. 
Hicklin was made manager of the Pied: 
mont-Carolina Agency of Occidental Life 
of North Carolina, 
leading agencies. He 


agent in 


one of its 
exten- 


today 
has been 
sively active in civic affairs. 


Republic National Record 


The month of May was one of ut 
precedented progress for Republic Na 
tional Life of Dallas. The agency divi- 
sion reports a 204% increase in new 
business over May of last year. The 
accident and sickness division showed 
a 125% increase in the total of new 
business. In this same month the com 
pany’s reinsurance division achieved am 
all-time high in new business. 

June is traditionally — President's 
Month at Republic National Life im 
honor of the chairman and founder of 
the company, Theo. P. Beasley. Records 
during the first days ree 9 another 
record-breaking month during Presi 
dent’s Month. 
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Executive Asst. Reinsurance 


With Lincoln National Life 





L. H. GRAVES, JR. 


L. H. Graves, Jr., of Dallas, Texas, 
has joined the reinsurance department 
staff of the Lincoln National Life In- 
surance Company, Fort Wayne, accord- 
ing to an announcement by Walter O. 
Menge, president. 

Mr. Graves will become executive 
assistant-resinsurance in the company’s 
Dallas Regional Reinsurance Office. The 
addition of Mr. Graves will enable the 
office to supplement and expand the 
service it offers client companies in 
Texas, Arkansas, Oklahoma, Louisiana, 
and Mississippi. 

A veteran of more than twenty years 
in the insurance field, Mr. Graves served 
for nine years as a senior officer of two 
other companies before joining the 
Lincoln. In this capacity he was re- 
sponsible for the administration of both 
home office and field operations. Prior 
to World War II, during which he 
served in the U. S. Navy, he organized 
and operated his own agency. He re- 
turned to civilian life as assistant direc- 
tor of insurance for National Service 
Life Insurance in the tri-state region of 
Texas, Louisiana and Mississippi. 

Widely known in Dallas life insurance 
circles) Mr. Graves has been active in 
various professional organizations includ- 
ing the Dallas Association of Life Under- 
writers, Life Insurance Managers Club, 
and the Insurance Club of Dallas. He 
also is active in the Accident and Health 
Underwriters Association and LOMA. 

Is civic associations include _member- 
ship in the Dallas Chamber of Commerce 
and Kiwanis Club. 

e is an alumnus of both Arlington 
State College, Arlington, Texas, and 
Dallas College of Southern Methodist 
University, majoring in Electrical Engin- 
eering and Business Administration, with 
Special courses in insurance. 





Aetna Life Has Written 
Its Two Millionth Policy 


The Aetna Life Insurance Co., which 
vegan husiness 105 years ago this month, 
has just written its 2,000,000th (non- 
Participating) life insurance policy. The 
Policy, a $25,000 ordinary life contract, 
was issued to a 43-year-old Baltimore, 
businessman, James F. Flynn, who has 
been a life insurance policyholder since 
the age of 11. 

Henry J. Roesser, Aetna Life repre- 
Sentative at Baltimore, handled the 
2,000,000th policy through the company’s 
Harry I. Warren & Associates general 
agency. In addition to the 2,000,000th 
regular policies, Aetna Life’s participat- 
Ing department has also written more 
tian 1,000,000 policies while its Group 
“partment has issued certificates cover- 


g many millions of employes. 


Jas. Wilson Agency Director 
Peoples Life of Frankfort 


The Peoples Life of Frankfort, In- 
diana has announced the appointment of 
James O. Wilson as director of agencies, 
and Lloyd J. Brower and Jack Leininger 
as superintendents of agencies. 

Mr. Wilson, a graduate of Butler 
University where he majored in life in- 
surance, joined the Peoples Life in 1954 
as supervisor of agencies. He had pre- 


viously served with the Indianapolis Life 
and The State Life Insurance Com- 
panies. Mr. Brower became affiliated 
with the Peoples in 1956 as supervisor 
of agencies after serving with The Pru- 
dential. In 1957 he was appointed 
assistant superintendent of agencies of 
the Peoples. Mr. Leininger joined the 
company in 1956 as supervisor of agen- 
cies; he was made assistant superinten- 
dent of agencies in 1957. Prior to joining 
the Peoples, Mr. Leininger was asso- 
ciated with the Empire Life. 


Eastern Life Ahead 61% 
For First Five Months 


The Eastern Life of New York, in the 
midst of its best production year to date, 
reports that for the first five months of 
1958 its paid-for volume is 61% ahead 
of the same period of 1957. For the 
month of May the new business gain was 
50% compared with the same month a 
year ago. This announcement was made 
by Murray April, director of agencies. 











We pay Lifetime Renewals...they last as long as you do! 





Still Top 
Of The Heap! 


When the buyer wants every dollar of ‘‘right now’ 
protection he can get for his premium, Occidental’s 
Income Protection plan still fills the bill best. Graded 
premiums today make its guaranteed cost less than ever 
before with many ages, policy sizes and durations. 


And its convertibility — full amount then in force con- 
vertible to anniversary nearest age 65 — gives the owner 
complete elbow room to meet his long-term needs. 


Income Protection is reducing Term, issued as policy or 
rider, for any period of 10 to 50 years, payable as monthly 
income or lump sum, and even eligible for Occidental’s 
famous Disability Income rider if the owner qualifies. 


Income Protection is the policy that spells out what we 
mean by ‘More Peace of Mind Per Premium Dollar.” 
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Walter R. Zerbst Promoted 
By United States Life 





Benmesche 


WALTER R. ZERBST 


The promotion of Walter R. Zerbst 
to agency executive assistant of United 
States Life has been announced by John 
Weaver, executive vice president. Before 
his promotion he was eastern superin- 
tendent of agencies. During the more 
than four years he was in this position 
new business in the East doubled. 

Mr. Zerbst began his career in 1933 
with Provident Mutual, occupying vari- 
ous positions in agency field work. 
Later he joined another large life com- 
pany where he worked with agents and 
brokers in the field. He joined U. S. 
Life in 1947 as agency secretary. Since 
that time he has had several promotions 
leading to his present position. His new 
duties will be enlarged to include the 
company’s cver-all agency development 
program. 

Mr. Zerbst attended 
of North Carolina. 


the University 


Mutual Of New York Names 
12 Hall of Fame Members 


Twelve new members were inducted 
into Mutual Of New York’s Hall of 
Fame during the recent business confer- 
ence at San Francisco between company 
officers and leading producers. The Hall 
of Fame comprises field underwriters 
who have qualified for MONY’s Top 
Club Round Table three consecutive 
years. The new entries, who increase 
the total membership to 36 are: 

Raymond T. Maurey, Erie agency; 
Wesley S. Shafto, Shreveport; Harry 
K. Gutmann, CLU, New York-Bourland; 
Philip C. Tennant Jr.. Tampa; Max E. 
Robkin, CLU, Atlanta; Philip Grosser, 
Beverly Hills; Stanley B. Diefendorf, 
New York-Durning; Thomas T. Martin, 
Nashville; Jack M. Dubrou, Grand 
Rapids; David J. Blatt, Miami; Richard 
A. Rosenthal, CLU, St. Louis; and 
Charles Monteith, Philadelphia-Wurster. 

Six of the group are life and qualifying 
members of the NALU’s Million Dollar 
Round Table. They are Messrs. Maurey, 
Gutmann, Robkin, Grosser, Blatt and 
Rosenthal. Another life member is Mr. 
Shafto. Mr. Tennant has qualified twice 
for MDRT and Mr. Dubrou once. All 
of them are veteran members of MONY 
honor groups. 

Mr. Diefendorf has qualified more than 
20 years; Messrs. Maurey, Shafto, Gut- 
mann, Robkin, Martin and Monteith 
more than 15 years; Messrs. Tennant, 
Dubrou and Rosenthal more than ten 
years each. 





Edith L. Seierup Heads 


Life Women’s League 


Edith L. Seierup of 80 John Street, is 
the new president of the League of Life 
Insurance Women. In addition to being 
an agent of The 
Travelers Miss 
Seierup runs a gen- 
eral insurance brok- 
erage office at that 
address. Born in 
Boston, Miss Seie- 
'rup has lived in 
* New York for some 
time. 

Other officers 
elected by the 
League were these: 

Dorothy S. Gor- 
don, first vice pres- 

; ident, Kathleen Mc- 

a ‘ Nulty, Prudential, 
Edith L. Seierup second vice presi- 
dent; Lillian Herman, third vice presi- 
dent; Dorothy Ellis, Postal Life, record- 
ing secretary; Helen R. Ulrich, Equitable 
Society, corresponding secretary. 

The election was held at the Hotel 
Biltmore followed by a tea sponsored 
by the League of Life Insurance Women 
in honor of Ceil K, Sweid, retiring pres- 
ident of the League. Mrs. Sweid received 
a bag as a token of appreciation of her 








PAYROLL AUDITOR AVAILABLE 


Experienced Payroll Auditor, CPA, de- 
sires to represent insurance companies 
in the metropolitan Washington, D. C. 
area for all types of insurance audits. 
— 4228, Washington 12, 











Pacific Mutual Correction 


The 1957 figures for Pacific Mutual 


listed in The Eastern Underwriter of 


April 11 were incorrect. Correct figures 





follow: 
1957 In Force 
Dec. 31, 1957 
Ordinary .. $128,060,193 $1,234,946,527 
GTOUD © .5).. 167,981,066 1,243,730,877 
Total in 
Force ... $296,041,259 2,478,677 404 





efforts on behalf of the League. During 
the afternoon there was a program of 
music and other entertainment planned 
by Lillian L. Joseph. 








For You? 


this work of real value. 
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Is Group Insurance 


North American Reassurance Company is pleased to announce 
publication of “Is Group Insurance for You” —a new study 
by Wendell Milliman, well-known consultant on group 
insurance. If your company is interested in learning 

more about entry into this important field, or needs help in 
deciding whether or not to enlarge your present efforts— 
and if so, in what direction—we believe you will find 


The author discusses the growing importance of group 
insurance, what it is, who writes it and who buys it. This 60 
page study also deals with the marketing, administrative, 
underwriting and costing phases of group business, and 
outlines other important considerations faced by companies 


entering the group field. — 
Complimentary copies of ‘Is Group meer TiN 
Insurance for You” are available to 
interested home office executives without - Ig 

To 


cost or obligation. Simply attach your 
personal or business card to this 
advertisement and mail today to... 


NORTH AMERICAN 
REASSURANCE COMPANY 


161 East 42nd Street, New York 17, New York 
MUrray Hill 7-1870 


Reinsurance Exclusively 
ACCIDENT & SICKNESS 








GROUP 
EU 
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THE LEE NASHEM AGENCY 


“The Major League Agency” 


Offers Top Brokerage Service 
with four Supervisors to 
provide field help. 
Specializing in top quality 
Executive business. 
Extremely high Ist year and 
early cash values 


Ist Year Dividends 
One year incontestable period 
New Split Dollar Plan 
Come in or call and let us show you 


OXford 7-2950 








AGENCY 


fF 2 nd Street 


LEE NASHEM 





. . 

N. Y. Life Annuity Changes 

The New York Life Insurance Co. has 
announced a revision of its single pre- 
mium immediate annuity program that 
features reduced premium rates. In addi- 
tion, the company has introduced a new 
single premium retirement annuity policy 

Lower rates for both males and 
females of all ages, which reflect current 
trends in interest rates, annuitant mor- 
tality and expenses, will apply to all 
three single premium immediate _ life 
annuities issued by New York Life. 
hese are life annuity without refund, 
life annuity with installment refund and 
joint and survivor life annuity without 
refund. 

Under this new immediate annuity 
program, annual dividends will remain 
the same by duration and will vary only 
if the dividend scale is changed. In this 
way a level annuity income is provided 
Previously, a dividend scale decreasing 
by duration was used by the company. 





Stagg Heads Boston Mgrs. 
Howard J. Stagg III, manager, Con- 
necticut General, Boston, was elected f 
president of the General Agents and Ff 
Life Managers Association of Boston at 
the recent annual meeting of that organi- 
zation. The annual meeting was held § 
in conjunction with the all-day outing, ff 
luncheon and dinner at the Corinthian 
Yacht Club. 
Other officers elected were Laurens ff 
FE. Bruno, CLU, manager, Equitable 
Society, Boston, vice president; Robert 
W. Boas, manager, John Hancock, West 
Roxbury, secretary; and = John P 
Meehan, CLU, manager, Mutual Of New 





York, Boston, treasurer. i 

Elected to the board of directors were f 
Lario J. Balboni, Metropolitan Life; 
John F. Gerrior, Metropolitan Life; ff 


Paul F. Saint, CLU, Home Life; George 
FF. Scanlon, John Hancock; Nino Sira- 
cusa, Phoenix Mutual; M. Greely Sum- 
mers, Jr., CLU, New England Life. 

Henry M. Faser, Jr., CLU, retiring 
president was presented with a_ past 
presidents’ plaque, who in turn pre- 
sented ten other past presidents with 
similar plaques. 


New GAMC Locals 


With the addition of two new local § 
General Agents and Managers Associa- 
tions, there are now a total of 147 such 
organizations associated with the Gen- 
eral Agents and Managers Conference 
of NALU. The two new organizations 
are the St. Petersburg (Florida) and 
Rocky Mount (North Carolina) Get 
eral Agents and Managers Associations. 

According to Tom Lyle Mitchell 
chairman of GAMC’s extension commit 
tee, new officers of the associations are: 

St. Petersburg: President, L. FE. Cot 
ner, Gulf Life; and secretary-treasuret, 
F. Leslie McEwen, Penn Mutual; Rocky 
Mount: President, Reavis Nelson, At 
lantic Life; and secretary-treasurer, 
H. Williams, State Capital Life. 
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Does Paul Revere’s method of 
financing enable its agents to 
enjoy substantial earnings? 


Does Paul Revere support its 
men with a training plan that 
gives them the skills to 
increase their earnings? 





meaning that 


The answer to both questions: an unqualified YES... 
Paul Revere’s “perfect” marriage of financing and training represents 
the foundation of successful, rewarding sales careers. For Paul 
Revere’s new method of financing provides practical financial incen- 
tives-as rewards for reasonable production. Moreover the result of 
the combined benefits of its financing and training plans is greater 


personal security and opportunity. 


The “perfect” marriage— 


FINANCING and TRAINING 


This “perfect” marriage of financing and training is another reason 
Paul Revere men will tell you that their Company is “on the 
move.” And Paul Revere progress is bringing challenging new oppor- 
tunities—and rewards—to those already associated with the Company 
as well as to those who are seeking the kind of future Paul Revere is 


now prepared to offer to field underwriters who can qualify. 





why 


THE PAUL REVERE LIFE INSURANCE COMPANY 


WORCESTER—MASSACHUSETTS | 


Canadian Head Office, Hamilton, Ontario | 


LIFE *©« GROUP 


NON-CANCELLABLE ACCIDENT and SICKNESS / HOSPITALIZATION  ° 
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Steps Taken by Three Major Cos. in 


Conversion to Electronics Systems 


Full Details Given at IASA Conference by J. A. Daley, The 
Prudential; A. E. DuPlessis, The Travelers, and 
W. H. P. McGowan, Sun Life of Canada 


One of the most informative elec- 


tronics discussions at the recent 35th 
annual conference of Insurance Account- 
ing and Statistical Association in Chi- 
cago centered around the steps taken 
by three major life insurance companies 
—The Prudential, The Travelers and 


Sun Life of Canada—in conversion to 


and installation of a large scale data 
processing system in their respective 
home offices. Participants in this dis- 
cussion were James A. Daley, assistant 
difector, methods research, planning and 
development department of The Pruden- 
tial: A. E. DuPlessis, secretary, data 
processing department of The Travelers, 
and W. H. P. McGowan, chief account- 
ant, Sun Life of Canada. The frankness 
of their observations on the problems 
involved in conversion to electronic data 
processing made their talks exceedingly 
helpful to their listeners. 

James A. Daley, for example, opened 
up by saying that “reaching our present 
production operation position has been 
a long and, at times, a tortuous route.” 
Actually The Prudential’s mechanization 
at the punch card level got underway in 
the 1930’s so that consideration of com- 
puters was an exploration in a contin- 
uing series of steps to provide more 
effective equipment. Currently the com- 
pany has four IBM 705 model I systems 
in productive use, two in the Newark 
home office, one in the western home 
office at Los Angeles, one in the south- 
central home office in Jacksonville. A 
fifth 705 model I system, Mr. Daley said, 
is on delivery for this October to Newark 
and ultimately will be used in Pruden- 
tial’s New England home office in 
Boston. 

Currently The Prudential has 705 ap- 
plications in full production for the 
following: 

1. Ordinary billing, including dividend 
calculations and a complete tape file 
maintenance system on approximately 
3% million policies. 

2. Ordinary premium accounting for 
234 million policies in its district agen- 
cies. 

3. Home office accounting on over 
300,000 mortgage loans. 

4. Debit life and lapse register prepa- 
ration on 84 million weekly premium 
and monthly policies. 

5. Debit and Ordinary commission and 
production credit summaries for 8,500 
agents operating out of Newark and 
Jacksonville home offices. 

Mr. Daley further said that “produc- 
tive installation of an integrated Ordi- 
nary billing and accounting system 
including commission, production credit, 
valuation adjustment, dividend. loan and 
premium accounting operations was 
started in May for some 68,000 Ordinary 
policies. A 705 district agency payroll 
system is currently in pilot operation 
and extensive testing of an Ordinary 
valuation system is underway. Installa- 
tion of the district agency payroll will 
start this fall and the valuation system 
will be installed early in 1959. Additional 
705 applications are currently being con- 
sidered in the mortgage loan and Ordi- 
nary areas. 


Vigorous Program Underway 


“Thus, we have a very vigorous elec- 
tronics installation program underway. 
Presently, total productive work on the 
705s averages over 35 hours/705/week. 
Since considerable pilot and program 
testing work is also done, our four 705s 


are operating on an overtime or multiple 
shift basis for five or six days a week.” 

The Prudential reached its conclusion 
to install a large scale. computer system 
only after careful study. “There did 
not appear to be sufficient advantage in 
smaller equipment to introduce it as an 
intermediate step in our electronics in- 
stallation planning,” said the speaker. It 
was felt that use of a large scale com- 
puter held the promise of increasing the 
accuracy of operation by eliminating 
many manual handlings required in 
punch card and clerical systems. It was 
in November, 1953, that The Prudential 
filed its letter of intent with IBM for 
a 702 system. Very shortly thereafter 
the IBM 705 was announced and letters 
of intent were filed for seven 705 sys- 
tems. “From an equipment standpoint 
we were in electronics in a big way!” 
said Mr. Daley. 

The question of purchase vs. rental 
did not come up until 1957. It was de- 
cided to purchase from IBM all of the 
main computing components of the four 
705s already installed. “We have not 
purchased any of the auxiliary equip- 
ment such as card readers, printers, 
card punches or tape units. The decision 
to purchase was based upon an analysis 
of when total rental costs would exceed 
purchase costs with interest plus main- 
tenance costs for each unit of equipment. 
When this occurs early enough in the 
life of the equipment—well before five 
years in our calculations—we feel it is 
a good bet to buy the piece of equipment. 
Your expected usage projections will be 
of great value in making this type of 
decision,” said Mr. Daley. 


Planning for Large Scale Computer 


The speaker then pointed out that all 
attention over a seven year period was 
focused on hardware development. How- 
ever, in late 1953 and early 1954, the 
pendulum began to swing from hardware 
to planning for installation of the equip- 
ment and conversion of systems to the 
702 and 705 systems. “It did not swing 
quickly, though,” he remarked. ‘In some 
instances the 702 system was likened 
to several punch card machines from 
the planning standpoint. This is un- 
doubtedly not an uncommon experience 
in electronics. As time passed, the true 
magnitude of the planning job to make 
a large scale data processing system 
operational became apparent.” 


Conversion Program of Travelers 


A. E. DuPlessis said at the outset that 
The Travelers embarked on an aggres- 
sive study of electronic data processing 
about 3% years ago after a few years 
of rather casual consideration. The 
company’s organization for electronics 
included a policy committee, a research 
committee with subcommittees, and a 
working group which was assigned to 
study existing routines primarily in ac- 
counting, actuarial and statistical areas 
with the purpose of purifying present 
methods. “We felt that we could obtain 
substantial economies by these means,” 
said Mr. DuPlessis, “and we further 
felt that a comparison of results ob- 
tained from electronic equipment should 
be made against the cost of a purified 
system. However, after about a year of 
flow charting existing routines and at- 
tempting to purify them we gave up this 
approach. We realized that while we 
might make some limited savings by 
the purifying method, an electronic ap- 
proach would he so completely different 
that there was no justification for con- 
tinuing the purification study. So, we 
redefined the mission of the electronic 


working group and assigned its members 
to subcommittees of the research com- 
mittee. They were instructed to develop 
road maps, charting in a general way 
what was necessary to be done in the 
accounting, statistical and actuarial areas. 

“We then made a limited economic 
evaluation which proved conclusively 
that there were sufficient savings to be 
made within these areas to justify getting 
a large scale computing system. Our 
recommendation to the policy committee 
was approved for the purchase of four 
RCA Bizmac II computers, two sorters, 
and the necessary peripheral equipment 
such as printers, paper tape transcribers, 
card to tape transcriber, tape to card 
transcriber, system central, interrogation 
unit, etc.” 

Mr. DuPlessis enumerated eight rea- 
sons why the Bizmac II equipment was 
recommended, among them being: 
“Since our objective is to place all our 
records on tape, we want the maximum 
security against possible loss of data on 
tape. Therefore, the Bizmac dual re- 
cording on tape seemed advantageous.” 

When the Bizmac 501, RCA’s new 
all-transistor computer, is available The 
Travelers expects to change its equip- 
ment complement and replace the origin- 
ally ordered four computers and two 
sorters with three 501’s. 

Mr. DuPlessis brought out that his 
company is not at this time interested 
in doing any of its own maintenance 
work. “We feel,” he remarked, “that 
we have enough other problems in re- 
cruiting and training programmers and 
operating staffs.” The projects currently 
underway are as follows: 


1. Life 
(a) Premium Notice Writing 
(b) Special Mortality Study 
2. Accident 
(a) Notice Writing 
S. Group 
(a) Premiums and Commissions 
(b) Losses 
4. Casualty 
(a) Losses 


5. Agent’s Production Records 


“Two of the projects mentioned above 
are not as directly related to our inte- 
grated system as others. These are the 
life mortality study and the agent’s 
production records. We are undertaking 
the life mortality study at the special 
request of the life actuarial department. 
We expect that ultimately the mortality 
study will come into our integrated 
approach. The agent’s production report 
project was undertaken in order to give 
relief to our conventional tabulating sec- 
tion.” 


Setup of Data Processing Dept. 


The speaker then described The Trav- 
elers’ data processing department as “an 
independent department operating all of 
the electronic data processing equipment 
and the conventional tabulating equip- 
ment with the exception of key punches 
and verifiers. Within the department is 
an administration section including a 
study group whose function is to re- 
search any and all areas which may be 
requested. Another section is called 
‘Operations’ and it is composed of two 
divisions — electronic and_ tabulating. 
Third section is the planning staff, com- 
posed of three areas (one for each major 
line of insurance). Each project is a 
separate undertaking which can be de- 
livered to the operations division and 
become operable on the Bizmac. The 
project teams are made up of analysts 
and programmers and _ programmer 
trainees. 

“The responsibilities of these teams,” 
said the speaker, “are to carry a job 
through from problem definition to con- 
version and to follow up with the de- 
partment for whom the operation is 
being done. In order to enable us to 
keep abreast of the status of all projects, 
we have designed status and progress 
charts. These charts are prepared once 
a project is accepted as a Bizmac project, 
and are maintained by posting them at 
least monthly.” 

Currently The Travelers has about 60 
people engaged in analysis and pro- 
gramming work and 20 additional people 





are being recruited. A few will come 
from within the company but most will 
be outsiders, some from colleges and 


some from other businesses. “Only 
those from within our company are con- 
tributing any insurance knowledge, and 
the average amount brought by each js 
unfortunately rather limited,” said Mr, 
DuPlessis. 

Work Week Plans 


Present plans with regard to the work 
week is to start off with a one-shift 
operation. This may be enlarged to a 
three-shift operation if progress is made 
according to schedule. However, Mr 
DuPlessis said that the work day has 
not firmly been established “because of 
the many problems inherent with multiple 
shift operations. We are now looking 
favorably on the solution arrived at by 
the Metropolitan Life: They operate 
their computer 24 hours a day for six 
days a week and employ their personne! 
for periods of 10 hours per day for 
four days a week.” 

In closing Mr. DuPlessis said: “As 
is the case with every other company, 
we have assured our personnel that no 
one will lose a job or be downgraded 
to a lower position due to our conversion 
to electronic data processing. Normal 
attrition seems more than adequate to 
take care of our displaced personnel: 
i.e, the number of personnel. Many of 
these, however, will have varying skills 
and knowledge that will no longer be 
required and it will be necessary to 
retrain them for other work. We are 
confident that we will handle this with 
a minimum of trouble but we _ fully 
realize that this is one of the most 
important and difficult problems with 
which our company will have to contend. 


Sun Life’s Conversion to Computers 


W. H. P. McGowan added a bit of 
novelty to his story of Sun Life’s con- 
version to computers by dividing it up 
into three chapters. “Chapter one takes 
your adventurers behind the electronic 
curtain into a world of fanciful ideas 
with a strange language in which the 
only familiar character is a dollar sign,” 
he said. “The climax of this chapter 


comes when the decision is reached tof 


acquire, or not to acquire, a computer. 
In chapter two your planners are the 


heros and apply themselves to filling in 
brushed over f 


the many ‘minor’ details 
in the preliminary plans. 

“Chapter three, which starts when the 
computer is delivered, tells of proving 
the pudding. For our company,_ this 
chapter will begin when I return to 
Montreal from this meeting.” 

Mr. McGowan explained that it was 
almost six years ago when the Sun Life, 
faced with the conflicting problems ot 
expansion and staff shortage, decided 
to find out whether or not electronic 
computers had progressed far enough 
beyond the scientific tool stage to pro- 
vide the right answer. Two committees 
were formed. One, the senior, spent 
part of its time directing and assessing 
the efforts of a second committee which 
applied its full time to visiting equlp- 
ment manufacturers and designers. 
the same time this committee drew up 
a plan by which the company mighi 
effectively use electronics. 

“At an early date it was agreed,” the 
speaker said, “that our economic use 
of a computer would depend principally 
on its ability to handle our Ordinary 
business. Without completely neglecting 
our other functions we directed mos! 
of our studies accordingly. 

“As our studies progressed many ideas, 
as well as machines, were examined. 
For example, the idea of random access 
was raised at an early stage. The com 
venience of cards for visual examination 
at short notice was commonly accepteé, 
the inconveniences of such cards tending 
to be overlooked. We, it was said, would 
substitute a tape with magnetic spots: 
The call for magnetic binoculars was one 
of the more polite references. It was 
evident that the cost of a machine l™ 
which this push-button access idea was 
an important feature was quite out 0 
line with its value to us. Our branches 
had policy history cards and with the 


(Continued on Page 40) 
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chapter ff in getting over a stomach ulcer 


ached to 
omputer. 
are the 


—— “Yes,” said the doctor, “you have a stomach ulcer. heavy, rich, spicy food, irregular meals and sleep. But 
~— If you want to get over it, you must slow down and __ emotional stress seems to be the chief culprit. 


yo — quit worrying. When an ulcer is discovered early and treated 


ny, “Sounds easy, but how do I do it?” the patient promptly, however, most patients can relieve their 
eturn to asked. symptoms by diet, acid-neutralizing medicines, and 
“ “You’ve got to work at it. You can’t change over ‘mental or emotional discipline. 

Sun Life, night. About your worries—talk them over with some- Since ulcers tend to recur, patients who have had 
— one you trust. When problems seem insurmountable, an ulcer should have periodic medical supervision. 
electron nth them gp a few hours with a book or tf unchecked, an ulcer may undermine general health 
, oy A one ee een ee ... or it may penetrate the wall of the affected organ 


mimittees “Let some things wait until tomorrow. and require immediate surgery. 
or, spent ; ’ - Se . 
a © q “After some rest and a good night’s sleep, the Fortunately, operations for these complications are 


‘ee which & chances are you will view your troubles the next successful in most cases. 

1g equip- day more calmly and clearly.” 

ners. Ath ‘ : “i y ; : Should an ulcer occur, recovery depends largely on 
drew Up And so this man . . . convinced that tension and _the patient himself. If he follows his doctor’s advice 
iy might strain are his worst enemies. . . is well on the way to about diet, medication and a normal daily routine, 
eed,” the getting over his ulcer. he stands an excellent chance of overcoming his ulcer 


omic Wy Many factors contribute to ulcers—too much and living a normal life. 
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| COPYRIGHT 1956— METROPOLITAN LIFE INSURANCE COMPANY This advertisement is one of a continuing 
series sponsored by Metropolitan in the interest 
of our national health and welfare. It is appear- 
ing in two colors in magazines with a total 
circulation in excess of 35,500,000 including 
Time, Newsweek, Saturday Evening Post, 
Ladies’ Home Journal, Good Housekeeping, 
Redbook, Reader’s Digest, National Geo- 
graphic, U. S. News. 
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Julian S. Myrick was presented a 
scroll in San Francisco last week by top 
Mutual Of New York officials, “to com- 
memorate his 60 years of distinguished 
service as a field underwriter, manager, 
home office executive and educator,” 
with the company. The presentation was 
made at the company’s Top Club and 
Top Club Round Table conference. The 
testimonial to Mr. Myrick’s long service 
to Mutual Of New York and to the 
life insurance industry was signed by 
Lewis W. Douglas, chairman of the 
board, Louis W. Dawson, president, 


Roger Hull, CLU, executive vice presi- 
dent, Stanton G. Hale, vice president for 
sales, Frank B. Jackson, CLU, eastern 
region vice president, and Richard E. 


Myer, CLU, agency manager in New 
York City. ; ; 
Mr. Myrick began his career with 


MONY as a clerk for one of the com- 
pany’s general agents in 1898. He later 
became an agency manager, then a com- 
pany officer. He retired as second vice 
president in 1949, but resumed his ca- 


reer as a field’ representative for 
MONY’s Myer agency in New York 
City. 

As part of its work in furthering 


mathematical and actuarial interests in 
high schools, Northwestern Mutual Life, 
Milwaukee, recently held a dinner hon- 
oring the 30 Milwaukee County students 
who ranked at the top of their individual 
high schools in the 1958 annual mathe- 
matics contest sponsored by the Wis- 
tonsin section of the Mathematical As- 
sociation of America. As NML’s public 
recognition of their contest achieve- 
ments, the insurance firm presented cash 
awards to the students. 

Featured speaker at the dinner was 
Dr. W. S. Bicknell, assistant professor 
of commerce and actuarial science at the 
University of Wisconsin, Madison, who 
discussed the teaching of actuarial work 
at the university. Victor Henningsen, 
Northwestern’s actuary, spoke on “Op- 
portunities for Mathematicians in Actu- 
arial Work” and presented the awards. 

NML presented a cash award of $25 
to every student who ranked in the top 
20 in the state contest and a cash award 
of $25 to every high school which had a 
student in the top 20 group. In addition, 
every high ranking student of a Milwau- 
kee county high school, if not in the top 
20 in the state contest, received a cash 
award of $10. 

Some 160 guests, including the stu- 
dents, their parents, and the heads of 
their mathematical departments, attend- 
ed the dinner. 





Dr. R. Gerald McMurtry, director, Lin- 
coln National Life Foundation, has been 
awarded the 1958 Lincoln Diploma of 
Honor by Lincoln Memorial University. 

On May 31 and June 1 a historical 
forum was held at the University with 
Dr. McMurtry presiding. Among prin- 
cipal speakers at the forum were Dr. 
Allan Nevins, Dr. Bell I. Wiley, Dr. 
Holman Hamilton and Bruce Catton. 

3efore becoming director of the Lin- 
coln National Life Foundation in 1956, 
Dr. McMurtry served as director of the 
Department of Lincolnia of LMU. In 
that capacity, and as a teacher at times 
in the department of history, he was 
primarily responsible for building the 
important Lincoln collection at LMU 
which ranks among the great collections 
of the world. He was recently appointed 
by President Eisenhower to be a member 
of the Lincoln Sesquicentennial Com- 
mission. 


“ . 
I, Jerome O’Connor, associate counsel, 
John Hancock Mutual, was commissioned 
first lieutenant of the Ancient and Hon- 


orable Artillery Company of Massachu- 
setts at a ceremony on Boston Common 
June 2. Governor Furcolo of Massachu- 
setts conferred the commission. 

The Ancient and Honorable Artillery 
Company, which has 700 members, was 
chartered in 1638 by Massachusetts 
Governor John Winthrop. It was formed 
to protect the young Boston settlement 
against possible attacks by hostile Indi- 
ans. It is the third oldest artillery com- 
pany in the world, falling after Italy’s 
Vatican Guards, chartered in the early 
15th century; and England’s Honorable 
Artillery Company founded in 1537. 

As one of a committee of five Mr. 
O’Connor left for Europe June 10 to 
make arrangements for the artillery 
company’s annual fall tour of duty. An 
alumnus of Suffo!k Law School he has 
been associated with the John Hancock 
since 1944. 

Uncle Francis 





ALBERT K. BAYLOW DEAD 


Albert K. Baylow, 49, former super- 
visor of agencies for Security-Connecti- 
cut Life, died recently at his home at 
Madison, Conn., after a protracted ill- 
ness. He is survived by Mrs. Baylow 
and two sons, Anthony and Edward. 








CAN YOU FILL THIS SPOT? 


We have an immediate need for a full-time supervisor for teaching 
only. The right man will be assigned to instruct the agents in our 
organization. If interested write or phone our General Manager, 


William Koster. Salary open. 


DAVID MARKS, Jr., General Agent 


New England Life Insurance Co. 


666 Fifth Avenue, New York 


PHONE: Circle 5-2300. 





LIAMA Salesmanship Book 


A book on salesmanship, Prepare to 
Sell, has been published by Life Insur- 
ance Agency Management Association. 
Billed as “a recipe for successful selling,” 
it probes the psychological forces that 
motivate both buyer and seller, with the 
aim of helping the agent to develop his 
own personal philosophy of selling. 

The book discusses 18 qualities pos- 
sessed by most great salesmen and shows 
how these qualities can be developed by 
the life agent who has the will to suc- 
ceed. 

Written by LIAMA Senior Consultant 
Fred G. Jarvis, Jr., Prepare to Sell is 
aimed at development rather than train- 


ing. Throughout six chapters and 80 
pages, the author delves in depth into the 
entire sales process. 








Why 


DO 


® 


GET FURTHER FASTER | 








MEN | 


... here are five main reasons 


1. Two quality products: Monarch 
men can offer every prospect com- 
plete protection—non-cancellable, 
guaranteed premium rate health 
and accident, and participating 
personal and business life. Result: 
quality policies for all of the 
prospect's needs! 


2. Intensive sales training: Mon- 
arch men are trained at our Home 
Office Training School, followed 
up by agency training meetings, 
correspondence courses and ad- 
vanced training school sessions. 
Result: the training necessary to 
do the job! 

3. Practical finanéing: Monarch 
men enjoy the benefits of an in- 
centive bonus plan for their first 
two years, which provides income 
to a satisfactory level. Result: 
establishment in business without 
indebtedness! 


LIFE 








4. Group sales: Monarch men can 
offer group insurance as well as 
ersonal insurance—group disa- 
ility income, group laaciedinn 
tion, and group life. Result: no 
missed sales opportunities! 


5. Management opportunities: 
Monarch men only are chosen as 
our agency supervisors, training 
school instructors, general agents 
and Home Office agency execu- 
tives— without exception. Result: 
a@ management training program 
that is working! 


Want more details on why 
| Monarch men get further 
l faster? 

Write to our Dept. PR-4. 


INSURANCE COMPANY 
SPRINGFIELD, MASSACHUSETTS 


Made Brokerage Manager 


ROSEMAN 


juULE J. 


Jule J. Roseman, CLU, has been ap- 
pointed brokerage manager in New York 
City for the Harold DeMian 
of Postal Life of New York. 


Mr. Roseman was born in Hartford, 
Brooklyn and Newark, N. J, 
and entered life insurance in 1950 in an 
agency of the Continental Assurance in 
He was promoted to office 
manager in 1954 and received his CLU 
In 1957, he en- 
tered personal production in Miami for f 
The Prudential, then returned to Con- 
tinental Assurance as a brokerage super- 
visor in Long Island. He graduated from f 
in fi under- F 


raised in 


New York. 


degree that same year. 


their advanced course in field 
writing. 
Mr. Roseman is an officer of 


Knights of Pythias, and is active in the f 
Masons, and the Loyal Order of Moose 


Boston Ass’n Officers 


Robert E. 


Massachusetts Mutual Life in 


the 26 living past presidents 


luncheon session. 


first regular meeting in June 1883. 
Also elected at the annual 
were George A. Gallagher, 


Robert B. 
Connecticut 


and 
agent, 


president 
general 


V. Aieta, Home Life; Lario J. 


Hancock; Jason E. 


Acacia Mutual and Albert J. 
ward, CLU, Phoenix Mutual. 





Agency 


Lambert, CLU, agent for 
Boston, 
was elected president of the Boston Life 
Underwriters Association on the occasion 
of its 75th anniversary meeting held al 
the New England Life Hall. Twenty 0! 
were 
honored guests at the head table at the 
i The Boston Associa 
tion is the oldest life underwriters ass0- 
ciation in the country, having held its 


meeting 
manager, 
Metropolitan Life, Newton, as first vice 
Whittemore, 
Mutual, 
Boston as second vice president. Electe 
to the board of directors were Josep 
Salboni, 
Metropolitan; John F. Clearo, Equitable 
Life of New York; Daniel H. Coakley, 
Jr., New York Life; Michael J. Kearney, 
Metropolitan; John Mullen, John Hat- 
cock; William R. Sapers, CLU, New 
England Life; Donald Shepherd, Joh 
Stone, Jr., North 
western Mutual; George B. Underwoot, 
The Prudential; Richard M. Wertheim > 
Wood: 





June 13, 1958 
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Flies To London June 21 


Mass. Ass’n Officers 


Joseph P. Burns, general agent for 
3erkshire Life in Worcester, was elected 
president of the Massachusetts Associa- 
tion of Life Underwriters at the recent 
annual meeting. Mr. Burns has been in 
the life insurance business for many 
years, locally, and is a past president of 
the Worcester Life Underwriters Asso- 
ciation. 

Also elected were Lloyd F. McCarty, 


vice president; Franklin F. Pierce, CLU, 
general agent, Mutual Benefit, Spring- 
field, second vice president; and P. 
Russell Thompson, CLU, manager, 
Metropolitan Life, Wakefield, national 
committeeman. Re-elected were Harry 
H. Warner, Provident Mutual, Wor- 
cester, as secretary and Joseph D. Griffin, 
manager, Metropolitan Life, Boston, 
treasurer. 

The Massachusetts Association is one 
of the oldest life underwriters associa- 
tions in the country with a membership 
of 2,500. 


Wrm. M. Luedtke President 


William M. Luedtke, supervisor of life 
underwriting, World Insurance Co., 
Omaha, was elected president of the 
Insurance Institute of Nebraska for the 
1958-59 year. He succeeds Don F. Ruff- 
man of the Security Mutual Life, Lin- 
coln, Neb. Russell T. Derr, 
treasurer of the Union National 
Neb., elected 


assistant 
Life, 
secretary- 


Lincoln, was 


treasurer. 


manager, John Hancock, Fall River, first 


It’s part of living to prepare for retirement... 





SOLOMON HUBER 


Solomon Huber, CLU, general agent 
for Mutual Benefit Life in New York 
and president of both Notebook Inc, and 
Farnsworth Publishing Co. will fly to 
London with his wife and daughter on 
June 21. The Norman Floods of East 
Ham are giving him a birthday party on 
the 22nd and the William G. Ball family 
of The Raise, Alston, Cumberland will 
entertain the Hubers in July. 

Mr. Huber will stop at Nova Scotia 
on his return to inspect improvements 
on his agency’s summer resort home in 
South Yarmouth County. 
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Indianapolis Life Names 
J. E. Richters in Hartford 


John E. Richters has been appointed 


o office MB general agent for Indianapolis Life in 
is CLUP® Hartford and vicinity, according to 
he en- \gency Vice President Arnold Berg. A 


graduate of East Hartford High School, 
Mr. Richters has been active in life 
insurance sales since 1947. He has a 
broad background in life insurance fields 
and currently is working toward his 
CLU designation. 

Mr. Richters served with the Marines 
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of cof during World War Il and again during 
Me = B® the Korean War. He received a battle- 
MLOOSE ' feld commission on Bougainville, and he 
fy currently holds the rank of major in the 

| Marin Reserves. He is an expert on 
Ss Judo fighting, and he has taught Judo to ; 
ont for police departments throughout Connec- FREE ON REQUEST: FRAMEABLE 11 X 14 REPRODUCTION OF THIS PHOTO BY YLLA, 
Boston, ticut and New Jersey. , : 
on. Life i St a member of the Hartford Life 
ccasion J \ Mderwriters Association, a member of ° ee k ® h 
held at ff te Hartford Kiwanis Club and of the .-. Life Insurance for Living can make it the 
onty of fF NeWington Knights of Columbus. ————_= 

were ae acta Ee ReneS 141 2 4 

an most exciting time of your life! 
map! ) Boston Claim Ass’n Renamed " , . ; ; Toh 
5 ass0- i. sivaeiiiae a a pee What’s your idea of the ideal retirement? A what you want to do in those later years. To help 
“y Eas the Boge eee Re ee Gen rocking chair . . . or interesting, fun-filled activity? you plan properly—to help you avoid a disappoint- 
neeting Ff Association, the group has been re- A recent survey showed that 3 out of 4 Americans ing, hit-or-miss approach to those important years 


—we have assembled some interesting case his- 
tories of people who are carrying out definite plans 
for happy retirement. Ask your local N/W National 
agent to show you our Catalog of Exciting Retire- 
ment Activities. 


© 1958 NORTHWESTERN NATIONAL LIFE INSURANCE COMPANY, MINNEAPOLIS, MINN. 


N/W NATIONAL 


ife Insurance for Living 


are anxious to remain active and useful after 
reaching retirement age. Some want to continue 
their present work as long as they can; others 
would like to taper off or shift to a lighter job, 
enter civic activities, youth work. 

One feeling is universal—no one wants an empty, 
meaningless existence in retirement. That’s where 
modern life insurance can help—by assuring the 
financial freedom that makes possible a retirement 
you can enjoy. 

Right now is the time to start the planning that 
will let you decide when you want to retire and 


named to “New England Claim Associa- 
tion.” The membership now represents 
45 companies from Massachusetts, Rhode 
Island, New Hampshire, Maine, and 
ermont. 
At the annual June meeting and elec- 
tion held at the Framingham Country 
lub, the following officers were elected: 
President, Walter T. May, Mass. Mu- 
tual; vice president, John J. Roth, Retail 
Tedit; secretary, Ralph B. Coleman, 
Mass. Casualty; treasurer, Ralph Brown, 
Columbian National; assistant treasurer, 
i. Brownell, American Mutual. 
President May announced that the 
Program chairman for the 1958-59 sea- 
= would be Michael Corcoran, Jr., 
New England Life. 
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Currently appearing in the Saturday Evening Post and leading metropolitan newspapers 
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. 2,987 MDRT Qualifiers; Final Listing 


The final listing of 1958 Million Dollar Round Table qualifiers, which brings 
the total to a record 2,987, or 23% above the 1957 total, contains the following 
names of qualifiers in the eastern states as far south as Vi irginia and as far west 
as Indiana, also all of Canada as far west as Winnipeg: 








































































































































Qualifying & Life Repeating Union Central, New York City; W. E. Kleine, 

E. J. Adame, Equitable N. Y., Akron, 0.: B Aid Assn. for Lutherans, Seymour, Ind.; W. J. 
C. Anderson Jr., Northwestern Mutual, Phi- ot Memnehneets, Sn. Senne a E 
adelphia; H. J. Baker, Bankers National, Boston; | yong awn Life ‘Hartford; Ww “2. Mintz, 
ma, Se Beitm: an, Continental Assurance, Harris- Yd Mesepeeay Tp al, Kearny, jigs. 
er bd W. E. N. Bell, CLU, Manufacturers Peake, Massachusetts Mutual, Philadelphia; Myer 
zife, Toronto; W. R. Benz, CLU, Penn Mutual, Pins Baapire (Life: Montreal: (C. A. Ress, Se 
Ft. Wayne, Ind.; Jean Black, CLU, Connecticut curity ee ce City: WW. ocr, 
Gonee Jodienapoliss te Cc. _Bradley, CLU, Phoenix Mutual, New York City; A. M. Silver- 
ae ee ife, Columbus, O.; K, G. Brown, man, ind., Wynr. ewood, Pa.; D. L. Williams, 


CLU, Canada L ife, Hz amilton, Ont.; T. E. Burke, : i 

ew. Maakena Like, Benen: 0. E. Carlin, CLU, Connecticut General, Springfield, Mass. 
independent, Columbus, O.; H. F. Cluthe, State sfus i 

Mutual, Newark; G. J. Cohen, CLU, New Qualifying, Repeating 

England L ife, New York City; S.H Craw ford, Blaylock Atherton, New England Life, Nashua, 


Manufactur rers Life, Toronto; T. W. Cristal, N. H.: L. W. Baker, Mutual Life-New York, 
Northwestern Mutual, Clevelz and; R. W. Druck- Allentown, Pa ; B. W. Batson, Equitable- N. Y., 
enmiller, Provident Mutual, Allentown, Re Newport News, Va.; W. T. Beatty, Northwest- 
Herman Duval, Northwestern Mutual, New York ern Mutual, Canton, N. Y.; B. D. Bercuson, 
City; Paul Dye Jr., Connecticut Mutual, In- Northern Life Canada, Mt. Royal, Quebec; 
dianapolis; Aaron Eisenstein, United Benefit, L. D. Birckhead, Equitable-N.Y., Charlottes- 
Philadelphia; P. S. Gesswein, New England ville, Va.; Stanley Burtless, John Hancock 
Life, New York City. Mutual, Huntington, W. Va; C. D. Cowles 

P. A. Gibson, CLU, New York Life, Arling- Jr., CLU, Northwestern -Mutual, Buffalo; 
ton, Va.; H. K. Gutmann, CLU, Mutual Life- W. W. Davidson, Equitable-N. Y., Arlington, 
New York, New York City; G. J. Heffernan, WSs) As Ss, Dickey, New York Life, Wil- 
CLU, Industrial Life, Montreal ; H. E. Henry, mington, Del.; T. H. Dickinson, CLU, Mutual 
New York Life, Columbus, O.;'S. S. Herwitz, Life Canada, Toronto; J. B. Doughty, New 
Mutual Life-N. Y., Cincinnati; M. R. King, England Life, Philadelphia; R. H. Douglas, 
Union Central, New York City; H. H. King- Manufacturers Life, Hamilton, Ont: - A, A. 
ston, Penn Mutual, Rochester, N. Y.; Robert Esterkin, Bankers National. Columbus, O.: > S. A. 
Kruh, Guardian Life, Newark; M. A. Laitman, Green, ee Ins. Co. America, Pittsburgh; M. 
CLU, Home Life, Valley Stream, N. Y.; J. B. P. Hoke, Connecticut General, Hartford; Buck- 
Longley, CLU, United Life & Accident, Lewis- ley Hubbard Jr., New England Life, Erie, Pa.; 


ton, Me.; eT. Maurey, Mutual Life- N. Y., C. issenman, CLU, London Life, Montreal; 
Bradford, Pa.; .: vat Miller Jr., New York L ife, 7. fs Johnson, a: U, Mutual Benefit, Columbus, 
Washington, D. 5 J. Montanaro, New York O.; A. Kench, National Life Canada, Toronto. 
Life, New York Ci ibs lowe Mordecai, North- My ed Kenison, New England Life, Boston; 


western Mutual, Boston; Harold Nittskoff, New M. R. Kornreich, Connecticut General, New 
York Life, Cleveland; W. P. Parr, CLU, John York City; J. A. La Rocque, Travelers, Mon- 
Hancock Mutual, Baltimore; C. C. Peck, Canada treal; J. O. Marshall Jr., Massachusetts Mutual, 
Life, Toronto; G. H. Plante, John ‘Hancock Lewes, Del; S. J. Miller, New York Life, 
Mutual, Cleveland; C. L. Post, CLU, ind., New New York City; H: C. Moyer Jr., New England 
York City; C. L. Quinn, CLU, New England Life, New York City; John Pennington, State 
Life, Boston. x Mutual, Buffalo; Feidinand Phillips Jr., Equi- 

K. V. Robinson, New England Life, Water- table-N. Y. Norfolk, Va.; G. B. Phill ps, College 
bury, Conn.; L. D. Rothensies, Penn Mutual, Life, State "College, Pa.: : E. A. Podrebarac, Equi- 
Wilmington, Del.; Edward Russo, Northwestern table-N. Y., Watertown, 'N. Y.; T. H. Pritchard, 
Mutual, Baltimore; J. J. Schoenberg, New York Phoenix Mutuz ul, Washington, D. C.; R. B. Pul- 
Life, Akron, O. C. M. Sherman, Connecticut ley, Equitable- N. ¥ Virginia Beach, Va.; Al- 
Mutual, Toledo, O.; H. N. Sloane, CLU, Con- bert Rakovsky, CLU, Crown Life, Montreal; 


tinental Assurance, New York City; H. K. J. A. Rauchman, Massachusetts Mutual, Perth 
Stegeman Jr., Connecticut General, Cincinnati; Amboy, N. J.; R. B_ Ripley, New England 
H. C. Stockman Jr., CLU, New England Life, Life, New York City; Dav.d Rotish, North 
Newark; C. J. Strouss Jr., CLU, Northwestern American Canada, Toronto; Ben Scop, New 


Mutual, Youngstown, O.; G. B. Tracy, National York Life, Lakewood, N. J.; D. L. Shepherd, 
Life-Vermont, New York City; D. H. Treloar CLU, Equitable Life of lowa, New York City; 
Jr., Northwestern Mutual, New Castle, Pa.; Herman Siegal, New York Life, Hempstead, 
David Waldman, Travelers, Baltimore; S. S. N. Y.; M. R. Steklof, Massachusetts Mutual, 
Watts, Equitable- N. Y., Norfolk, Va.; H. E. Rochester, N. Y.; G. C. Stewart, CLU, North- 
Whalen Jr., Northwestern Mutual, Dayton, O.; western Mutual, Schenectady, N. 


H H. Wilson, Equitable-N. Y. New York City: |. G. Summers, New England Life, Boston; 
W. H. Wilson, New England’ Life, Pittsburgh; T. M. Tormey, Mutual Benefit, Syracuse; E. B. 
Stanley Zeskind, Columbus Mutual, Baltimore; Tufts, Prudential England, Digby, Nova Scotia; 
P. H. Zimmerman, Mutual Benefit, Buffalo, N. Y. R. ie Wagner, Mutual Benefit, Dayton, a 
Life H. White, CLU, Massachusetts Mutual, Buffalo; 
Murray White, Aetna Life, New York City; 
I. R. Aaronson, Metropolitan, New York City; RR. S, White, Canada Life, Toronto; M. - Ni 
Paul Audet, CLU, Prudential oe Quebec; New England Life, peti (eee City; F 
H. W. Beyer, ind., Allentown, Pa; E. V. Car- Wolf, Equitable-N. Y, Pittsburgh; Alfred Zit 
lin, ind., Columbus, O.; W. G. Condon, Oc- National Life-Vermont, Canton, O. 
cidental-California, ane R. E. Curtis Jr., : . 
Provident Life & Accident, Boston; W. W. Qualifying, First Time 


Davis, CLU, Northwestern Mutual, Indianapolis; ner. é 4 : ae 
R. B. Dinsmore, Provident Mutual, Princeton, C. T. Ashcraft,Kansas City Life, Washington, 
N. J.; M. J. Donnelly, ind., New Castle, Pa.; D. C.; Miss Suzanne Audet, CLU, Prudent.ai 
J. G. Dornan, Pilot Life, Philadelphia; J. J. of England, Quebec; D. R. Bankes, Monarch 
+ Sr., Philadelphia Life, Dallas, Pa.; Life, London, Ont.; Marvin Barasch, Equitable- 

T. Earls, CLU, Mutual Benefit, Cinc:nnati; N. Y., New York City; S. J. Bass, New England 


ny * 


R. A. Elder, Equitable Life of Iowa, Williams- Life, Cleveland; E. G. Bates, CLU, Massachus- 
port, Pa.; H. D. Farber, Security Mutual, Buf- etts Mutual, Boston; C. E. Beers, Continental 
falo; I. C. Feldman, Equitable- N. Philadel- Assurance, Bridgeport, Conn.; T. J. Bland, New 


phia: D. J. Finlayson, CLU, Standard Life York Life, Niagara Falls, N. Y.; P. A. 7% 
Canada, Toronto; R. E. Foster, Canada Life, General Services Life, W ashington, D. C.; 5S. 
Ottawa; Louis Freedenberg, Home Life, New ze Boikess, Union Central, New York City; M. 
York City; C. J. Geraci, Prudential, Newark; . Bond, CLU, New York Life, New York c ity ; 
S. E. Hecker, Mutual Life- New York, New tr A. Bradford, New York Life, Charleston, 
York City. W. Va; R. T. Branca, Mutual Benefit, New 

L. L. Howard, CLU, Fidelity aaa Boston; York City; J. L. Bryden, CLU, New England 
J. M. Huberman, Equitable- N. 2 Boston; H. Life, New York City; D. W. Castle, North- 
K. L. Hurrelbrinck Tr;, Lu 4 Northwestern western Mutual, Newark; E. D. Cavalier, New 
Mutual, Baltimore; F. M. eta CLU, London York Life, New York City; W. J. Conroy, 
Life, Toronto; F. J. Kettyle, London Life, Maccabees, New Hyde Park, N. Y.; G. J. Cris- 
Montreal; M. L. Levy, CLU, Imperial Life, cione, Penn Mutual, Albany, N. Y.; J. E. Crom, 
Toronto; L. E. Liss, CLU, ind, Philadelphia; Equitable-N. Y., Dayton; A. Ss: Cushing, New 


T. F. Lo Bosco, Manufacturers Life, Montreal; England Life, Boston; R. H. Cutts, Home 
J. D. A. McDonald, Excelsior Life, Toronto; Life, Cleveland. ¢ 
H. A. McGrath, Connecticut Mutual, Boston; A. N. Davis Jr., John Hancock Mutual, Wash 
A. P. Morris, United American, Newark; G ington, D. C.; M. P,. Dickenson Jr, Equitable- 
H. Donovan Jr., Pru- 


M. B. Morton, Manufacturers Life, Montreal; N. “a Philadelphia; iB 
L. L. Newman, Penn Mutual, Ft. Wayne, Ind.; dential, Asbury Park, N_J.; Monroe Eisenberg, 
E. M. O’Keeffe. Canada Life, New York City; Aetna Life, New York City; A. M. Engleman, 
Guy Poliquin, CLU, Prudential England, Mon- Equitable-N. Y., Columbus, O.; T. H._ Erbe, 
treal; R. F. Politzer, CLU, Canada Life, Cleve- CLU, Travelers, Baltimore; R. F. Fain, United 
bets W. L. Pool, Lincoln National, Norfolk, Services Life, Dayton; C. M. Fai-child, CLU, 
Pe Rudolph, Mutual Benefit, Newark; Lincoln National, Washington, D Cs G: F 
Allan Rutledge Jr., Minnesota Mutual, Wash- Fatzler Jr.; Prudential, Preakness, N. J.; L. D. 
ington, D. C.; Robert Sheldrick, Northwestern Fellows, Equitable-N Y., Gary, Ind; f. E 
Mutual, Newark. Felsen, Continental Assurance, New York City; 
J. R. Sterner, Northwestern Mutual, Newark; W. R. Flapinger, National Life- Vermont, Tren- 
A. D. Stewart, CLU, London Life, Ottawa; ton, N. J.; F. T. Focer, CLU, Berkshire Life, 
H. C. Stockman Sr., New England Life, Newark; Pittsburgh; D. P. Foster, Connecticut Mutual, 
G. G. Terriberry, Mutual Benefit, New York Norfolk, Va.; Charles Frankel, a Bank- 


City; C. J. Underell, Occidental-C alifornia, Lon- ers Life, Asbury Park, N. j.: M. C. Franzen, 
don, Ont.; E D. W fhite, CLU, New York Life, Connecticut Mutual, Lexington Park, Md.; D. 
Allentown, Pa.; N. E. M. Wise, CLU, Northern G. Fraser, Maritime Life, Halifax, Nova Scotia; 
Life Canada, Mt. Royal, Que. Chace Freiberg, aoe e" Co. Le grewin 2 Aw 
: ° ° ° adelphia; S. H. Frieland, Massachusetts Mutual, 
Qualifying & Life First Time Kearny, N. J.; Erwin Gaston, Philadelphia Life, 
I. Aspler,Canada Life. Montreal; Maurice Camden, N. J. 

Blond, Mutual Trust Life, Brooklyn, N. Y.; R. D. Glynn, CLU, New York Life, Ridge- 


M. A. Braman, Massachusetts Mutual, Gary, wood, N. J.; . A. Grady, Bankers National, 
Ind.: S. C. De Cou, CLU, Penn Mutual, Phil- Boston; C. C. Greco, Jemereee National, Latrobe, 
eaceate: A. J. Farrington, New York Life, Pa.; R. B. Greene Tr, CLU, New En gland Life, 
Gloversville, N. Y.; C. R. Fish III, CLU, Boston; John Halberstadt, New England Life, 
Northwestern Mutual, Boston; H. M. Glickman, Philadelphia; R,: 2 Hart, CLU, Penn Mutual, 


Mutual Of New York Adds 
To Sales Department Staff 


Mutual Of New York has appointed 
three men to newly created positions in 
the sales department. Russ Campbell 
has been named recruiting specialist, 
William W. Larash field traning special- 
ist and John E, Schmitt employe benefit 
specialist. Their headquarters will be in 
MONY’s home office in New York. 
Messrs. Campbell and Larash have been 
assistant agency managers with MONY, 
while Mr. Schmitt joins MONY after 
specializing in Group annuities with John 
Hancock. 

Mr. Campbell has been in the personal 
insurance business since 1949 when he 
joined MONY’s Denver, Colo., agency 
as a field representative. In 1953 he was 
promoted to assistant manager. He has 
been active with the Denver Life Under- 
writers Association and with community 
groups and veterans’ organizations. He 
is a graduate of the University of Illinois 
and did post-graduate study there and 
at Arizona State College. 

Mr. Larash joined MONY in 1954 as 
a field representative in Baltimore. He 
was advanced to assistant manager of 
the company’s Baltimore agency in 
September, 1956. Mr. Larash is a gradu- 
ate of the University of Maryland where 
he was captain of the Lacrosse team 
and was named an All-American in 1952. 
He was active in community affairs in 
Baltimore, serving as vice-president of 
the Kiwanis Club, secretary of the 
Southern Lacrosse Officials Association, 
and president of the University of Mary- 
land “M” Club. He served two years 
with the Navy. 

Mr. Schmitt, a resident of Hicksville, 
N. Y., has joined MONY after 13 years 
experience in the insurance business. 
He was with the Equitable Society ten 
years and with John Hancock for the 
past three years. A graduate of Ford- 
ham University, Mr. Schmitt is a mem- 
ber of the American Pension Conference. 
He is active in Little League Baseball 
and is a member of the Catholic War 
Veterans. During World War II, he 
served three years with the Army. 





Philadelphia; A. J. Hicks, Philadelphia Life, 
Lebanon, Pa.; R. L. Hoagland, Equitable-N. Y., 
Cincinnati; L. S. Hulett, Equitable-N. Y., Silver 
Spring, Md.; Gerard Johnson, CLU, Alliance 
Mutual, Beauport, Que.; M. L. Kartzner, Na- 
tional Life-Vermont, Trenton, N. J.; P. C. 
Kekich, Crown Life, Pittsburgh; P. C. Kirby, 
Massachusetts Mutual, Wheeling, W. Va.; 

E. Kleiman, CLU, Bankers National, Passaic, 
lee Arnold Klein, Mutual Life- New York, 
New York City; M. A. Kornreich, ind., New 
York City; J. E. Krupar, Northwestern Mutual, 
Greensburg, Pa.; R. RK. Lapoie, Home Life, 
Boston; G. H. Little, Mutual Benefit, Bel Air, 
Md.; N. W. Manocchio, Connecticut General, 
Bloomfield, Conn. 

Pa, Marsteller, Philadelphia L ite. Bethlehem, 
Pas 2. J. McDonough, Bankers Life-Nebraska, 
Vittsburgh; F. S. J. McIntosh, Atlantic Life, 
Warwick, Va: P. J. Metcalf, New York Life, 
Washington, a fs OS Miller, New York 
Life, Akron; H. J. Morrison, John Hancock 
Mutual, Washington, D. C.; J. D. Murphy, 
New York Life, New Haven, Conn.; C. B. 
Naramore Jr., Phoenix Mutual, Southport, Conn. ; 
A. S. O’Neill, Equitable-N. Y., Philadelphia; 
E. N. O’Rourke, Penn epee New York City; 
M. J. Platt, National Life-Vermont, Trenton, 
fee fee ‘H. Poulin, La Solidarite, Beauce, 
Que.; M. T. Purisch, Equitable-N. Y., New York 
City; C. R. Purnhagen, pnt Benefit, Dayton; 
A. W. Ranger, Sun Life-Canada, Sept Iles, 
Que.; Lester Rausch, Provident Life & Accident, 
Columbus, O.3 ZB. H. Reinholtz, Aid Association 
for Lutherans, Lockport, N. Y.; D. B. Reynolds, 
Equitable-N. Y Washington, iD. C.; J. M. Rob- 
bins, New England Life, Boston; Ronee Royalty, 
New York Life, Middletown, i. 

Arthur Schechner, CLU, Connecticut Mutual, 
Newark; S. H. Schecter, Crown Life, Montreal; 
R. A. Schenkelberg Sr., Berkshire Life, Cleve- 
wes J. G. Schindler, Prudential, South Euclid, 

. J. Schoettle, United Home Life, In- 
dianapolis: J. E. Schumacher, New York Life, 
Woodsfield, O.; K. C. Schuyler, Connecticut 
ie sa Berwick, Pa.; R. P. Seward, Equitable- 
N. he Me a Md: Walter Sieruk, Prudential, 
Sanam: R. Silverstein, Massachusetts Mutual, 
Charleston, W. Va.; Raymond Snitow, Equitable- 

x. Middle Village. N. Y.; H. B. Somer, 
New ‘England I Life, New York City; P. W. 
Staby, Northwestern Mutual, New York City; 
J. K. Stern, Prudential, Cleveland; V. F. Stewart 
Jr., Aetna Life, Elyria, O.; J. A. Tanti, United 
Benefit Life, Toronto; J. F. Foal, Mutual Benefit, 
New York City; W. “ Wallace ‘TH, Home Life, 
Washington, D. C.; L. White, New York Life, 
Cleveland; S. T. Ww oo New York Life, Dor- 
chester, Mass.; V. G. White Jr., New England 
Life, New York City; Alvin Wolff, Postal Life, 
New York City; D. L. Woltz, Mutual Benefit, 
Columbus, O.; C. P. Wood, Massachusetts Mu- 
tual, Syracuse; L. N. Wood Jr., Union Central, 
Goffstown, N. H.; J. K. Zeiner, New York Life, 
Trenton, N. J. 


Northwestern Mutual Life 
Appoints William I. Pape 





WILLIAM I. PAPE 


Appointment of William I. Pape as 
assistant to the general agent in the 
Lowell P. Schwinger, Cedar Rapids, 
northeast Iowa general agency for 
Northwestern Mutual Life, is announced 
by Mr. Schwinger. Mr. Pape has been 
agency assistant in the college relations 
division at Northwestern Mutual’s home 
office, Milwaukee. At the Schwinger 
agency, his responsibilities will include 
the education and field training of new 
agents. 

Mr. Pape joined Northwestern Mutual 
in 1951 in Moline, IIl., after two years 
in the general insurance business there. 
As NML special agent in Moline, asso- 
ciated with the general agency at Daven- 
port, lowa, he earned a number of com- 
pany production honors. He is a past 
president of the Moline Jaycees and a 
past director of the Dale Carnegie 
course in Davenport. 

In 1955 he transferred to NML’s home 
office as assistant to the director of 
education and field training, becoming 
agency assistant in the college relations 
division in the following year. He has 
visited more than half of the company’s 
95 general agencies coast-to-coast, in- 
terviewing and testing prospective new 
agents and conducting sales training 
meetings ; he has also lectured on careers 
in life insurance and on the selection 
and training of agents. 

A 1949 graduate of the University of 
Illinois, where he was president of his 
senior class, Mr. Pape in 1957 received 
a U. of I. Alumni Association merit 
award for service to the University. 











JOINS STATE MUTUAL LIFE 

Richard B. Stephens Appointed Assistant 
to the Director of 
Public Relations 

Richard B. Stephens has joined State 
Mutual Life of America, Worcester, 
Mass., as assistant to the director ol 
public relations. In this capacity he 
will edit The Mutualite, a home office 
weekly newspaper, and assist Director 
of Public Relations John D, Drummey 
on other projects. . 

While attending the University ol 
Maine, Mr. Stephens majored in jour- 
nalism and wrote for the student papet, 
The Maine Campus. Following his grad- 

uation in 1953, Mr. Stephens was 4 
reporter for the Caledonian Record, 5t. 
Johnsbury, Vt. 

He entered the Army in May 1954 and 
served 3%4 years as a reconnaisance pilot 
flying a light observation plane. He was 
a first lieutenant. 

Mr. Stephens was a reporter for the 
Worcester, Mass. Telegram-Gazetie for 
six months prior to joining State 
Mutual. 
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An 
Architect 

of Enduring 
Estates 


“Many people rob themselves and their heirs of 
thousands of dollars in needless taxes and other costs 
when they fail to take advantage of the rights avail- 
able through sound estate planning.” These are the 
words of Sidney L. Wolkenberg, CLU, an authority 


on estate analysis and author of “How 
Estate Planning Can Help You.” 

An associate of The Union Central’s 
New York Agency, Mr. Wolkenberg’s 
business is planning solid financial 
security for his clients through the 
creation, conservation and proper 
distribution of their estates. His record 
indicates that these clients have pro- 
tected themselves and their families 
with a total of more than one million 
dollars of safe, sure life insurance 
during each of the past six years. And 
this is the record which has earned for 











Among Mr. Wolkenberg’s prominent 
clients is Dore Schary, author of the 
current Broadway hit “Sunrise at 
Campobello.”’ Mr. Schary’s new play 
depicts the dramatic story of Franklin 
D. Roosevelt’s fight against polio. 


(Harcourt-Harris Photos) 


him the highest professional honors, including life 
membership in the celebrated Million Dollar Round 
Table and charter membership in his Company’s 
distinguished President’s Club. 

A graduate of N.Y.U., Mr. Wolkenberg was born 


and raised on the lower east side 
of New York City. There he saw 
families struggling to exist on a few 
dollars a week; and there he saw 
boys and girls, six and seven years 
old, working to hold their families 
together. It was the remembrance of 
these scenes which later influenced his 
decision to enter a profession dedi- 
cated to the preservation of the family. 
Sid Wolkenberg, whose career has 
helped maintain the unity of so 
many families, is a man worthy of 
his success, 





(Above) Mr. Wolkenberg is the executive vice 
president of the University Settlement Alumni 
Group and an active supporter of other organi- 
zations, including the United Jewish Appeal 
and the Federation of Jewish Philanthropies. 


(Above right) A hi-fi set and good music, 
especially George Gershwin music, are the 
focal point of much activity in the Sidney 
Wolkenberg home. Seated on the floor with 
Mr. Wolkenberg are his daughter Wynne and 


THE UNION CENTRAL LIFE INSURANCE CO 


his grandson David. The remainder of the 
family are, pictured left to right: son Warren; 
son-in-law Martin Miller; daughter Nancy and 
granddaughter Margo; son-in-law Ira Green- 
blatt; and Mr. Wolkenberg’s wife, Lillian. 


MPANY - CINCINNATI 


Security for the American Family since 1867 
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P. A. BRIGLIA 


Two new agency managers have been 
appointed by Bankers Life of Des 
Moines. They are P. A. Briglia, manager 
of a new Duluth, Minnesota, agency, and 
Joseph H. Hinkes, manager of the South 
Bend, Indiana, agency. 

Mr. Briglia has been associated with 
Union Trust Life. He entered the life 
insurance business as a special agent 
for Aetna Life in 1954. He became 
associated with Samaritan Life, now 
Union Trust Life, in 1956, and in 1957 
was named vice president and director 
of agencies, the position he held before 
going to Bankers Life. Mr. Briglia was 
elected to Samaritan Life’s board of 





J. H. HINKES 


directors in 1956. A native of St. Paul, 
Minnesota, he graduated from schools 
there and attended Carleton college. 

Mr. Hinkes replaces W. K. Hamilton 
who has resigned in order to return to 
personal production as a full time agent 
in the company’s Tampa agency. He 
has been a field supervisor since May, 
1956. Before going to the home office 
he was a salesman in Watertown, Wis., 
as a member of Bankers Life Milwaukee 
Agency. He joined the company in 
October, 1953, following two years active 
duty with the Army. A native of Water- 
town, he graduated from Milwaukee 
schools and attended Notre Dame Uni- 
versity. 





Lincoln National Meeting 

The second of three conventions being 
held this summer by Lincoln National 
Life will be held at The Lodge and 
Challenger Inn, Sun Valley, Idaho, June 
15 through the 18th. This meeting will 
be for agents from 19 western and mid- 
western states and Hawaii. Approxi- 
mately 200 sales leaders have been in- 
vited, and total attendance is expected 
to exceed 400 since many wives and 
children will also be present. 

The third and final meeting will be at 
the Grand Hotel, Mackinac Island, June 
26 through the 29th. The first confer- 
ence was held at the Americana Hotel, 
Bal Harbour, Miami Beach, Florida 
earlier this month. 

Home office people who will give talks 
are Walter O. Menge, president; Cecil 
F. Cross, vice president and director 
of agencies; Willard C. Brudi. Thomas 
A. Watson, Jack E. Rawls, CLU, and 
Henry W. Persons, second vice presi- 
dents; Charles N. Walker, assistant vice 
president and manager of accident and 
sickness insurance; Samucl P. Adams, 
actuary; John P. White, advertising 
manager; Clifford L. Gamble. superin- 
tendent of agencies; and Robert Weh- 
meyer, assistant superintendent of agen- 
cies. Lincoln National field men appear- 
ing as speakers on the program will be: 
Robert B. Ogden, Jr., general agent in 
Los Angeles and H. C. Bates, agent from 


Promote Clayne Robison 

Clayne Robison, manager of Mutual Of 
New York’s agency in Boise, Idaho, has 
been advanced to the newly-created post 
of field superintendent of agencies, 
effective July 1, it was announced by 
Stanton G. Hale, vice-president for sales. 

Mr. Robison, a graduate of the Uni- 
versity of Idaho, joined MONY in 1931 
as a field representative in Boise. He 
became assistant manager of the Salt 
Lake City agency upon his return from 
service with the Army in 1946, In 1948, 
he was promoted to the home office for a 
special program of managerial training. 
When MONY opened its Boise agency in 
1950, Mr. Robison was appointed man- 
ager. 

He has served as president of the local 
Life Underwriters Association and treas- 
urer of the Idaho Life Underwriters 
Association. 





Oakland. 

Appearing on discussion panels will 
be: William A. Ralston, western Group 
sales manager; Edward E. Keller, CLU, 
general agent in San Francisco; Lester 
S. Becker, general agent in St. Louis; 
and the following agents: Victor M. 
Olownia, San Carlos; Ivan S. Phillips, 
Beverly Hills; Lawrence Rosenbloom, 
Los Angeles; Deloy McMullin, Ogden, 
Utah; and James J. Sheehan, Minne- 
apolis. 














Here's PROOF OF PROGRESS 


SUN LIFE service and progressive outlook have enabled us to pass the milestone of 
OVER ONE HALF BILLION DOLLARS OF INSURANCE IN FORCE. 


We invite you to grow with us and share our success. We know the kind of service 
you need to profitably sell life insurance and we are prepared to give it to you. 


These are some of the benefits we offer general agents: 


* Top vested commission with lifetime service fees. 
* Quick sale aids with prompt, effective home office cooperation. 
* Complete kit of attractive non par contracts substandard to 500%. 


Write in confidence to: BERTRAM FRANK, Director of General Agencies 


SUN LIFE INSURANCE COMPANY 
of AMERICA 


103 East Redwood St#., Baltimore 2, Md. 














basis. 





INSURANCE SALESMEN 
EXCELLENT OPPORTUNITY for three qualified young men, age 


27 or less, with 1-2 years of life insurance selling. Two-year Management 
Training Program includes selling in Northern N. J. home office agency 
on salary and commission basis, then field supervision in H. O. Agency 
Depts, and familiarization work in other H. O. departments on salary 


Objective of program is to develop Regional Agency Superin- 
tendents to recruit and supervise own territories. Ultimate assignment 
requires relocation. Send full resume to Box 2617, The Eastern Under- 
writer, 93 Nassau Street, New York 38, N. Y. 


June 13, 1958 




















Mutual Of New York Leases 


Space in Park Sheraton 
Because Mutual Of New York’s 
surance business has grown so rapidly 
and the company extended into 
multiple lines of individual and Group 
personal coverages, MONY has found 
it necessary to lease office space in the 
Park Sheraton Hotel. The MONY 
Building and the hotel are back-to-back 
and occupy the entire block between 
Broadway and Seventh Avenue, from 
55th to 56th Streets, New York. 

The lease with the Park Sheraton 
covers 20,000 square feet from the 27th 
floor to the 3lst mezzanine, inclusive. 
Occupying the space are 110 employes 
of MONY’s mortgage 
farm loan eastern 
departments. 

MONY occupies the first 13 floors of 
its 26-storvy home office. It moved into 
the building, from downtown Manhattan, 
in May, 1950. Based on studies of its 
growth pattern at the time, MONY pro- 
vided for expansion within the 13 floors 
and space above the 13th was leased 
for terms that matched as closely as 
possible the company’s anticipated space 
needs on those upper floors. 

The rate of the company’s growth 
has, however, accelerated in the _ past 
few years, making it necessary for 
MONY to step up its space-expansion 
schedule by renting floors in the ad- 
joining hotel. 

When MONY moved in 1950, it was 
issuing only individual Ordinary life 
insurance. It had $4.5 billion of insur- 
ance in force and the home office staff 
totaled 1,600. Since then, MONY has 
extended its operations into accident 
and sickness insurance, Group coverages 
and employe benefit plans. Insurance in 
force at the end of 1957 was $6.2 billion 
and the home office staff today totals 
over 1,900 


in- 


has 


investment, 
sales 


law, 


and region 





For 
United Sites Life 


Call 


The MacGrath Agency 
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General Agent 


The United States Life Insurance Co. 
In the City of New York 











Security-Connecticut Life 
Names Kansas City Agency 

Co. Kansas 

appointed a 


Agency Service Inc., of 
City has 

agency for 
according to an announcement by W. C, 
the Life 
Company, 


been general 


Security-Connecticut Life, 
vice president of 
Agency 
insurance 


Ralston, 
Company. Service 


Inc. acts as consultants to 
companies in the mortgage banking, real 
loan fields. The 
the Security 


Haven, 


estate and savings & 
also. represents 
Co. of New 


Security-Connecticut 


agency 
parent 
Life. 


Insurance 
company of 
Officers of the general agency include 
Carl E. Wheeler, 
R. Wagner, 
Herma K. 
Mr. Wheeler 
the insurance 
career, first as a company employe and 


Lawrence 
Mrs. 


secretary-treasurer. 


president, 


vice president and 


Miller, 


has been associated with 


business for his entire 


most recently as general manager of 
the Herbert V. 


in Kansas City, which position he 


Jones Insurance Agency 
left 


earlier this year to become president 


of Agency Service. He is a graduate 


of the University of Kansas. 
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? TT 2 7 A Symbol 


Our roots go deep 
into the life of 
New England 


BOSTON MUTUAL LIFE INSURANCE COMPANY 
BOSTON 16, MASSACHUSETTS 


of Security 


INCORPORATED 1891 
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“Mike” Moore Tribute 
Is Well Deserved 


NAMED SUPERVISOR OF YEAR 


Eubank & Henderson Assistant Manager 
Has Devoted 36 Years to Helping 
N. Y. Brokers; Recognized by Assn. 





The recent recognition given to Harold 
H. “Mike” Moore, CLU, assistant man- 
ager in Eubank & Henderson, Ordinary 
managers of The Prudential in New 
York, as “the Supervisor of the Year” 
by the past presidents of Life Super- 
visors’ Association was well deserved 





MOORE 


HAROLD H. 


the longest 


as Mr. Moore 
service to brokerage supervisicn of any 
one in Greater New York. Specifically, 
it is 36 years dating back to his first 
job with the J. Elliott: Hall Agency of 
Penn Mutual Life at 30 Church Street, 
New York. 

In making the presentation to “Mike” 
Moore of an inscribed sterling silver 
tray Bert Eichengreen of Prudential’s 
Melham Agency pointed to his faithful 
and constructive assistance to hundreds 
of New York brokers. “He has won 
their respect and confidence as well as 
that of the entire insurance fraternity,” 
said Mr. Eichengreen. 

“Mike” Moore. started, his life insur- 
ance career following his graduation 
from Cornell University where he 
majored in economics. He was with the 
J. Elliott Hall Agency for seven years 
and then with Allen & Schmidt Agency 
of New England Life in charge of its 
brokerage department. About 23 years 
ago he joined The Prudential where his 
Prowess as a brokerage supervisor was 
quickly recognized. 

For some years he has been an active 
member of the Life Supervisors’ Asso- 
lation, serving on various committees 
and always doing a consistently good 
Job. He also is active in the Life Under- 
writers Association of New York and a 
member in good standing of the CLU 
New York Chapter. 

At the same time Mr. Moore has not 
neglected community activities. For 
nine years he has been a member of the 
Board of Adjustment of Pequannock 
Township, N. J., a. participant in Red 
Cross drives in Pompton Plains, active 
In the Dutch Reformed Church of his 
town, and a past president of the 
Paquenac Tennis Club. 


has given 





George D. Lewis Dies 
George D. Lewis, 58, retired regional 
youp insurance manager for Bankers 
me Co, died in Buffalo, N. Y., on 
June 1, His retirement in January, 1957, 


ended an 18 year association with the 
company, 


Supreme Court Decisions On 
Federal ‘Tax Liability 


Holds That State, Not Federal Law, Should Be Key Factor 
in Determining Liability of a Life Insurance Beneficiary 
fcr Federal Income Taxes Owed by Policyholder 


Washington—Two supreme court de- 
cisions this week held that state—not 
federal—law should be the key factor 
in determining the liability of a life 
insurance beneficiary for federal income 
taxes which the policyholder owed at the 
time of his death. 

In one case involving Kentucky law, 
the court held that Milton J. 
Stern of Lexington was not liable for 
her late husband’s income tax deficien- 
cies. The ruled on 
that Kentucky statutes limit the bene- 
ficiary’s liability to the deceased’s cred- 
itors to the amount of the premiums 
paid by the policyholder “in fraud of 
creditors.” There was no evidence that 
Mrs. Stern’s husband had paid any pre- 
miums with any fraudulent intent. 

The other decision, concerning a New 
Jersey law of the same nature, held that 
an insurance policy’s cash surrender 
value is the property of the policyholder 
for federal tax law. purposes. Upon the 
death of the insured, the cash surrender 
value becomes the property of the bene- 
ficiary and can be attached for federal 
tax payment. 

The court held that Mrs. Herman 
Bess, a New Jersey resident, was re- 
sponsible for a valid tax lien in effect 
at the time of her husband’s death in 
1950 since “there was a transfer of prop- 
erty from the insured to Mrs. Bess, and 
that the lien attached to the property 
before his death follows the property 
into her hands.” 

In the Stern case, the tax court found 
Dr. Milton Stern deficient in his income 
taxes from 1944 through 1947. That de- 
cision was reached approximately six 


Mrs. 


court so grounds 





39 is a prospect. If the prospect can buy standard life 
insurance now, low-cost INSUREability guarantees him 
the right to buy as much as five times the original pur- 
chase—an additional $125,000, depending upon age— 


all at standard rates and regardless of health! 


Something NEW in LIFE 


Provident’s new Guaranteed INSUREability Rider al- 
ready has had a tremendous sales influence for Provident 
life producers. Guaranteed INSUREability is the ideal 


gift for a son or grandson. Anyone from age 0 through 


years after his death in 1949. 

The assets of the Stern estate were 
not sufficient to cover the $32,777, the 
amount involved which included penal- 
ties and interest. The Internal Revenue 
Service instituted proceedings against 
Mrs. Stern, beneficiary of Dr. Stern’s 
policies which had proceeds and cash 
surrender values of $47,282 and $27,259, 
respectively. 

Mrs. Stern was held liable by the tax 
court for the full amount of the de- 
ceased’s tax deficiencies. That decision 
was reversed by the Sixth Court of 
Appeals which ruled that she was not 
liable, even to the extent of the cash 
surrender values. 

The Supreme Court’s 6-3 decision i 
the Stern case noted that Congress has 
not defined the extent of liability 
against a beneficiary and that ‘none 
exists except in instances where it is 
imposed by the state. 

Justice Brennan, who delivered the 
decision, said “The government’s rights 
in this case are precisely those which 
other creditors would have under Ken- 
tucky law. The respondent is not liable 
to the government because Kentucky 
law imposes no liablility against respon- 
dent in favor of Dr. Stern’s other 
creditors.” 

Dissents came from Chief Justice 
Warren and Justices Black and Whit- 
taker on grounds that federal taxes 
liability “should be determined by uni- 
form principles of federal law, in the 
absence of the plainest Congressional 
mandate to the contrary.” 

The three dissenting Justices agreed 
with the opinion in the Bess case. 
Partial dissent came from Justices Har- 
lan and Burton, who maintained that 
the government did not have the right 
to hold Mrs. Bess liable, even to the 
extent of the cash surrender values. 


LIFE WITH 
PROVIDENT 





PROVIDENT LIFE & ACCIDENT INSURANCE COMPANY 
Chattanooga -Since 1887 
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Your clients are the most important 
people in the world. Their personal pro- 
tection needs are not met without GUAR- 
ANTEED RENEWABLE ACCIDENT 
AND HEALTH. Let me tell you about 
our modern, flexible plans, all backed 
by a mutual legal reserve company li- 
censed in New York State since 1886! 
Call me today for details. 


PAUL FISHMAN 


JAFCO 
LIFE AGENCY, INC. 
MU. 4-5779 


General Agents 


EMPIRE STATE MUTUAL LiFE 
INSURANCE COMPANY Jamestown, N.Y. 
























MONY “Man of the Year” 


Joseph Latiano of Ellwood City, Pa., 
a field representative for Mutual Of New 
York’s Pittsburgh agency, was voted the 
“Man of the Year” at the company’s 
Top Club and Top Club Round Table 
conference recently in San Francisco. 
Mr. Latiano received the sterling cup 
awarded annually to MONY’s “Man of 
the Year” before an audience of nearly 
400 of the company’s top-ranking under- 
writers. The cup is donated by past 
presidents of the National Field Club, 


MONY honor group. The award is based 
on sales volume, service to policyholders 
and the community, value to his agency, 
















and participation in activities of the 
National Association of Life Under- 






writers. 

Mr. Latiano has been a field repre- 
sentative for Mutual Of New York ‘for 
nearly 25 years. He joined the Pitts- 
burgh agency in 1933, and has remained 
in the area continuously. As an under- 
writer for MONY, he has been a con- 
sistentiy top producer over the years. 



























First Colony Life Names 
Hoffler in Portsmouth 


Hinton B. Hoffler has been promoted 
to agency manager in Portsmouth, Va., 
for First Colony Life, Lynchburg, Va. 
Announcement was made by Meade Mc- 
Millen, CLU, vice president and director 
of agencies. 

Mr. Hoffler joined First Colony Life 
a year ago as assistant agency manager. 
Formerly he was an agent with Pilot 
Life. He had been in Portsmouth since 
1925 and was in the restaurant business 
a number of years before going into 
insurance, 

Mr. Hoffler attended Wake Forest 
College and has completed insurance 
classes at Southern Methodist on insur- 
ance marketing, and has received the 
LUTC certificate. 

During the past year Mr. Hoffler has 
been high on the list in personal produc- 
tion and has been responsible for much 
of the agent training program in_ the 
Portsmouth agency. ; 
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Commissioners’ 


Meeting 





Commissioners Meeting 


(Continued from Page 1) 


nell, California Commissioner, chairman 
of this joint committee, was in the chair. 
Vice chairman is Julius S. Wikler, New 
York Superintendent. 


Commissioner McConnell had on_ his 
fighting clothes. He read State Resolu- 
tion 231 entit'ed “Investigation of the 
Administration of Antitrust and Monop- 
oly Laws” which consists of a letter ad- 
dressed by Senator Estes Kefauver, 
chairman of subcommittee of the Judi- 
ciary Committee, to Senator Thomas C. 
Her:ninngs with reference to approving 
Senator Kefauver’s request for an ap- 
propriation of $365,000. This sum is to 
cover the activities of the subcommittee. 
Senator Kefauver has listed 19 subjects 
which will be investigated by the sub- 
committee. 

As Commissioner McConnell read the 
subjects he expressed amazement to find 
that the business of insurance was the 
seventeenth item on the agenda, which 
started with the steel, automobile, bak- 
ing, dairy, tin can, aluminum, roofing 
and farm machinery industries in the 
order named. Then came investigation 
of enforcement programs of the Federal 
Trade Commission, Department of Jus- 
tice enforcement programs, investment 
banking practices, pre-merger notifica- 
tions of bills now pending and consent 
decrees. Agency item No. 15 particularly 
disturbed Chairman McConnell and he 
read it slowly as follows: “The feasibil- 
ity of requiring Federal charters for 
those corporations engaged in interstate 
and foreign commerce.” 


Points to Significance 


Mr. McConnell said the significance 
of this could not be minimized. It 
meant including Federal chartering of 
about everything of importance in trans- 
action of corporate commerce, including 
the insurance business. The report of 
the subcommittee of judiciary committee 
was seven pages long and insurance 
gets but a brief paragraph which reads 
as follows: “Since the Supreme Court 
dec ared that insurance was subject to 
anti-trust laws and the moratorium 
period, as provided by Public Law 15, 
expired in 1948, it has become increas- 
ingly evident to the subcommittee that 
there is a need for a general study of 
the business of insurance. Many reports 
have come to the subcommittee concern- 
ing the arbitrary uniform rates that 
exist throughout the industry, as well as 
restrictive measures which prevent the 
entry of new companies professing indi- 
cations of charging lower rates. The 
subcommittee intends to conduct a staff 
study of this subject with view of pos- 


sibly scheduling hearings during the 
coming year.” 

Chairman McConnell said he _ had 
asked Donald P. McHugh, counsel for 
the subcommittee, concerning the so- 
called “arbitrary uniform rates” that 


exist throughout the industry as well as 
restrictive measures which prevent the 
entry of new companies professing indi- 
cations of charging lower rates. In his 
letter he called Mr. McHugh’s atten- 
tion to the fact that State Insurance 
Supervisors have at the present time 
the authority and the “resolution to pro- 
tect the nublic interest with respect to 
such conditions.” He invited Mr. McHugh 
to call attention of the Senators of the 
subcommittee to these facts and not wait 
until the present’ subcommittee or future 


Congressional committees can get to 
their investigation of these matters. 
Said Chairman McConnell to Mr. Mc- 


Hugh, “the basic principles upon which 
the Senators are proceeding are exactly 
the same principles which have been the 
objectives of legislation by the states 
and of the law enforcement activities of 
the state insurance advisory authorities 
and these are also basic principles of 
NAIC.” Mr. McConnell quoted from a 
Senate report to prove that this is 


Beery Heads Executive Com. 


Chicago—As The Eastern Underwriter 
went to press Sam N. Beery, Insurance 
Commissioner for Colorado, was slated 
to be the new chairman of the executive 
committee. 


VA Bills Pass NJ Assembly 


Trenton—The New Jersey Assembly 
passed by a vote of 31 to 12 the three 
bills which would permit issuance of 
Variable Annuities in the state. They 
now go to the Senate which had re- 
jected the bills in three previous legis- 
lative years. 








apparent. That report said the main- 
tenance of a competitive free enterprise 
system in American business is basic to 
the public welfare. The antitrust laws 
have been and should continue to be a 
instrument in carrying out this 


major 
unique American doctrine. Price com- 
petition must not be alowed to pass 


from the American scene. Without price 
competition price gouging, inflation, con- 
centration and monopoly might well be 


the natural consequences. Finally, Mr. 
McConnell received a letter from Mr. 
McHugh. It read as follows: 


“Dear Mr. McConnell: 

“At Senator O’Mahoney’s instruction, 
the staff of the antitrust and monopoly 
subcommittee has been making some pre- 
liminary inquiries and outlining some 
broad areas of investigation in the in- 
surance industry. Enclosed is a copy of 
a speech I delivered before the Ameri- 
can Management Association which in- 
dicates, in broad outline, the areas of 
inquiry developed by the staff, 

“Because of the press of other legis- 
lative duties, Senator O’Mahoney has 
not been able to meet with the subcom- 
mittee to consider a method for effective 
liaison with the various committees of 
your association. However, I expect that 
we will be in touch with you very short- 
ly to obtain your assistance in assem- 
bling information which will be needed 
by the subcommittee.” 


Know:ton Sees Need to Prepare 


Chairman McConnell called 
missioner Knowlton of New Hampshire 
for comments. Mr. Knowlton said: “I 
am of the opinion that this Senate in- 
vestigation will be a serious one and 
I am sure it will take place even if it is 
ranked as number 17 among the agenda 


on Com- 


items. I feel that now is the time for 
the NAIC to be prepared for this 
eventuality. I do not think we should 


wait for the committee to get around to 
us, but that when they do we should 
be prepared to tell our side of the story. 

“Furthermore, it is not my belief that 
the Senate committee will confine itself 
to any specific area in an investigation 
of insurance supervision. There is a 
vast amount of material which we can 
gather in substantiating the importance 
of State Supervision and how the de- 
partments have measured up to their 
responsibility to the public.” The com- 
mittee then went into executive session 
and there was no doubt that they will 
stage a battle for preservation of State 
Insurance Supervision as the govern- 
ment expands its efforts to grab more 
jurisdiction for the U. S. Government. 





Buffalo Managers Elect 


Karl J. Peterson, Buffalo agency man- 
ager of Equitable Society, was elected 
president of the Buffalo Managers Assn., 
at the recent annual outing. He succeeds 
Charles F. Bartlett, Provident Mutual. 
Others elected include vice president, 
Frank C. Nicosia, manager, Metropolitan 


Life; secretary, Kenneth M. Curle, 
Connecticut General; and _ treasurer, 
Joseph L. Tupy Jr., Phoenix Mutual. 

Named directors were W. Wesley 
Niles, three years; Howard A. Potter, 
two years, and Dominic P. Comardo, 
one year. 









Mutual Trust Life recently observed 
the official dedication of its modern new 
home office building, located at the north- 
east corner of Wacker Drive and Mon- 
roe Street in downtown Chicago. The 
formal dedication was held in the audi- 
torium of the new building, before an 
audience of 250 guests, including the 
company’s leading sales representatives, 


civic officials and officials in the life 
insurance industry. 
The dedication ceremony was con- 


Oscar & Assoc‘ates, Inc. 


Left to right—Mayor Richard J. Daley, President Raymond Olson and Joseph S. Gerbe; 


ducted by Mutual Trust President Ray- 


mond Olson. Other participants were 
Joseph S. Gerber, Illinois Insurance 
Commissioner and Richard J. Daley, 
mayor of Chicago. 

Following the ceremonies an_ open 


house and reception was held in the 
company dining room for over 600 friends 
and business associates of Mutual Trust 
Life. Ground was broken for the Mu- 
tual Trust building in December, 1956, 
and the building was completed in March 
of this year. 





Eight Join LIAMA 


Six companies in the United States, 
one in Canada and one in Thailand have 
joined Life Insurance Agency Manage- 
ment Association, bringing the total 
LIAMA membership to 306 companies. 

The new member companies are: 

Aeterna-Vie, Montreal, Quebec, Can.; 
Fidelity Bankers Life Insurance Corpo- 
ration, Richmond, Va.; Independence 
Life of America, Los Angeles; North- 
eastern Life of New York, Mount Ver- 
non, New York; Pyramid Life, Charlotte, 


N. C.; Sunset Life of America, Olympia, 
Washington; Victory Life, Topeka, 
Kansas. 


The new associate member is Muang 
Thai Life Assurance Company, Limited, 
Bangkok, Thailand. 





Massachusetts Mutual 
Liberalizes Family Plan 


Massachusetts Mutual Life has liber- 
alized its family insurance agreement 
(“Family Plan”) by extending the ex- 
piration of the children’s coverage, and 
thus the conversion date, from the 21st 
to the 25th birthday (or the expiry date, 
if that comes earlier). Family plan pre- 
miums are increased slightly by the 
extension. 

The new family plan is being used in 
all states except Texas in connection 
with policies issued by the Massachu- 
setts Mutual. Agreements which existed 
before June 2 will be extended by the 
company upon request of both parents, 
providing their application is filed before 
August 





R. P. Laferriere’s New Post 


Maassachusetts Mutual Life has ap- 
pointed Roland P. Laferriere as manager 
of its Group accounting division. 

A native of Holyoke, Mass., Mr. La- 
ferriere joined the company. in 1951, 
following his graduation from Boston 
University. He was named _ supervisor 
of the Group accounting division in 1955 
and assistant manager in 1956, 


Terence Cunneen Dead 

Terence F. Cunneen, 65, former Dep- 
uty Insurance Superintendent of New 
York State and insurance manager of 
United States Chamber of Commerce, 
died Tuesday. For some time he had 
been an attorney for Life Insurance 
Association of America. 





Employers Life Capital 
and Surplus $4,500,000 


The Employers Life Insurance Co, 
an affiliate of Employers Group of In- 
surance Companies, Boston, has_ been 
established with capital and surplus of 
$4,500,000, 

Edward A. Larner, head executive of 
the Employers Group, said that the addi- 
tion of the life company will enable the 
Group to offer virtually every form of 
insurance coverage which may be re- 
quired by the individual, the family, 
business and industry. The new com- 
pany is authorized to write all regular 
forms of Ordinary and Group Life in- 
surance, Accident and Health and annui- 
ties. It expects in approximately two 
years to write in nearly all states. 

“The new company,” said Mr. Larner, 
“will offer a complete, modern and 
aggressive life Program designed to ap- 
peal to the insuring public and al 
segments of the insurance industry.” | 

Employers Life received its charter 
state of Delaware on May 7, 1958, and 
its license on May 10. 


Mass. Cos. Name H. G. Hunt 


H. Glenn Hunt, of Ashland, Kentucky, 
has been named regional training super 
visor for the Massachusetts Protective 
Association, Inc., and the Paul Revere 
Life in their southern sales region. He 
will make his headquarters in Charlotte, 
N. C., and work under the supervision 0! 
Frank V. Maner, southern superintet- 
dent of agencies for the Worcestet, 
Mass., companies. 

A graduate of the University of Ken- 
tucky, Mr. Hunt entered the insurance 
business in 1947 as an agent for National 
Life and Accident. 
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APPEARING 134,866,000 TIMES 


.--to help land more sales of this 
popular New York Life product! 
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BOOK FOR 1958 

Book on 
the 
Underwriters, 
contribution to 


NFBL 

The 
Property 
National 
constitutes a 


FACT 
“Fact 
published by 


attractive new 
Insurance,” 
30oard of Fire 


valuable 


the public relations efforts of the 
stock fire insurance industry. This 40- 
page booklet contains a foo of data 


on acaiias background, leading causes 
fire major types, fire 
fatalities, catastrophe facts and tells how 
the National 


the insurance 


of fires, losses of 

Board serves the public and 
industry. 

\ few of the leading historic dates are 

as follows: 


1666—Great Fire of London, out of 
which sprang the institution of fire in- 
surance as known today in Great Britain 
and the United States, destroyed 13,000 
buildings on over 400 acres. was 
about 9,900,000 pounds. 

1720—First two English royal charters 
granted to joint stock companies in fire 
and marine insurance 

1752—First 
survive in 
Jenjamin 
directors. 


Loss 


fire insurance society to 
America established, with 
Franklin heading the list oi 


1792—Capital stock fire insurance busi- 


ness begun in America. Insurance of 
building contents as well as structures 
started. 


full 
appointed by 


1806—First insurance agents with 
authority in New. York 
London company. 

1837—Beginnings of state regulation or 
supervision. General Court of Massa- 
chusetts required companies to maintain 
funds adequate to reinsure all outstand- 
ing contracts, the forerunner of the uni- 
versally required unearned premium re- 
serve. 

1852—First state insurance depart- 
ments organized, in Vermont and in New 
Hampshire. 


On leading causes of fire matches and 
smoking caused 26% of fires in the dec- 
ade 1946-1955. Misuse of 
caused 14.69% of fires, 
Other leading 
petroleum and its products, 


electricity 
and 20% of loss. 
lightning, 
and 
furnaces, and exposure—fires originating 
off premises. There were 865,561 fires 
in 1956 compared to 650,335 in 1942 and 
983,733 in 1952. In the last few years 
the effectiveness of fire prevention work 
ig clearly demonstrated in the reduction 
ot number of fires. 


causes are 


stoves 


The 
the period 1914-1956 are led by the Gen- 
eral Motors Livonia fire of 1953, with a 
loss of $50,000,000. Next is the $16,000,000 
oil fire at Whiting, Ind., in 1955, fol- 
lowed by the $14,000,000 conflagration at 


most disastrous fires recorded in 


Salem, Mass., in 1914 in which 1,600 
buildings were destroyed. Another re- 
cent large loss was the $10,000,000 fire 


and explosion loss in Brooklyn late in 
1950. 

Catastrophe have been much 
more costly. In the period 1949-1954 
there was the November, 1950, 
costing $174,000,000, and the 
1954 hurricanes costing over $122,000,000 
Tornadoes are definitely on the 
increase in the United States. There 
were 94 in 1931, then up to 260 in 1933; 
down to 109 in 1946 and in the four years 
ending 1956, the 69), 
870 and 823 respectively. 


losses 


alone 
hurricane 


each. 


figures were 532, 


Maude —_ of Buffalo, widow of Jay 
W. Rose, former president and for many 
years otras secretary of the New 
York State Association of Insurance 
Agents, was in Rochester recently visit- 
ing Roy A. Duffus and Mrs. Duffus. Mr. 
Duffus is also a past president of the 
New York Association. Mrs. Rose spent 
the Winter in Florida. She is widely 
known in New York State, was closely 
associated with her husband in his work 
for the agents’ organization and a gra- 


cious hostess. 
* ok 


Harry J. Volk, president of the Union 
Bank & Trust Co. Los Angeles, and 
former vice president in charge of the 
Western Home Office of The Prudential, 
has been awarded the honorary degree 
of Doctor of Humane Letters by his 
alma mater, Rutgers University, New 
Brunswick, N. J. His degree is one of 
the nine presented to nationally known 
leaders in various fields. He is a direc- 
tor of the Times-Mirror Co., Western 
Air Lines, Southern California Gas Co.,, 
Servomechanisms, Inc., and the Pacific 
indemnity Co. He served as vice presi- 
dent of The Prudential from 1948 to 1957 
when he became head of the banking 


firm. 
* * x 


William H. Pryor of Wauwatosa, Wis., 
has been presented with an engraved 
silver tray by the Wisconsin State As- 
sociation of Life Underwriters for dis- 
to the profession in 


tinguished service 
that state. 














LEOD 


MARSHALL M. MAC 

Marshall M. Mac Leod of Lloyd Har- 
bor, Huntington, New York, manager 01 
the Brooklyn division of The Prudential, 
has been appointed to the board of direc 


tors of the Caledonian Hospital, ee 
lyn, it was announced by Donald G 
Sinclair, president of the board. Mr 


Mac Leod is a member of the Meadow 
brook Hunt Club, Brooklyn Club, Hunt 
ington Country Club, and is Fire Com- 
missioner of Cold Spring Harbor, Long 
Island. 

x * x 

James T. Clauss has been elected vice 
president of Worthington, Sill & Mor- 
gan, Inc., Buffalo, N. Y. insurance 
agency. Mr. Clauss has been with the 
agency in a sales and office management 
capacity since 1956. He succeeds the late 
John C. Olson. Mr. Clauss has been 
president since 1947 of E. T. Clauss & 
Co. Inc., an agency associated through 
its executives with Worthington, Sill & 
Morgan since 1956. Mr. Clauss is a direc- 
tor of the Greater Buffalo Association 
of Insurance Agents, a past director cf 
the Casualty & Surety Club of Buffalo 
and a member of the Insurance Club of 
3uffalo. 

* # * 

George D. Mead and George I. Davis 
have been elected to the board of direc- 
tors of the National Life Assurance of 
Canada. Mr. Mead is president, chief 
executive officer, and director of the 
Glens Falls and the Glenway Corpora- 
tion, and a director of the Imperial Pa- 
per and Color Corporation of Glens 
Falls, N. Y. Mr. Davis is chairman of 
the executive and finance committee of 
the Glens Falls Insurance Co. and of the 
Glenway Corporation, and a director of 
the Glens Falls National Bank and Trust 
Co. and the Glens Falls Portland Ce- 
ment Co. 

x * x 


George W. Ormsby general agent in 


Portland, Ore., for Mutual Benefit Life, 
was eected president of the Interna- 
tional Life Insurance General Agents 


and Managers Association of the Pacific 
Northwest at the recent meeting in Van- 
couver, B.C. The organization com- 
prises the western provinces of Canada 
and the states of Oregon, Washington 
Montana and Idaho. 

x *k * 

Rene A. Cote has been appointed as- 
sistant editor of the “Life Aetna-izer 
national monthly magazine of the Aetna 
Life Insurance Co. Mr. Cote joined the 
Aetna Life in 1945 and was with the 
Group department before being trans- 
ferred five years ago to the advertising 
department. He attended Hartford Pub- 
lic High School and Hillyer College. 





JOHN HILL 


John Hill, vice president of 
land Mutual Life, has been 
the governing board of the Hospital 
Council ot Metropolitan Boston. Mr 
Hill, who is in charge of New England 
Life’s Group insurance operations, is a 
trustee of Boston City Hospital, a direc- 
tor of the Visiting Nurse Association, a 
member of the corporation of the New 
England Deaconess Hospital, vice presi- 
dent of the Boston Council, Boy Scouts 
of America, trustee and chairman of the 
Finance Committee of the Boston Arts 
Festival and a Metropolitan District 
Commissioner. 


New Eng 
elected to 


* * 


Samuel J. Stone, Jr., has been ap- 
pointed state agent for the Security- 
Connecticut Insurance Group. He will 
be responsible for production in eastern 
Pennsylvania, southern New Jersey and 
Delaware, with headquarters in Philadel- 
phia, He ‘will have complete multiple line 
facilities, including the faculty of the 
Security-Connecticut Life. Mr. Stone 
has had five years of experience in insur- 
ance field, first in inland marine produc- 
tion with a general agency and most 
recently as a multiple line fieldman 

ra * 4 

Dr. Norvin C. Kiefer, chief medical 
director for Equitable Society, has been 
named to the newly-formed Tuberculosis 
Control Advisory Committee of the U.S. 
Public Health Service by Surgeon Gen- 
eral Leroy E, Burney. In naming Dr 
Kiefer to the group, the Surgeon General 
explained that much work remains to be 
done in the conquest of this disease in 
spite of recent mere Dr. Kiefer, for 
eight years with the U. Public Health 
Service prior to ee associated 
with Equitable Society, has done ex 
tensive work in tuberculosis control and 
rehabilitation. He is currently president 
of the National Health Council. His 
life insurance activities include membet- 
ship on the executive council of the As- 
sociation of Life Insurance Medical Dr 
rectors, and medical relations committee 
of the Health Insurance Council. 

* * x 

R. Winifred Burr, assistant secretary, 
New England Life, in charge of policy 
holders relations, was a speaker before 
the women’s finance forum in Nashua, 
N.H., at a meeting sponsored by the 
Indian Head National Bank of that city. 
She outlined the many types of life im- 
surance available to women. 

x 


Harold F. McCart, president of Acme 
Insurance Co. of Atlanta and a 1929 
graduate of Mercer University, was 


elected president of the Mercer Alumml 
Assn, at its annual meeting. 
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Saturday Evening Post Editor 


Few magazines articles in years have 
attracted more attention than those be- 
ing run in Saturday Evening Post on 
health insurance, its uses and abuses. 
The articles, covering all sides of this 
situation, especially the controversies 
over hospital and medical costs, were 
written by Milton Silverman, one of 
country’s best known science writers and 
a winner of numerous awards. 

Editor of SEP is Ben Hibbs who has 
held this position since 1942 at which 
time he was 40 years old. Graduated 
from University of Kansas in 1923 with 
a Phi Beta Kappa key he entered daily 
paper journalism in Colorado, then 
edited three Kansas weeklies and taught 
journalism for two years at Hays State 
College. He came to Philadelphia to be 
an associate editor of Country Gentle- 
man magazine in 1929, a year later being 
made editor. About two years later he 
was appointed editor of Post. 

When Mr. Hibbs took over the Post’s 
editorship it had a circulation of 3,332,- 
000 copies. Current circulation is 
5,600,000. 

Writer Milton Silverman is a graduate 
of Stanford University, class of ’30, and 
of University of California. He has doc- 
torates for research in biochemistry, 
bacteriology and pharmacology. He 
joined San Francisco Chronicle as a 
science writer in 1934 and has written 
ior it ever since. He has often contrib- 
uted to SEP. He won the Shell Fellow- 
ship in Texicology. The Albert and 
Mary Lasker Foundation Award he re- 
ceived for an article in SEP “The Drug 
hat Fooled the Doctors.” 


* ok * 


Degree for Ray Murphy 


In Davenport, Iowa, this month an 
honorary Doctor of Laws degree was 
bestowed on Ray Murphy, general coun- 
sel, Association of Casualty and Surety 
Companies, by Saint Ambrose College. 
Following the ceremony, he delivered 
the commencement address to the 
school’s 1958 graduating class. 

The degree was given in recognition 
ot his “distinction achieved by Mr. Mur- 
phy as a citizen, soldier and public offi- 
cial, and for the high level of his pro- 
fessional achievements in directing the 
legal phases of the casualty, fidelity and 
Surety business in America.” Particular 
mention was made to his authorship of 
a major report evaluating the humani- 
tarian works at the United Nations Ed- 
ucational, Scientific and Cultural Organi- 
zation, 

In presenting the degree, Monsignor 
William J. Collins called attention to 
Mr. Murphy’s early life in Iowa. Born 
1a small town he was graduated from 
Niversity of Iowa, practiced law and 
held a variety of public offices in the 
State. Following infantry service in the 
hrst World War he was instrumental in 
helping organize the American Legion 


and later became its National Com- 
mander, 
In his commencement address Mr. 































Murphy urged members of the gradu- 
ating class to use their education to help 


maintain a proper balance’ between 
sociological and technological extremes. 

“Inspired leadership, wisdom and deep 
devotion will be needed to guide us, to 
the end that technology shall serve and 
not engulf and overwhelm our free so- 
ciety,” he said. “It would indeed be 
the irony of fate, if as a nation we were 
to survive the Communist challenge, as 
with God’s help we can and will, only to 
find that man the individual, made in the 
image of God, had become a slave to his 
own invention, his-ewn genius, a robot 
marvel without a soul. Let’s not say it 
can’t happen here—let’s say it must not 
—happen here.” 

* * * 


The Late John J. Cunneen 


Except for being departmental chief 
in the New York County District At- 
torney’s office in 1921, John J. Cunneen, 
prominent insurance lawyer who died 
late last month, was in private law prac- 
tice for 58 years. 

Although he had a rounded general 
practice in New York City and appeared 
as trial counsel in such special fields as 
admiralty and anti-trust law he became 
increasingly identified as an insurance 
lawyer. He appeared on behalf of life 
insurance companies in many of the 
“double disability” cases so noticeable 
after the 1929 depression. He became 
New York counsel to the Continental 
American Life, Sun Life of Montreal 
and the Canada Life. 

Mr. Cunneen was trial and appellate 
counsel in litigations of the Manhattan 
Life, Home Life and companies in the 
America Fore Group. Although still an 
active trial lawyer, in the past ten years 
he was engaged more in appellate work. 
For the past 18 years he maintained his 
law office at 70 Pine Street. His son John 
M., formerly associated with him but 
more recently an Assistant United 
States Attorney, is now continuing his 
Pine Street law office. 


Besides his widow, Mary M., and 
another son, Joseph E., a writer and 
instructor at various colleges, he also 


left a daughter, Mary Elizabeth Cun- 
neen, an insurance broker specializing 
in life insurance. 


x * * 
Skip Use of Word “Speed” 
Many insurance home office under- 


writers are irritated by the constant 
use of the word “power” by automobile 
manufacturers when what they really 
have in mind is “speed.” 

In its story about the three day 
conference in Detroit held recently 
under the auspices of the Highway Safe- 
ty Committee of the Governor’s Confer- 
ence, the statement was made that dur- 
ing the entire three days the word 
“speed” was not used in the safety dem- 
onstrations. The euphemism of the car 
manufacturers in their talks was “re- 
serve power.” 

Governor Ribicoff of Connecticut de- 
clared that the automobile industry has 


underestimated the intelligence of the 
American people in subordinating auto- 
motive safety equipment to styling. He 
declared that an attempt two years ago 
by the Ford Motor Co. to popularize 
safety items had failed, but said there 
had been a change in public climate and 
“safety is no longer a nasty word.” 

One of the subjects discussed was that 
of safety belts. Governor  Ribicoff 
seemed alone in holding out for them. 

The conference ended with a view- 
point that continuous exchange of views 
between the car manufacturers and the 
states will advance the common objec- 
tive: safer use of highways. 

* * 1 


Perfect Attendance for 30 Years 
With Continental Casualty 

Perfect attendance during her 30 years 
with Continental Casualty of Chicago is 
the record of Mrs. Henrietta Larson, a 
supervisor at the home office. Mrs. Lar- 
son has just been presented with a dia- 
mond watch by Chairman of the Board 
Roy Tuchbreiter in recognition of her 
outstanding record. 

The company gave a luncheon in her 
honor and she received a bouquet of 30 
red roses. 

She has been tardy only once since 
she started with Continental in 1928. 
That was in 1932 when a severe blizzard 
stopped all traffic including public trans- 
portation. After walking all the way to 
her home at 113th and South Park the 
evening of the storm, she set out on foot 
again the next morning to get to the 
office. An assist from a passing open 
truck enabled Mrs. Larson to reach work 
by noon. She was told that so few peo- 
ple had been able to come in that there 
would be no work that day. The return 
trip, recalls Mrs. Larson, took hours 
and hours. 

“Of course I’ve had my bad days, like 
anyone else,” commented Mrs. Larson, 
“but I always knew I’d feel even worse 
at home than I would at work, so I 
always went to work.” She and her hus- 
band, who completed his 30th year with 
International Harvester in 1957, enjoy 
traveling on their vacations. 

Mrs. Larson’s four sisters have all 
worked for Continental Casualty, three 
of them now being employed in its 
photostat department. 

* * * 


A Booklet for Motorists 


The booklet, “What Every Car Owner 
Should Know,” first published by The 
Reader’s Digest in 1956, for distribution 
by State Farm Mutual, is now in its 
sixth printing, 1,258,000 copies having 
been distributed by State Farm Mutual. 
It contains helpful material for motorists 
selected from the editorial and advertis- 
ing pages of Reader’s Digest. 

The editorial content includes an arti- 
cle on preventing car thefts, reprinted 
from The Hartford Courant Magazine; 
which says that an ignition’ key left in 
the lock accounts for nine out of ten 
stolen automobiles. Most stolen cars are 
taken by youngsters. Of 19,000 persons 
arrested one year for stealing cars, more 
than half were under 21; 3,500 were un- 
der 18 and 343 were less than 15. 

“Taping Your Bumper May Save Your 
Life,” is another condensation from an 
article by Vera Connolly; “What Two 
Drinks Will Do to Your Driving,” con- 
densed from ‘The Rotarian by Don 
Wharton says a greater menace than the 
drunken driver is the drinking drivér. 
Another article by Paul Jones, director 
of public information, National Safety 
Council blames the reckless driving of 
teen-agers on the poor example of some 
fast-driving parents. ; 

* * * 


Accounting Handbook Published 
by Burns 


A new accounting and business opera- 
tions manual for insurance agents has 
been prepared by the American Agency 
Management Bureau as a guide to sav- 
ing not only bookkeeping time and costs, 
but also as a way to increase sales 
productivity. 

The new handbook relies upon AAMB 
designed and marketed forms to illus- 
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trate how almost any employe of any 
agency can turn out all necessary rec- 
ords, including general ledger and 
monthly financial report, in time for 
them to be useful to the agency’s prin- 
cipals. The manual also contains sug- 
gestions for speeding up collections, 
avoiding transcription errors, setting up 
filing systems and improved methods 
of handling assigned risks and reinsur- 
ance. 

It has 40 pages, 8% by 11 inches 
bound in stiff cover and contains actual 
illustrations of step-by-step bookkeep- 
ing procedures from the moment of 
invoicing a policy to the preparation 
of the financial statement. 

“Insurance Agency Accounting Man- 
ual,” written and published by Robert 
Burns, may be obtained for $2 by writ- 
ing to the American Agency Manage- 
ment Bureau, 5207 Wisconsin Avenue, 
N. W., Washington 15, D.C. 


* * * 


New Great Lakes Tanker, 
“Edmund Fitzgerald” 

At the end of last week the large 
new tanker built for the Northwestern 
Mutual Life was christened “Edmunil 
Fitzgerald” and launched at the Great 
Lakes Engineering Works, River Rouge, 
Detroit, Mich. This tanker, largest ves- 
sel on the Great Lakes, was named for 
the chairman of the board of the North- 


western Mutual and the sponsor was 
Mrs. Fitzgerald. 
This is the first Great Lakes ship 


built as an investment by an American 
insurance company. She will be oper- 
ated as part of the Columbia Trans- 
portation Division fleet of Oglebay 
Norton Co. The ship is scheduled to 
carry taconite on Great Lakes and St. 
Lawrence Seaway. Length overall is 729 
feet. Length between perpendiculars is 
711 feet. Depth molded te spar deck 
amidship, 39 feet; breadth molded, 75 
feet; designed summer draft, 26 feet 
6.5 inches; capacity, D.W.T., summer 
draft—25,891 G.T. 

There will probably never be a larger 
Great Lakes ship, due to limitations of 
size in the locks om i.e St. Lawrence 


Seaway. 
+ * * 


On Insurance Board 

Bernard M. Shanley has been elected 
to the board of directors of the Federal 
Insurance Co. Mr. Shanley, former 
council and secretary to the President of 
the United States, Dwight D. Eisen- 
hower, is a senior partner of the law 
firm of Shanley and Fisher, Newark, 
N. J. Prior to joining President Eisen 
hower’s staff Mr. Shanley had been a 


director of the Federal. 
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Navarre, NAIC, Defends 
Regulation by States 


ADDRESSES ANNUAL MEETING 


President Says Commissioners Must 
Strive Honestly and Effectively 
to Administer Their Duties 


President Joseph A. Navarre of the 
National Association of Insurance Com- 
missioners told the 89th annual meeting 
in Chicago this week that regulation of 
insurance by the states faces a challenge 
in the forthcoming investigation by a 
Congression: al committee. He said that 
“the question, whether or not the con- 
tinued taxation and regulation of the 
business of insurance by the several 
states, is in the public interest, will be 
asked in the future, as it has been in 
the past—as it is presently being asked 
by the sub-committee of the Congress 
on Anti-Trust and Monopoly. 

“It is the Damoclean sword of the 
Federal government which hangs menac- 
ingly over the heads of the several 
states. It provides the system of regu- 
lation by the several states, the National 
Association of Insurance Commissioners, 
and the business of insurance with an 
opportunity to prove the virtue—public 
and private—of their several, and joint 
efforts to serve the public. 


Patterns of Performance 


“That the strength and weaknesses 
of the system will be disclosed for what 
is inevitable. That the process 


they are, 
will develop patterns of performance, 
state by state, company by company, 


is to be expected. 

“The record and history of insurance 
regulation by the several states is the 
story of human instrumentalities. It is 
the story of men and institutions. When 
it is told, in the light of the circum- 
stances in which the various events 
occur, it is truly a unique and wonderful 
story. 

“In detail, the basic issues and prob- 
lems of the insurance business, and 
insurance regulation, are the basic issues 
and problems of well-regulated liberty 
in America. Because of their impact 
upon the public weal, they commend 
themselves to each of us as individuals, 
and as citizens,” said President Navarre. 
“With devotion, and the full measure of 
competence with which we have been 
endowed, we must strive for perfection 
in the performance of our duty—to 
efficiently, honestly, and effectively ad- 
minister the trust placed in our hands.” 





Kortum Named President 


Of Insurance Educators 


Skytop Club, in the Poconos, provided 
the locale for a successful annual meet- 
ing of th Insurance Company Education 
Directors Society. One hundred and four 
members were registered for the three- 
day conference from Texas, California, 
Washington State, Oklahoma, Florida, 
Canada and all the eastern states. The 
lectures, demonstrations and workshop 
sessions kept the delegates on the go. 

Officers for 1958-59 are Louis Kortum, 
president, (American Surety), Allan 
Wikman, first vice president, (General 
Adjustment Bureau); David McGrath, 
second vice president and program direc- 
tor, (Allstate Insurance Co.), and George 
‘lisdale, secretary and treasurer, (Com- 


mercial Union-Ocean Group). Two new 
board members are Paul Jordan (Great 
American) and John Leddy (American 
Insurance Co.) 

The annual meeting in 1959 will again 
be held at Skytop Club during the third 
week in May. 


Conflicting State 
Rules Puzzle Buyers 


Joe T. Parrett, president of American 
Society of Insurance Managers, who is 


insurance manager of Carnation Co., Los 
Angeles, told NAIC at its opening ple- 
nary Tuesday in Chicago what 
the professional buyers of insurance 
think of state insurance supervision. 
Members of his organization, which is 
six years old, pay out $3 billion in pre- 
miums on fire, casualty and affiliated 
lines each year. 

These buyers of insurance whose 
members represent some of America’s 
principal business organizations believe 
in state insurance but are sometimes 
puzzled by its operation. They do not 
understand, he said, why there is not 
more uniformity of forms and why there 
are sO many rating organizations. They 
are puzzled by some conflicting rulings 
by Commissioners and cannot under- 
stand why there should be different rul- 
ings for the same product in so many 
states. They think public relations in 
insurance business should place more 
emphasis on exactly what insurance 
means to the insurance buyer. 


session 





Harry E. Newell Dies; 
Long With National Board 


Harry 4 Newell, Bloomfield, N. J., a 
consultant and former assistant chief 
engineer of the National Board of Fire 
Underwriters, died June 10 after a long 
illness at his home in Bloomfield, N. J. 
He was 70 years old. A leader in the 
fire prevention standard-making activi- 
ties of the National Board, he at one 
time was mayor of Bloomfield. 

Mr. Newell, who was born in Newark, 
N. J., on July 7, 1887, and attended the 
public schools there and Columbia Uni- 
versity, joined the National Board on 
October 1, 1909. With the National 
Board his activities were responsible for 
outstanding accomplishments in the de- 
velopment of various standards such as 


those having to do with flammable 
liquids, gases, house piping for utility 
gas, and installation requirements for 


liquefied petroleum gases. 

It was in connection with these activi- 
ties that he was elected to honorary life 
membership in the American Society of 
Civil Engineers, made a life member of 
both the National Fire Protection Asso- 
ciation and the Liquefied Petroleum Gas 
Association, awarded the Moorehead 
Medal for Installation Requirements of 
Acetylene Generators, and cited by the 
Liquefied Petroleum ‘Gas Association. 





NAIC Defers Action 
On Multiple Lines 


INDUSTRY COMMITTEE FORMED 


Berry and Lemmon Co-Chairmen of 
Group to Work With NAIC on 
Statistical, Rating Problems 


Chicago, June 11—Because it involves 
appointment of an all industry commit- 
tee to work in cooperation with National 
Association of Insurance Commissioners, 
the subcommittee meeting this week on 
statistical, rating and filing problems of 
multiple line contracts was one of most 
important sessions. First session was on 
Monday. Superintendent Vorys of Ohio 
is chairman, other states on subcommit- 
tee being New York, California, Iowa 
and Illinois. 

Following comments by industry rep- 
resentatives on the situation the Vorys 
committee voted that final action on its 
report be deferred until December, 1958, 
meeting. Also it voted that the industry 
form a cooperating committee which it 
requests shall hold meetings during next 
six months. When subcommittee recon- 
vened Tuesday it heard a report from 
the industry as to the make-up of the 
all industry committee. 

General Counsel Ray Berry, National 
Board of Fire Underwriters, announced 
that at the time he was speaking the 
all-industry participants would be Amer- 
ican Mutual Insurance Alliance, Ameri- 


can Reciprocal Association, Factory 
Mutuals Fire Insurance Association, 
Association of Casualty and Surety 
panies, Inland Marine Bureau, Inter- 


Regional Insurance Conference, National 
Associations of Casualty and Surety 
Agents, independent insurers, insurance 
brokers, mutual agents, National Board 
of Fire Underwriters, Surety Associa- 
tion, Mutual Insurance Rating Bureau, 
Mutual Insurance Advisory Association, 
National Bureau of Casualty Underwrit- 
ers, National Association Mutual Insur- 
ance Companies, Multi-Peril Insurance 


Conference and American Institute of 
Marine Underwriters. 
Perry Epes, Insurance Co. of North 


America, requested that his company be 
made a part of all industry committee. 
That started a debate. Various members 
of industry committee objected to sin- 
gling out a particular company for rep- 
resentation solely on its own right on 
all industry committee. Upon reappear- 
ing after executive session, Chairman 
Vorys said that while the subcommittee 
had no authority to determine the con- 
stitution of the all industry committee 
it recommended that the unaffiliated in- 
surers be represented on the all industry 
committee by a representative of their 
own choosing. 

Subcommittee also asked that any en- 
largement of all industry committee be 
reported to Chairman Vorys and that 
Ray Berry, National Board, and Vestal 
Lemmon, National Association Independ- 
ent Insurers, be named co-chairmen of 
all industry committee in helping get 
that committee organized. Mr. Vorys 
also asked that committee get together 
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within a month and that it then provide 
the subcommittee of Commissioners with 
a progress report within the following 
month. 





Hill, Crum & Forster 
Director; Elect Officers 


William C. Ridgway, Jr., president of 
Crum & Forster, announces that at the 
annual meeting of stockholders of Crum 
& Forster, Reese F. Hill was elected 
a director of the corporation to fill the 
vacancy resulting from the death of 
Harold Junker. Mr. Hill, a vice president 
of the corporation, is in charge of 
country-wide casualty operations of the 
companies in the Crum & Forster Group. 

At the annual meeting of directors, 
Alexander L. Ross was elected chairman, 
William C. Ridgway, Jr., was reelected 
president and will continue as the chief 
executive officer of the corporation. 
Thorin T. Grimson was elected executive 
vice president and Mare A. Mignogna 
treasurer, 





Nuclear Insurance Pool 


Is Organized in Canada 
The fire and casualty insurance busi- 
ness in Canada this week took steps to 
meet special problems of the atomic 
age by forming the Nuclear Insurance 
Association of Canada. Virtually all in- 
surers licensed in Canada joined at the 
organization meeting at the Insurance 
Institute in Toronto. 
Purpose of the NAIC, which parallels 
similar groups already established in 
sritain and the United States, is to pool 
resources to provide insurance to own- 
ers of nuclear reactors and associated 
operations—not only against physical loss 
to the reactor but also against the wide- 
spread damage suits which might result 
if a reactor went out of control. The 
association will be able to provide pooled 
insurance in connection with nuclear 
reactors, nuclear fuel element fabricat- 
ing plants, nuclear fuel processing plants, 
plants for nuclear fuel salvage and nu- 
clear fuel in transit. 





Cardillo Phoenix Special 

Phoenix of London Group has named 
Ralph C. Cardillo as special agent for 
New Jersey. A resident of Clifton, N. J. 
and ‘a graduate of Hobart College, 
Geneva, N. Y., Mr. Cardillo has had ex- 
tensive ‘underwriting and field experience 
with another company, He will be un- 
der the supervision of George 
Wander, manager of the Newark office, 
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James L. 


Dorris: 


President Of Hanover Insurance Co. Has Had Wide Experience 
In Field And Home Office ; Went To Columbia On Fire Insur- 


ance Scholarship ; Joined Hanover In Tennessee. 


By CLarENCE AxMAN 


When in April James L. Dorris was 
elected president of Hanover succeeding 
the late F. Elmer Sammons who had 
died suddenly, he found himself at the 
helm of a company which had begun 
operations in 1852, He was the twelfth 
president of the company which at the 
end of 1957 had assets of $70,000,000; a 
representation of 6,500 agents and a 
worldwide business operation. 

The Hanover was formed at a time 
when there were painful memories of 
two conflagrations in New York City 
which had wiped out a number of com- 
panies bringing a demand on the part of 
merchants and others for companies 
which could prove demonstrable strength, 
able management, and merit confidence 
of the business community. Legislation 
had paved the way for stiffer and more 
careful State Insurance supervision, Dur- 
ing this period which saw the birth of 
the Hanover a number of other com- 
panies were started which are also now 
some of the nation’s insurance leaders. 


How Hanover Got Its Name 


The Hanover, which began to show 
progress from the start, and early ac- 
quired glamour, was named after Han- 
over Square, a section of New York 1lo- 
cated near the Battery and East River 
which at the time was the center of 
shipping and marine insurance, With six 
other companies the Hanover currently 
maintains a marine department known 
as Marine Office of America. Through 
membership in the American Interna- 
tional Underwriters Association it shares 
in business developed worldwide. 

Affiliated with Hanover is the Fulton 
Insurance Co. which was formed as a 
running mate in 1929 and of which Mr. 
Dorris is also president. 

Before becoming chief officer of Han- 
over Mr. Dorris had wide experience in 
the field and in home offices. From the 
beginning he has been a keen student 
of the business, a clear-sighted observer 
of the operation of insurance agencies 
with a large number of which he has met 
the directing personalities in their own 
cities and towns, His relations with state 
agents and specials of other companies 
when he was in the field was close. 

In Short Hills, N. J., his home, Mr. 
Dorris is a member of Christ Church 
Episcopal and three of his clubs are 
Racquets Club of that suburb, Baltusrol 
County Club and Drug & Chemical Club. 
His wife was Edna Earle Maddox and 
their children are Dianne, 17, who this 
Fall will enter Mount Holyoke College, 
and James L. III, who is 11. 


Entered Columbia on Scholarship 


Born in Nashville, Tenn., Mr. Dorris 
was grandson of a man who established 
a flour mill in Sumner County, Tenn., in 

}- The business, now located near 
Springfield, Tenn., was inherited by 
ames L,.’s father, and is owned and 
operated by the two younger brothers 
of Hanover’s president. 

. Mr. Dorris made his entrance into the 
Insurance field after he had_ entered 
Columbia University on a_ scholarship 
Which he had been awarded while at- 
tending high school at Nashville. He 
had been informed by the principal of 
the school that a number of major fire 
insurance companies were sponsoring 
such scholarships at Columbia and at 
orthwestern University, Evanston, IIL, 


with the objective of selecting outstand- 
ing young men willing to concentrate on 
special studies, including insurance, over 
a two-year period. The student would 
be assigned to an insurance company 
where they would work mornings. In 
the afternoon they would start attending 
courses at the university continuing each 
day’s study until about 5 o’clock and two 
nights a week there would be evening 
classes. On Saturday morning they 
would work at the chemistry laboratory. 
Co-ordinator at Columbia was Ralph H. 
Blanchard, for many years its professor 
of insurance. When the students finished 
at Columbia they entered the fulltime 
service of their sponsoring company. 


Companies Sponsoring Scholarships 


The companies offering the scholar- 
ships included Great American, Royal- 
Globe (then Royal-Liverpool) Home, 
Continental, American of Newark, North 
British & Mercantile, Northern Assur- 
ance and New York Underwriters Agen- 
cy. Home and Royal scholarships were 
for four students each, and balance of 
companies had two students each, In 
making applications for the scholarships 
the students filled out forms giving edu- 
cational experience, family background 
and other facts. E. R. Hardy, then 
secretary of Insurance Institute and 
Insurance Society of New York and also 
manager of a rating bureau, was chair- 
man of the sponsorship committee which 
screened the students for the companies. 

Prominent insurance men were lec- 
turers. They included Douglas Erskine, 





JAMES L. DORRIS 


who later became secretary of Insurance 
Executives Association, who taught office 
management and building construction 
subjects; Prentiss B. Reed, then general 
adjuster of Phoenix Assurance whose 
lecture area was loss adjustments; Mr. 
Hardy on rating; and Fred Hoadley and 
Laurence E. Falls of American of New- 
ark. There were also studies in account- 
ing, statistics, corporate finance and 
chemistry. 
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Mr. Dorris spent his mornings at 
Great American as did his close friend, 
Walter E. Beeson, who went to Columbia 
from Texas and is now vice president of 
Great American, 


Current Posts of Scholarship Winners 


The men who took these scholarships, 
which the fire companies sponsored over 
a four-year period, formed an honor 
society — Alpha Chi Epsilon — which 
is still holding meetings once a month. 
Among those from Columbia, in addition 
to Messrs. Dorris and Beeson, are 
Everett J. Brill, associate manager, in- 
land marine, burglary and plate glass 
departments, and Joseph G. Romans, an 
assistant manager of ocean marine de- 
partment, Royal-Globe; J. W. Mulvehill, 
manager, inland marine, and Alexander 
MacCormack of underwriting depart- 
ment, Home Insurance Co.; Frank Gor- 
don, Reporting Form Service Office; and 
Leslie Ulrich, secretary of New York 
Underwriters Agency. Among North- 
western University scholarship alumni 
are J. C. Hullett, president, Hartford 
Fire and immediate past president of 
National Board of Fire Underwriters; 
Robert L. Maxwell, vice president- 
marine insurance, The Home, and Roland 
H. Lange, executive vice president, The 
Hartford Companies. 

During ‘his two years apprenticeship 
of morning work with Great American 
Mr. Dorris was in the local department 
under Charles Dominge and obtained 
some experience in inspection and under- 
writing. For a time he was a home office 
examiner of Florida business. After his 
Columbia studies were completed Great 
American sent him to Baltimore as a 
special agent under State Agent Francis 
Urner, Next, he was transferred to Flor- 
ida with headquarters at Lakeland under 
State Agent Harry Spaulding who had 
long experience in the Southern terri- 
tory. 

Experience in the South 

When Mr. Dorris reached Florida in 
1936 the state was beginning to make a 
recovery from the collapse of the real 
estate boom in that state, failure of 
many hotels and closing of the banks. 
Some advice at the time given to Mr. 
Dorris by a veteran of Florida affairs 
was, “Son, you get your pay from out- 
side of the state, so you have nothing 
to worry about!” 

Mr. Dorris remained in Florida until 
1938. At present time he is an optimist 
respecting industrial expansion ahead in 
Florida. 

Mr. Dorris then had experience in 
the Alabama and Tennessee fields; trav- 
eled in Tennessee, his home state, for 
nine years, the territory being super- 
vised by Manager Sam Buck of the 
Western Department. In the department 
was William E. Newcomb, now president 
of Great American. 

In 1947 Mr. Dorris joined Hanover 
when he became state agent in Tennessee. 
Subsequently, he was given charge of 
Southern operations with the title of 
secretary of the company. When Vice 
President John Rygel died in 1955 Mr. 
Dorris was elected a vice president of 
Hanover and Fulton and later became a 
director of the companies. 


Opportunities for Able Young Men 


Asked by the writer if current young 
men of ability and ambition entering 
the fire and allied insurance field have 
as bright prospect for future success as 
those employed by home offices of fire 
and casualty companies in the late ’30’s, 
Mr. Dorris said: 

“The answer is in the affirmative, if 
they take advantage of every opportunity 
for self improvement by concentrating 
on doing to the best of their ability the 
job immediately in front of them; will 
try to grasp the business as it unfolds 
in their daily routine; have habits of 
industry and will cultivate the process 
of thinking. When the late Thomas J. 
Watson, chief executive of the immense 
International Business Machines Corp- 
oration, placarded walls and desks of his 
factories and offices with the single word 
THINK he couldn’t have emphasized 
more forcibly and effectively any mes- 
sage irrespective of number of words 
it might contain. 

(Continued on Page 28) 
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Highlights in History of Hanover 


Since Formed in 


The guiding spirit in the founding of 
Hanover was John N. Wyckoff, a New 
York broker of financial securities and 
of insurance who gathered in the ven- 
ture 23 associates with whom he pub- 
lished legally required announcement of 
intent to form the company and asked 
others also to subscribe. Incidentally, 
this first advertisement which appeared 
in New York Tribune April 9, 1852, also 
contained a long article reviewing a per- 
local “Uncle 
Tom’s Cabin.” By the end of the year 
200 shares had been sold with $10,000 
par value of stock. Wyckoff was elected 
The Hanover took a couple 
of small rooms in an old building at No. 
7 Slip Street just off Hanover Square 


formance at a theatre of 


president. 


and started business with a couple of 
desks. 

The company’s first policy was writ- 
ten on $5,000 stock of the Croton Manu- 
facturing Co., makers of paper hangers, 
located a few blocks away from Han- 
over Square. The company’s first offi- 
cial staff consisted of the president, sec- 
retary and a surveyor “required to be in 
daily attendance, whose duties were to 
examine all property offered for insur- 
ance, to keep a record of them and a 
careful watch on the company’s risks.” 
Two clerks completed the office force, 
although the company had the benefit of 
free assistance from directors, a few of 
whom paid daily calls at the office. Com- 
pany investments were largely in mort- 
gages, one of those loans being on some 
brick buildings in what is now mid-town 
New York and were owned by Jared 
Sparks, president of Harvard Univer- 
sity and famous historian. Most of the 


Siete eer c to meet the guarantees which it has 
decisions on underwriting were made by fo = 
“ roe ’ assumed. 
a committee on advice and losses. In the ; 
earliest years all business came from The Underwriters Agency 
brokers “either unsought or with only In 1863 when the Hanover had 45 
abelian teminn 


New York in 1852 


a little visiting around by Wyckoff 
among his friends.” 
When the original quarters became 


cramped the Hanover moved to larger 
space in the basement of the Hanover 
Bank Building, a building which still 
stands on Hanover Square and is now 
home of India House, one of most attrac- 
tive clubs in New York City and a 
rendezvous for marine insurance men. 

At the end of the first full year of 
operations the company declared a divi- 
dend and it has never skipped one. 
President Wyckoff was active in a move- 
ment for improved fire protection which 
included steam fire engines and the ap- 
pointment of a fire marshal. Wyckoff 
in 1855 persuaded the board that agents 
should be appointed and two were 
named. They lived in Rochester and 
Chicago. Eventually, Wyckoff resigned 
and returned to the brokerage field. 


Started Building Agency Plant 

He was succeeded by Samuel H. 
Rokenbaugh. Within a year after he 
took over the post a land speculation 
boom collapsed and banks suspended 
payments. The Hanover weathered the 
storm and started building a systematic 
agency structure, particularly in the East 
and the South. Rokenbaugh was both 
progressive and courageous. In March, 
1858, when the New York Board of Fire 
Underwriters reached a shaky situation 
aggravated by rumors that many mem- 
ber companies would withdraw he per- 
suaded his board to announce that the 
Hanover would stick with the board. 

Rokenbaugh was succeeded by Doras 
L. Stone, who persuaded the board to 
increase the company’s capital from 
$200,000 to $400,000. It accepted his 
warning that “fire insurance capital may 
prove at some future time inadequate 
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agents scattered over its territory it felt 
the need of a general agent to build up 
and supervise local agencies and estab- 
lish new ones. Discussions in 1864 re- 
sulted in an agreement among officers 
of Hanover, Germania, Niagara and Re- 
public companies to form a cooperative 
agency called The Underwriters’ Agen- 
cy, for the purpose of establishing “a 
general agency and through it = sub- 
agencies in certain specified localities.” 
To manage it a man of outstanding abil- 
ity, Alexander Stoddart, was hired and 
given a free hand. From the outset the 
new general agency did well. The Un- 
derwriters’ Agency under  Stoddart’s 
management gave useful and profitable 
service to its first incorporators, later 
to a period of more limited but valuable 
service to a smaller group consisting of 
the Hanover and the Citizens. Stoddart 
finally cast his lot with the Hanover, 
but the organization he built continued 


and became a_ successful independent 
company still in prosperous operation 
today. 


With the business developed by The 
Underwriters’ Agency and by a stead- 
ily increasing body of professional-type 
agents in the Northeast, the Hanover’s 
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volume increased remarkably during the 
later war years. 

Stone died in 1886 and was succeeded 
by Philip W. Engs one of the company’s 
first directors, as president pro tem, 
and then by Benjamin S. Walcott, who 
had been secretary during Stone’s entire 
term. 

In 1857 the company had moved from 
its first offices to 45 Wall Street. By 
1871 these quarters were too small and 
the company moved to “handsome apart 
ments” in the Equitable Building at 120 
Broadway. 


Experience in Conflagrations 


Following the Chicago conflagration in 
1871 Hanover directors unanimously 
voted a call of $25 per share on its 
stockholders which would yield $200,000 
additional capital necessary to meet the 
company’s share of the losses. By the 
time the State Superintendent of Insur- 
ance got around to calling upon the Han- 
over to put up $200,000 additional capi- 
tal, the money was already in. On May 
5, 1872, a group of Chicago merchants 
headed by Field, Leiter & Co. (prede- 
cessor of the present Marshall Field) 
wrote the Hanover their appreciation of 
“honorable, prompt, straight-forward” 
adjustment and payment of claims. 

In the Boston fire of 1872, which broke 
out in the shopping district, a $250,000 
loss for the Hanover seemed evident. 
Hanover’s directors decided to reduce 
capitalization to $250,000, making the par 
value of each share of stock $31.25 in- 
stead of $50. It was equivalent to as- 
sessing each stockholder $18.75 _ per 
share, or all stockholders $150,000. Im- 
mediately capitalization was increased by 
$150,000, selling 4,800 additional shares 
at $31.25. 

In 1875 the company’s business war- 
ranted the increase of capital to $500,000 

President Walcott died in 1890 and 
was succeeded by I. Remsen Lane who 
had been vice president and_ secretary 
and who was a New Yorker of consider- 
able social prominence. He took a good 
deal of pride in the company and loved 
to reflect upon its long record: $23.9 
million of total premium in 40 years; 
$13.2 million of losses paid; dividends 
averaging 11% a year from the start. 
Its agency force numbered 1,500 and. its 
policyholders included some of the out- 
standing companies in industry, banking 
and railroads, such as J. P. Morgan & 
Co., Lehman Brothers, Colgate & Co, 


Westinghouse, J. A. Roebling’s Sons 
Co., American Tobacco Co. 
In. April, 1900, Lane -resigned and 


Charles A. Shaw became president. By 
this time the company had its own build- 
ing—a 10-story structure on Pine Street. 

In Febraury, 1904, came the Baltimore 
fire which destroyed 2,500 buildings. 
Hanover’s involvement was $362,000, but 
with a surplus of $630,000 at the time 1 
took the loss in its stride.’ By the end 
of the year the surplus had climbed to 
$740,000. 

Next conflagration to come along was 
the San Francisco earthquake and fire 
1906. Hanover’s total losses totaled $14 
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million, reducing surplus to about $250,- 
oo). New capital was subscribed which 
added $250,000 to rebuild the surplus. 
About this time R. Emory Warfield 
succeeded Shaw as president. Warfield 
was a Baltimorean of a wealthy and 
socially prominent family who had had 
a long and successful underwriting ex- 
perience with insurance companies in 
xaltimore and Philadelphia. 


Charles W. Higley 


In 1907 two men who later became 
Hanover presidents began to figure in 
the insurance news. They were Charles 
W. Higley, who was given a free hand 
as manager of the Western Department, 
and Fred Hubbard, who had been his 
right hand man there. Hubbard was 
brought to New York and made a vice 
president. The company’s underwriting 
policy was greatly liberalized and stock- 
holders authorized an amended charter 
in 1911, permitting the company to write 
other types of insurance. For the first 
time in its nearly 60 years of existence 
the company could underwrite risks 
other than those of fire and closely al- 
lied lines. The ability to write automo- 
bile insurance was swiftly turned to ac- 
count by Hubbard though it was not 
until about 1916 that it began to become 
a major item in the company’s business. 

In the spring of 1924 Mr. Warfield 
died and as his successor the directors 
chose Mr. Higley, not only because he 
was outstanding for energy and ability 
among all the Hanover’s personnel, but 
also he had in his own private affairs 
shown a remarkable gift for profitable 
investment. Already widely known in 
the Mid-West for his successful busi- 
ness ventures he had an unusually close 
association with agents. When .a. field 
man he would visit an agency and before 
leaving town would get to know the 
principal business people. Incidentally, 
on the occasion of his advancement to 
the Hanover’s presidency an increasing 
number of Westerners began buying 
Hanover stock and today more Califor- 
nia residents own stock in Hanover than 
inhabitants of any other state. Under 
Higley the field force was built up, its 
range of service increased and there was 
greater efficiency in claim pay handling 
and in appointment of new agents. 


Fulton Fire 


Many agencies which wanted to repre- 
sent the Hanover could not be appointed 
because the territories were already well 
represented, and that resulted in the 
creation of a new associate company. 
This was the Fulton Fire, organized in 
1929 as a subsidiary of Hanover and 
financed entirely out of Hanover’s cor- 
porate funds, except for the directors’ 
qualifying shares. In anticipation of this, 
as well as to keep a large capital behind 
rapidly increasing business of its own, 
the Hanover had increased its capitali- 
zation in 1927 to $1,500,000. Many agents 
began buying Hanover stock. 

In February, 1930, President Higley 
brought the company into the foreign 
field as a member of American Interna- 
tional Underwriters Agency. 


Montgomery Clark 
Aiter death of Mr. Higley in 1936 he 


Was succeeded by Montgomery Clark 
Who had been a vice president since 
1923 and was one of Mr. Higley’s most 
(rusted advisers. Before being a state 


agent Mr. Clark had been general agent 
in Chicago, Possessing a mind of great 
alertness and a social flair and fine char- 
acter, his 13 years in charge of the 
agency business in the Middle West be- 
lore coming to New York had made him 
well known. After being president for 
two years he died in July, 1938. He 
was succeeded by Fred Hubbard who had 
retired but was called back into the 
home office. 


Fred W. Hubbard 


Mr. Hubbard had come to the Hanover 
1804. a small agency in Elgin, Il, in 
“a and became one of the leading pro- 
in on of the Western Department and 
Mr “4 ag assistant general agent to 
sees oigley. In that capacity he had dis 

‘guished himself by management of the 


company’s loss adjustments in San Fran- 
cisco where he spent nearly a year after 
the fire and paid net claims totaling 
$1,377,000. When he was brought into 
the home office he had made two out- 
standing achievements: development of 
the company’s automobile insurance 
business from its inception and playing 
a leading part in putting the company 
into marine insurance. This started 
about 1915 with the writing of marine 
business through S. D. McComb & Co., 
specialists in that field. Then, in 1921 
the Marine Office of America was 
formed with Hanover as one of its 
founding members. By virtue of its start 
with the McComb organization (which 


was absorbed into the Marine Office) 
the Hanover was no newcomer to this 
field and was able to rate a considerable 
place in the new organization. 

In 1923 Hubbard felt that: he had 
earned retirement and wanted to spend 
the rest of his days in Florida. But that 
leisure did not last. In 1933 he was 
induced to take the presidency of the 
Globe & Rutgers and when Montgomery 
Clark died the Hanover directors asked 
him to return to the company as its 
president. He did not covet the job as 
he was 68, but he took it holding the 
post until late in the war when it be- 
came evident hostilities would soon 
cease. He resigned at beginning of 1945 





and headed back to Fort Myers, Florida 
for his second retirement. 
F. Elmer Sammons 

Selected to succeed Mr. Hubbard was 
F. Elmer Sammons. The _ directors 
wanted a man who had come up through 
the organization. In 1952 annual pre- 
miums had increased from $9% million 
to more than $24 million and the num- 
ber of agents grown by some 1,500. In- 
come from investments had increased 
approximately 74%. Mr. Sammons had 
traveled widely and had been president 
of National Automobile Underwriters 
Conference for two terms. Following his 
sudden death in March he was.succeeded 
in the presidency by Mr. Dorris. 
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Companies Face Test of Merchandising 
Methods, Frank Lang Declares 


Emphasizing that the insurance busi- 
ness is now undergoing the most chal- 
lenging period in its history, Frank 
Lang, management consultant of New 
York and Chicago, told the Conference 
of Mutual Casualty Companies in session 
June 9-11 at Grove Park Inn, Asheville, 
N. C., that one beneficial effect of the 
industry’s adverse results has been a 
refreshing change in top management’s 
attitude. Instead of trying to maintain 
the status quo at all costs and doing 
business in the “accepted manner,” he 
said, management is now in the mood 
to accept change and to take action 
accordingly. 

Mr. Lang pictured the insurance in- 
dustry as being in the midst of a so- 
called marketing revolution. “Distribu- 
tion is not limited any longer to the 
selling function or the appointment of 
as many agents as possible,” he de- 
clared. “It has been changed to a much 
broader concept which is best described 
by the term merchandising. It includes 
market planning, application of under- 
writing standards, market development, 
building, training, activating, supervising 
and control of a field staff and agency 
force, control of sales costs as well as 
advertising and promotion integrated in 
an. over-all merchandising campaign. 
Competition is becoming keener and new 
merchandising approaches are being de- 
veloped.” 


Debunks Common Misconceptions 


The speaker made a plea for realistic 
thinking on merchandising approaches, 
recommending that any company which 
wants to move ahead should view the 
situation objectively in light of current 
and impending market changes and then 
follow up with concrete plans and posi- 
tive action. “The best way to look at 
this multi-faceted problem,” he sug- 
gested, “is to debunk some of the com- 
mon misconceptions and errors now 
prevalent.” Listing 12 of the most prev- 
alent ones Mr. Lang pointed out: 

“1, Many an executive thinks his 


company’s distribution problems are 
different. He thinks that only individuals 
who have been with the company 20 
years can appreciate its problems. Yet 
many of those 20-year men are so set 
in their ways and afraid of change that 
they can’t see the forest for the trees 

“2. He has a greatly exaggerated 
opinion of the effectiveness of his field 
staff, loyalty of his agents, policyholder 
appreciation of his company’s services 
and the effectiveness of his sales ap- 
proaches. The facts usually are that his 
judgment is based on internal reports 
alone with no opportunity for objective 
unbiased comparison. 

“3. He trusts his own limited observya- 
tions and that of his managers and 
fieldmen to keep him informed on 
changes in market conditions, distribu- 
tion methods, population shifts, ete. 
However, these men are charged with 
daily operational duties and are rarely 
trained or even interested in broad 
market analysis. Furthermore, they have 
their own ax to grind so that the home 
office executive may hear of isolated 
developments, but seldom obtains a cur- 
rent objective over-all view. 

“4. He tends to overestimate the mar- 

ket of competitive companies and over- 
looks his own market potential. 
“5. Conversely, he underrates the 
technical and market knowledge, selling 
ability and distribution methods of his 
competitors. We frequently find com- 
petition is successfully applying the very 
sales approaches and techniques which 
our client has assumed ‘all wrong’ or 
called ‘cockeyed.’ Too many executives, 
particularly those in the higher paid 
echelons, tend to look down on their 
competitors and credit them with far 
less ability than they possess. The truth 
is that no company large or small has 
a monopoly on brains or ideas. It is the 
cross fertilization of thinking which 
produces the best results. 

“6. When an insurance company is 
growing and making money, every de- 

(Continued on Page 35) 





Security Family Plan 

Security-Connecticut Insurance Group 
outlined the details of its new “Family 
Security Plan” to more than 150 agents 
from all parts of Connecticut at meetings 
in New Haven and Hartford. In de- 
scribing the plan, which is being intro- 
duced in Connecticut, E. Clayton Gen- 
gras, president of the company, said that 
it was developed to permit policyholders 
to pay for all of their Security-Connec- 
ticut policies in a single low installment 
each month. 


James L. Dorris 


(Continued from Page 25) 





“Today, there are more educational 
avenues open to young men in offices 
than ever before—including schools and 
institutes such as the New York Insur- 
ance Society’s School of Insurance of 
which Arthur C. Goerlich with classes 
at night for dissemination of insurance 
knowledge and what goes with it. Pro- 
fessors and other lecturers are compe- 
tent, some with wide experience and high 
stature in the business itself. 

“It is true that the original group of 
companies. offering scholarships at 
Columbia, with permanent employment 
when they left college (part of the pro- 
gram), has dropped out of the picture. 
But some individual companies are offer- 
ing scholarships, too, and a number of 
companies operate schools on their own. 
That adoption of fire and casualty insur- 
ance as a career is a sage decision is 
demonstrated by the fact that in this 
business most of the top men, including 
presidents and some chairmen, started 
at the bottom and often with the com- 
pany which they now head.” 


Wis. Court Case 


(Continued from Page 1) 


ately called a hearing on all rates for 
fire and extended coverage insurance in 
Wisconsin. Pending the hearing, the 
bureau requested a postponement of the 
effective date of its new filing. The 
hearings continued at intervals from De- 
cember, 1955, through March, 1956. 

In May, 1956, the Commissioner pro- 
mulgated a sweeping order which upheld 
the contentions of the Department's 
staff that a certain permissible loss ratio 
formula established by the Department, 
must be used in all future rate revi- 
sions for fire and extended coverage 
insurance. The permissible loss rato 
formula promulgated by the Commis- 
sioner included a factor of 3.5% for 
profit and contingencies, departing from 
the basis recommended by the National 
Association of Insurance Commissioners 
in its 1949 revisions of the famous 1921 
report. 

An appeal was immediately taken and 
by court order, interim rates were ap- 
proved by the Commissioner pending the 
appeal, with express provision against 
any retroactive adjustment. These rates, 
now in effect, include an 11% decrease in 
fire insurance rates as opposed to a fe- 
duction of 17.04% produced by the for- 
mula used by the Department's staff. 

In July, 1957, the Circuit Court 0 
Dane County, in an opinion by Judge 
Herman W. Sachtjen, refused to dis 
turb the Commissioner’s order, stating 
that his findings were supported by sul- 
ficient evidence “if credible’ and _ that 
under Wisconsin law only the Commis- 
sioner could decide whether or not the 
evidence was credible. 
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Minn. Dept. Opposes 
Company Stock Offer 


MIGHT INVOLVE LIQUIDATION 





Purchase of Northwestern by Inter- 
Canadian, Under Conditions Stated, 
Not in Public Interest 


Insurance Commissioner Cyril  C. 
Sheehan of Minnesota states he will not 
permit contemplated purchase of the 
Northwestern Fire and Marine Insur- 
ance Co. which embraces any attempt 
to dissipate or withdraw assets so as 
to make them unavailable for discharge 
of obligations to policyholders. He says 
that stockholders of Northwestern have 
received purchase offers from the Inter- 
Canadian Corporation subject to the 
following provisions: 

That the offer is accepted on or 
before June 30, 1958, by stockholders of 
Northwestern owning shares which, to- 
gether with the 1,005 shares of North- 
western already owned by Inter-Cana- 
dian, represent at least 66-2/3% of the 
outstanding shares of Northwestern. 

“2 That the purchase of shares pur- 
suant hereto is approved by the Securi- 
ties and Exchange Commission upon an 
application for such approval which 
Inter-Canadian agrees to file as promptly 
hereafter as reasonably possible and to 
prosecute with due diligence; and 

“3. That the purchase of shares pur- 
suant hereto and pursuant to the re- 
quirements, if any, imposed by the 
Securities and Exchange Commission is 
approved by the holders of record of a 
majority of the outstanding shares of 
Inter-Canadian at a meeting of stock- 
holders which Inter-Canadian agrees to 
call for such purpose at the earliest 
practicable date.” 

Liquidation Proposal 

In its letter the Inter-Canadian Cor- 
poration goes on to state: 

“It is anticipated that approval by the 
Securities and Exchange Commission to 
the acquisition of stock of Northwestern 
by Inter-Canadian will be conditioned 
upon the ultimate liquidation of North- 
western, either by distribution of stock 
of Inter-Canadian to be acquired by 
Northwestern in exchange for its assets, 
or by other means. 

“It is the position of this Department,” 
says Mr. Sheehan, “that such action is 
contrary to the public interest and more 
particularly the rights of the policy- 
holders presently holding policies of in- 
surance in the Northwestern Fire and 
Marine. 

“Northwestern Fire and Marine having 
been given the charter and license to 
Write insurance in the State of Minne- 
sota in 1898, and subsequently licensed 
in all other states of the United States, 
is obligated to remain in existence so 





as to enable them to carry out the 
terms of the contracts of insurance 
Presently in effect with their policy- 


holders. The Northwestern is in excel- 
lent financial condition as set forth in 
the 1957 year-end financial statement 
submitted to this Department and, th ere- 
fore, has no reason for liquidation.” 





Atlantic Cos. Christmas 
Card Gets Top Award 


The 1957 Christmas card of the Atlan- 
tic Companies (Atlantic Mutual and Cen- 
tennial) has won the top award in a com- 
Petition for “exercise of outstanding 
skill and craftsmanship in the field of 
graphic arts.” The contest, sponsored 
by the Curtis Paper Co., drew entries 


from all of the 48 states. 

The Atlantic Companies’ card was a 
color reproduction of the “Maverick 
View of Wall Street, 1834” from the 


Edward C, Arnold collection i in the Met- 
ropolitan Museum of Art in New York 
ity. The card was printed by Prince- 
ton Polychrome Press, Princeton, N. J. 

The Wall Street scene was selected 
ecause it shows how the site of the 
Atlantic Companies building looked be- 
ore it was occupied by the Atlantic Mu- 
tual for the first time in 1851. The new 
tlantic building is currently under con- 
struction on the same site. 


Weghorn Acquires Bonito 
Agency of New York City 


The John C. Weghorn Agency, Inc., 
New York, has acquired the business of 
Alan H. Bonito & Co., Inc., according to 
an announcement by John’ C. Weghorn, 
president. He said that major personnel 
and facilities formerly associated with 
the Bonito Agency at 135 William Street 
would be transferred to his own head- 
quarters at 102 Maiden Lane and ab- 
sorbed into the Weghorn organization. 
Bonito had specialized in inland marine 
and fire coverages, representing the 
Pennsylvania Fire. 
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NORTH AMERICA CHANGES 





MacLeary Manager Treaty Reinsurance 
Accounting; Patterson Chief Accoun- 
tant; Ralston and Schmidt 

Frank A. Eger, comptroller of Insur- 
ance Co. of North America Companies, 
has announced the following promotions 
in the accounting department: 


A. Ross MacLeary, formerly chief ac- 
countant of North America and Phila- 
delphia Fire & Marine, 
treaty reinsurance 
created post. 


to manager of 
accounting, a newly 


Edwin H. Patterson, formerly assistant 
chief accountant ‘of fire and casualty 
companies, to chief accountant succeed- 
ing Mr. MacLeary. 


Robert E. Ralston, Jr., from comptrol- 
ler’s department, to assistant chief ac- 
countant of the fire and casualty com- 
panies. 

Fred Schmidt, assistant chief accoun- 
tant of the same companies, has been 
given the additional responsibility of 
investigating and making recommenda- 
tions, streamlining accounting routines 
and coordinating accounting procedures 
between the companies in the North 
America group. 
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items—sell him both! Right in your own 
files of property insurance customers are 
plenty of people who need Jife insurance, 
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The American Life Insurance Company 
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policies and offers agents such advantages 
as—vested renewals with no volume re- 
quirement. And, most important, a Branch 


Office Superintendent to help you sell, 
with no deduction from your commissions! 


For full information—mail coupon now. 


THE AMERICAN 


The American Life Insurance Company 
of New York 


100 Broadway, New York 5, N.Y. 


Please send me full details on your [J Life and 


| 
(CO other facilities. \ 
j 
1 
i 


eee hewseee COPPER EE HEHE EEE EEES 


Address 


eee eseeseee COPS SHOES HH EEE EEO EEE EEE 











June 13, 1958 











Charles S. Rosensweig, Publisher And 
Editor Of “Insurance Advocate,” Dies 


Charles S. Rosensweig, editor and pub- 
lisher of the “Insurance Advocate” of 
New York City (a weekly insurance 
journal) and well known throughout the 
country for his vigorous editorial cam- 
paigns in behalf of various segments of 
the insurance industry, died early last 
Thursday morning, June 5, of a heart 
attack. He was stricken at the hotel 
where he lived, The Mayflower in New 
York City. Mr. Rosensweig was 75 years 
of age and had apparently been in good 
health to within a few hours of his pass- 
ing. 

Mr. Rosensweig, who had been in the 
insurance brokerage business for many 
years prior to 1940 when he joined the 
“Insurance Advocate” as managing edi- 
tor, was prominent in the role of cru- 
sader. He fought hard for what he con- 
sidered the rights of brokers, agents or 
companies and once dedicated to a task 
waged his battle to the finish, in edi- 
torials, in public apsearances, in private 
conversations, in letters to interested 
individuals. 

He did not spare his personal strength 
and this may well have contributed to 
the ultimate failure of his heart. Mr. 
Rosensweig made many staunch friends 
throughout the country for himself and 
his magazine; also some _ opposition. 
He would not compromise what he con- 
sidered to be right principles, and as- 
sailed those who would have him so act. 
Yet he had a very genial personality 
and was a ready and witty conversation- 
alist. 


Fighter Against Compulsory 


Mr. Rosensweig became editor of the 
“Advocate” and president of the Roberts 
Publishing Corporation, publisher of the 
magazine, in 1944. In recent years he 
had fought hard against compulsory 
automobile liability insurance, using his 
editorial page, and personal contacts, 
to influence legislators at Albany, N. Y. 
Although the battle against compulsory 
insurance was lost his contributions to 
the cause of the opponents were widely 
recognized. He was honored for this 
work, and previous undertakings, by 
numerous brokers’ and agents’ associa- 
tions in the metropolitan area. 

In the early days of his insurance ca- 
reer he organized with Claude E. Ste- 
phens the insurance brokerage firm of 
Stephens & Company, which business 
he took over and owned for many years. 
This personal experience in the produc- 
tion of insurance gave Mr. Rosensweig 
a keen knowledge of the problems of 


brokers and agents, which was of valu- 
able assistance in his later years as edi- 
tor and publisher. 

While actively engaged in the broker- 
age field, Mr. Rosensweig became in- 
fluential in insurance broker associations. 
He was responsible for the preparation 
of a cost survey which had important 
influence on the commission structure. 
He undertook his own law suit, and 
waged a successful fight against the 
Central Bureau in the case of Rosen- 
sweig vs. Whitney, which established 
the rights of brokers under the law. He 
appeared often before legislative com- 
mittees and Insurance Department hear- 
ings, to protect the position of the bro- 
ker whenever it was challenged. 

Mr. Rosensweig was long active in 
Jewish Philanthropies, in the United 
Jewish Appeal, and he was at the time 
of his death actively engaged in a fund 
appeal for the Albert Einstein College 
of Medicine. 

Mr. Rosensweig is survived by a 
daughter, Mrs. Jack Stern, and grand- 
daughter and grandson, Merry Rose and 
Jack Stern, of Leonardo, near Red Bank, 
New Jersey; and by a half brother, H. B. 
Rosensweig, of the insurance firm of 
H. B. Rosensweig & Co:, of 132 Nassau 
Street, New York City. 


Weghorn to Address 
Young Men’s Board 


John C. Weghorn, president of the 
John C. Weghorn Agency, Inc., New 
York City, will be the principal speaker 
at the June 17 luncheon and meeting 
of the Young Men’s Board of Trade. Mr. 
Weghorn, whose agency is observing its 
25th anniversary this year, has been one 
of the leaders in the insurance industry 
for many years, and was formerly presi- 
dent of the New York City Insurance 
Agents Association. 


Millard F. Roesser Dies 


Millard Fillmore Roesser, 83, president 
of A. A. Bettinger Insurance Co., Buffalo, 








N. Y., since 1915, died May 25. He had 
been an insurance man in Buffalo for 


66 years and was long active in Masonic 
circles. 

Born in Buffalo, Mr. Roesser in 1892 
joined the E. Roth Insurance Co. In 
1896 he went with the Bettinger firm. 
rose to the presidency and remained 
active in the business until the day 
before his death. He belonged to the 
3uffalo Insurance Agents Association. 


N. Y. Agents’ Committee 
Chairmen Are Appointed 


Herbert S. Brewer of Lockport, presi- 
dent of the New York State Association 
of Insurance Agents, has announced a 
number of committee chairmen appoint- 
ments. Reappointed are Richard FE. 
Thompson, Valley Stream, chairman, 
casualty committee; Lloyd Boice, Ger- 
mantown, chairman, fire insurance com- 
mittee; Alma P. Sherman, Schenectady, 
chairman, membership committee; FE. 
Glenn Giltz, Au Sable Fork, chairman, 
finance committee; David W. Reilly, 
Utica, chairman, education and agency 
management committee; Joseph A. Neu- 
mann, Jamaica, chairman, association 
study committee; George A. Kramer, Jr., 
Williston Park, chairman, auto dealer 
competition committee; Albert FE. 
Mezey, New York City, chairman of the 
Saving Bank savings and loan liaison 
committee, and Harry K. Lown, Batavia, 
chairman convention committee. 

New appointments include Donald 
Fazioli, Troy, chairman, fire safety com- 
mittee; Arthur L. Schwab, Staten Island, 
chairman, newly combined legislative and 
public relations committee; Robert B. 
Douglass, Potsdam, chairman, liaison 
committee-producers groups; Arthur F. 
Blum, Far Rockaway, chairman, regional 
meetings committee; C. Fred Ritter, 
Middletown, chairman, company liaison 
committee and Arthur F. Blum, chair- 
man, operating committee. 


Syracuse Women’s Assn. 


Installs New Officers 


The Syracuse Insurance Women’s As- 
sociation held its annual Bosses Nite 
Party and installation of officers at the 
Hotel Onondaga, Syraucuse, N. Y., June 
2. Mary Kammer, retiring president, 
presided. 

Floyd L. Holdridge, president of the 
Casualty and Surety Club of Syracuse, 
was installing officer at the candle-light 
service following the banquet. New offi- 
cers include, Gail Miner, president; Pen- 
ny Pettus, vice president; Ruth Case, 
secretary; Constance Hawes, assistant 
secretary ; Dorothy Swanson, treasurer; 
and Regina Adamowicz, assistant treas- 
urer. Advisory board consists of Cath- 
erine Goss, Luella Kempf, Virginia 
Harkins and Jeanette Keefer. 





Virginia Wins PR Award 
Of S. Agents Conference 


At a meeting of the Southern Agents 
Conference at the Hotel Fontainebleau, 
Miami Beach, Fla. the first annual 
Public Relations Award was made to 
the Virginia Association of Insurance 
Agents for its outstanding public rela- 
tions program and assistance to local 
agents’ associations and members. The 
award was made at a banquet and was 
accepted by C. M. Flintoff, president, 
Virginia Association. The Virginia 
award entry was prepared by Jack 
Neumann and Richard Earle Smith. 


A. W. Marshall Expands 

A. W. Marshall & Co., Newark, N. J., 
has further expanded its market ca- 
pacity by its recent appointment by the 
Guarantee Insurance Co. of Los Angles 
(London Assurance Group) as managing 
general agents for the state of New 
Jersey. The Marshall Agency, now in its 
35th year, is one of the largest managing 
general agencies in the state. 
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Simon Agency Forum 


On Dwelling Coverages 
The Simon Agency, Inc., a multiple 
line general agency with offices at 972 
Flatbush Avenue, in Brooklyn, and 1208 
Jericho Turnpike, in New Hyde Park, 
I., recently launched its campaign 
to institute a program of continuing 
education for insurance brokers by con- 
ducting a forum on home owners and 
related coverages. 
The guest speaker, 
agent of the New Hampshire Fire 
Group, covered the subject. Mr. Ebert's 
presentation was followed by a discus- 
sion from the audience. Present also 
were Fisher, secretary of the 


sob Ebert, special 


Frank 
company; William Chandler, state agent; 
Kenneth Kirschner of Manhattan Cas- 


ualty, and Ralph Casserta, director, 
Flatbush Chamber of Commerce. 
The forum was first in a_ series 1n- 


tended to provide insurance brokers with 
a postgraduate phase of education. 





BROKERS TO HEAR TURSHEN 

Assemblyman Max M. Turshen, (D 
B’klyn) will discuss “Insurance Bends 
and Trends” at a meeting of the Kings 
County Insurance Brokers Association, 
Monday, June 23, 6:30 p.m., at the 
Rivoli Restaurant, 1095 Flatbush Avenue, 
Brooklyn, announces Edward — Cirlin, 
president. 
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Wide Range of Services Rendered 
By Numerous Committees of the EUA 


by the Eastern 
Underwriters Association through its 
various committees were outlined by 
President Arthur L. Polley at the mid- 
year meeting of the EUA last week at 
Whiteface, N. Y. Summarizing these val- 
uable services to its company members 
Mr, Polley stated: 

“The rating methods research com- 
mittee, in a research capacity, has per- 
formed for all of us a rate, rule and form 
research function that few companies 
could afford to do for themselves indi- 
vidually and, if done alone, would be at 
a much greater cost. This is a necessary 
function to keep us competitive with 
other type of carriers. Also the work 
of this committee has been a material 
factor in securing rate adjustment in 
EUA territory, particularly in the area 
of extended coverage during the past 10 
years. 

“The manager and chairman of the 
rating methods research committee are 
members of the advisory committee of 
the Inter-Regional Insurance Conference. 
As such they are influential in the coordi- 
nation of practices to bring about reason- 
able uniformity of policy forms, rules 
and rating practices nationwide. 


Services rendered 


Rating Methods Improvement and 
Public Relations 

“The rating organization methods im- 
provement study group reviews rating 
organization practices looking to the 
simplification of methods and the adop- 
tion of uniform supplies, including en- 
dorsement forms, This has resulted in 
a number of economies and is a continu- 
ing process. 

“The public relations committee is the 
spark plug of the stock fire insurance 
public relations endeavor in EVA terri- 
tory. Without it there would be little 
direction to the activity and little en- 
thusiasm on the part of various field 
clubs, 

“The values of public relations work 
are hard to measure but without favor- 
able public acceptance no business can 
truly prosper. The success of the pam- 
phiet, ‘Why Insurance Costs Are Going 
Up!!? which spread to the whole country 
and Canada, certainly was and will con- 
tinue to be an important factor in secur- 
ing more adequate rates, so. greatly 
needed 

Delinquent Balances 

“The delinquent agency balances com- 
mittee’s recognition of the probability 
of deteriorating collections due to the re- 
cession and, to counteract, arranging for 
the entire EUA territory to be covered 
hy educational fieldmen’s meetings were 
certainly constructive moves, of benefit 
'o all. Unfortunately, the work of this 
committee is likely to increase and be- 
come more important to the companies, 
should the recession continue. 

“The trade practices research com- 
mittee, created 10 years ago, deals with 
studies of trade practices in the direction 
ol promoting efficiency and economy in 
the interest of the public and the mem- 


—— 





Helen Ausman President 


Saratoga Insurance Women 


Helen B. Ausman of Saratoga Springs, 

+ Was elected president of the In- 
Surance Women of Saratoga County at 
an organizational meeting held at the 


jplonial Restaurant. Also elected were 
Marty Sylvester, Mechanicville, vice 
President; Frances Ryan, Saratoga 


“Prings, secretary; Ruth Greene, Sara- 
toga Springs, treasurer; Marion W. 
Williams, Round Lake, historian; Kathe- 
tine M. Haniquet, Saratoga Springs, as- 
step treasurer; Blanche Schneider and 
ar 4s. Waring, directors for two years, 
CI azel Chamberlain and Estelle 
“ean, directors. for one year. 


bership when subjects are referred to it 
for review and exploration. 

“The loss adjustment practices com- 
mittee serves as a coordinating unit in 
catastrophe loss handling and other 
activities in the field of loss adjustment 
procedures. 

“The conference committee has been 
successful in maintaining a contact be- 
tween the agents’ associations and our 
membership, where mutual problems may 
be studied in an atmosphere of friendli- 
ness and confidence. 

“Superimposed on all of this are the 
benefits accruing to every one of us from 
meeting our competitors in EUA com- 
mittee rooms or at membership meet- 
ings, and coming to know and respect 
them. This enables us to consult with 
one another on a basis of mutual confi- 
dence as respects common problems and 
accomplish much which is for the good 
of the business and the public we serve. 

“The work of the association is essen- 
tially that of its various committees: 
namely, the members. The: committees 
are served and the work coordinated by 
a small competent, hardworking staff 
headed by Manager Frederick W. Dore- 
mus. He has given us good value and 
I am sure under his direction and with 
his present staff we will continue to re- 
ceive good value and at a time when the 
services of a strong trade association 
are particularly important to us.” 





GAB CHANGES IN THE EAST 





Gore, McCoy, Supler, Jr., Hamlin, Corn- 
well, Copenhaver, Nunemaker, Shan- 
non and Smiley Are Promoted 

The General Adjustment Bureau has 
appointed several branch’ managers in 
the Eastern field. Arthur R. Gore is 
named at Harrisburg, Pa., John L. Mc- 
Coy at Erie, Pa., Joseph W. Supler, Jr., 
at Washington, Pa., Martin F. Hamlin 
at Watertown, N. Y., Eugene Cornwell 
at Charleston, W. Va., Carl D, Copen- 
haver at Clarksburg, W. Va., and John 
L. Nunemaker at Beckley, W. Va. 

Mr. Gore succeeds Charles L. Sheely, 
retired. Mr. Gore joined the bureau at 
Harrisburg in 1945. He was transferred 
to Erie in August, 1950, and a year later 
appointed manager of that office. Mr. 
McCoy succeeds Mr. Gore as_ branch 
manager of Erie. Mr. McCoy joined the 
bureau in 1949 at Erie. Previous to his 
appointment he was senior adjuster in 
that office. 

Mr. Supler succeeds James P. White. 
Mr. Supler, who joined the bureau in 
1947, has served in the Clarksburg and 
Elmira, N. Y., offices. He was appointed 
branch manager of Watertown in 1954. 
Mr. White has been transferred to Pitts- 
burgh office as senior fire adjuster and 
will be concerned with the handling of 
the larger and more complicated fire 
claims in that area. 

Mr. Hamlin succeeds Mr. Supler as 
branch manager at Watertown. Mr. 
Hamlin joined the bureau in 1946 at 
Utica, N. Y. Prior to his appointment 
he was senior adjuster in the Utica office. 

Mr. Cornwell joined the bureau in 1945 
at Charleston, and was appointed branch 
manager at Clarksburg office in July, 
1955. John A. Shannon, general ad- 
juster, who formerly headed the Charles- 
ton branch, will continue to make his 
headquarters there, but will devote his 
full time to the supervision and handling 
of the more complicated and important 
losses in West Virginia. 

Mr. Copenhaver joined the bureau in 
1947 at Harrisburg, Pa., and at the time 
of his appointment was senior adjuster 
at Harrisburg. 

Mr. Nunemaker joined the bureau in 
1948 at Cumberland, Md. Prior to his 
appointment he was senior adjuster at 
that branch. Russell R. Smiley, former 
branch manager of Beckley, has been 
transferred to Charleston, W. Va., as 
senior adjuster. 


Marine Forum Outing 


Members of the American Marine In- 
surance Forum and their guests held 
their third annual golf outing and dinner 
at the South Shore Golf Club on Staten 
Island. Fred Winters of Carpinter and 
Baker won the forum members’ trophy 
for low gross score. Art De Yeso of the 
North British Group was low gross 
scorer among the guests. 

Other winners were Chip Sparling, 
Carroll Dawson, Clovis Anding, Bob 
Scott, Joe Wehner, Gordon Brown and 
Andy Clouston. Dick Fulfarr won a 





special prize donated by James E. Rawl 
ing of the Norwich Group. Alfred D. 
Haynes, Jr. was toastmaster at the 
dinner. Arrangements for the outing 
were made by a committee headed by 
Anthony Raia. 


SMITH NAMED STATE AGENT 

The Royal-Globe Insurance Group an- 
nounces appointment of Gerard G. Smith 
as state agent in Savannah. A graduate 
of Manhattan College, Mr. Smith en- 
tered the training program in the New 
York office in 1953. In 1954 he was 
transferred to Atlanta. 











. .. however old and time-tried it may be, however strong financially, prompt 
in claim payment, and efficient in field and home office operation, an insurance 
company finds its true strength in its local agents. PLM is fortunate in the 
high caliber of its agency representation. Our agents are loyalty itself. Perhaps 
that’s because PLM, in turn, is known for its staunch support of the American 
agency system. We think you, too, would be profitably happy with us. Why 


not drop us a line. 


Writing FIRE and ALLIED LINES 
“In the Birthplace of American Mutual Insurance” 


plm 


PENNSYLVANIA LUMBERMENS MUTUAL INSURANCE COMPANY 
PLM Building ¢ Philadelphia 7, Pa. 
Branch Offices in New York, Los Angeles, Charlotte, N.C. 
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Aetna C. & S.. Names 
O’Beirne, Jr., Vice Pres. 

WILL HEAD THE FIRE DIVISION 

Nordeng Retiring at End of Month 


After Long Career; Active in Many 
Insurance Organizations 








Edward N. O’Beirne Jr. will be pro- 
moted to vice president of the Aetna 
Casualty and Surety and Standard Fire 
July 1 and will become head of the 
companies’ fire insurance division. He 
will succeed Olaf Nordeng, vice presi- 
dent, who is retiring after 32 years’ 
service. Mr. Nordeng will continue as 
a director of the Standard Fire. : 

A graduate of Georgia Institute of 
Technology, Mr. O’Beirne went with the 
Aetna in 1934 at Atlanta, and subse- 
quently became associate manager of 
the southern fire department. In 1954 
he was brought to the home office in 
Hartford as secretary of the fire insur- 
ance division and two years ago pro- 
moted to his present position of assistant 
vice president. Mr. O’Beirne serves on 
committees of the National Board of 
Fire Underwriters, Eastern Underwriters 
Association and the Multi-Peril Insur- 
ance Conference. 


Nordeng Career 


Mr. Nordeng began his insurance 
career nearly 50 years ago and was ap- 
pointed secretary upon joining the Aetna 
organization in 1926. Promoted to vice 
president in 1939 he has been head of 
the fire insurance division for the past 
two years. 

Prominent in industry-wide organiza- 
tions, Mr. Nordeng has been serving 
as chairman of the committee on adjust- 
ments of the National Board of Fire 
Underwriters and a member of the 
executive committee and committee on 
laws, vice president and member of the 
governing committee of the Western 
Underwriters Association, member of the 
board of governors of the Insurance 
Institute of America, vice president and 
member of executive committee of the 
Oil Insurance Association, member of 
executive committee of the Railroad In- 
surance Rating Bureau, and a director 
of the General Adjustment Bureau. 





New York Insurance 
Women Reelect Officers 


At the annual meeting and dinner of 
the Insurance Women of New York, 
officers were reelected for one year: 
president, Mabel Hart, United States 
F. & G.; vice president, Evelyn M. 
Buehler, Prudential - Skandia - Hudson 
Group; treasurer, Grace Brenner, Des- 
pard & Co., Inc.; recording secretary, 
Dorothy M. Hoyt, American Marine 
Hull Syndicate; corresponding secretary, 
Geraldine A. Moffett, U. S. F. & G,; 
historian, Elsie G. Keidel, United States 
Casualty. 

Phyllis A. Homan, Jeanne M. Revielle 
and Marie Schnabel were elected mem- 
bers of the executive board for two 
years. The officers and board members 
were installed during the meeting with 
a candle-lighting ceremony. 


Adams Club Champion at 


Square Club Tournament 

The Insurance Square Club, Inc., 
held its 23rd annual golf tournament 
at the Garden City Country Club, Gar- 
den City, L. I, June 5. The annual 
golf outing was attended by more than 
100 members and guests. 

Winners of prizes were: club cham- 
pion, George Adams; low gross, Clarence 
Fuss; Norman Bartell; Norman Jeffers; 
Sante Carnevali; J. Novak; A. Gilbert; 
Robert J. Hart; Max Abel; W. Drews; 
Leonard Giles; Eugene O’Neil; John 
Moffat; Julian House. 

Officers of the club presiding at the 
dinner were Herman Meshel, president; 
Donald Mathison, first vice president, 
and George Tessmer, second vice presi- 
dent and chairman of golf committee. 
James S. Russell is secretary. 














Disaster May Be Closer 
Than Appears! 





Robert D. Barnes, 
AFIA’s Manager for Australasia 


The strongest safeguard for your clients’ business overseas is a 
sound, modern insurance program skillfully planned by the 
experts of the American Foreign Insurance Association. 


Then they have insurance protection that is snugly fitted to 
the specific needs of their business and carefully conforms 
to the requirements of foreign laws and regulations. They also 
have the assurance of professional service in all parts of the 
world through men like Mr. Robert D. Barnes, in Australia 
since 1946. 


To give your clients the best in overseas 
protection contact AFIA’s nearest office 





AMERICAN FOREIGN INSURANCE ASSOCIATION 
161 William Street * New York 38, New York 
CHICAGO OFFICE . . Insurance Exchange Building, 175 West Jackson Blvd., Chicago 4, Illinois 
DAIZAS OFFICES. os + «<6. 400 Vaughn Building, 1712 Commerce Street, Dallas 1, Texas 
corel Ne i Msi 3277 Wilshire Boulevard, Los Angeles 5, California 
SAN FRANCISCO OFFICE . . Russ Building, 235 Montgomery Street, San Francisco 4, California 
WASHINGTON OFFICE . . . Woodward Building, 733 15th Street N.W. Washington 5, D.C. 


An association of 22 American capital stock fire, marine, casualty and 


surety insurance companies providing insurance protection in foreign lands 














Aviation Losses 


(Continued from Page 33) 


view of the Warsaw Convention. She 
sustained rather severe burns and other 
personal injuries,—so severe in fact that 
were it not for the limits of the conven- 
tion they would be worth several times 
$8,300, assuming of course, there were 
liability on the part of the airline, 
Through its insurance carrier, the air- 


line took the position that the most the 
claimant could recover was the Warsaw 
limit, which amount was offered her and 
which was refused. He attorneys brought 
suit in New Jersey not only against the 
airline, but also individually against the 
pilot who was a resident of that state. 
The Warsaw Convention was set up as 
a defense. Plaintiff's counsel replied 
that the treaty itself was unconstitutional 
and that while the limitation of liability 
of $8,300 might apply to the airlines, it 
did not apply to the pilot and as against 
him there could be no limit to the amount 
of recovery if the plaintiff could prove 
ordinary negligence. 

As a result of preliminary pleadings 
the Federal judge who heard the case 
held that while there was no question of 
constitutionality, the limits of liability 
of the treaty afforded no protection to 
the pilot. This decision was inconsistent 
with the rationale of previous holdings 
by other courts. 

The case was tried early this year. A 
New Jersey jury after approximately 
six hours of deliberation advised the 
judge that they were hopelessly dead- 
locked. After the jury was discharged 
it was learned that the split was 10 to 
two in favor of findings no willful mis- 
conduct on the part of the airline. They 
were also split in the same ratio of 10 
to two on the question of any negligence 
on the part of the pilot. The matter is 
now being settled by the carrier and 
both the action against the airline and 
the action against the pilot are being 
dismissed. 

It is still not yet conclusively decided, 
therefore, whether a pilot or an em- 
ploye of an air carrier is entitled to 
the limitations of liability of the treaty. 
If he is not, the $8,300 limit can be 
meaningless and it would behoove the 
underwriters to base their rates accord- 
ingly. Where severe personal injuries 
or burns can form the basis of an award 
far in excess of what may be awarded 
for a death, it is easy to see how im- 
portant a final determination of this 
particular question can be. : 

In 1955 representatives of 30 countries 
met at The Hague for the purpose ot 
amending the convention. A document 
was drawn up known as The Hague 
Protocol. Among other things it was 
proposed that the limitation of $8,300 be 
increased to approximately $16,600. What 
is more important, however, it was pro- 
posed that the convention specifically 
state that it applies to a servant and 
agent of the carrier and that the aggre- 
gates of the amounts recoverable from 
the carrier, his servants and agents 
shall not exceed the limit of $16,600. 

Attorneys for plaintiffs now argue that 
this proposed change as set forth in the 
protocol establishes a completely new 
rule and for the first time grants the 
same protection of limits to the servants 
and agents of the carrier. The insurance 
companies take the position that the 
rule is not new at all but merely clarifies 
and sets forth specifically what always 
was the rule. : 

In order for this protocol to come into 
force it must be ratified by at least 
countries. At the present time there 
have been no more than a handful which 
have ratified it so we will probably have 
to look to our courts rather than the 
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HOME INS. CO. DIVIDEND 
Directors of the Home Insurance 
have declared a quarterly dividend ° 
50 cents a share, payable August 1 
stockholders of record July 1. This pay 





0. 





ment represents the 206th consecutive 


dividend paid to stockholders. 
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Aviation Insurance Loss Adjustments 


Coverage Can be Adapted to Requirements of Particular Risk; 
Use of Pilot Warranties; Personal Accident Coverage; 
Claims Under Warsaw Convention Rules 


By Davin 8. McLAuGHLIN 


Associated Aviation Underwriters 


David S. McLaughlin, assistant claims 
manager of Associated Aviation Under- 
writers of New York, addressed the recent 
convention of the National Association of 
Independent Insurance Adjusters on various 
facets of aviation insurance claims. His 
address follows practically in full: 


PART II 


Aircraft hull insurance can be adapted 
quite readily to the requirements of a 
particular risk. For example, you can 
obtain an all risk policy if you wish 
just like you can obtain a full collision 
policy on your car. This is, of course, 
the most expensive kind. Most insureds 
are interested, however, in a reasonable 
deductible coverage for certain risks 
only, or a combination of both a limited 
coverage and a deductible. There may 
be purchased coverage for all risks in- 
cluding flight, all risks excluding the in- 
flight hazard, or there might be issued 
for example, a policy for one or more 
named perils such as wind, fire, theft, 
etc. 

The deductible is usually based upon 
a small percentage of the insured value 
of the aircraft or, on some of the larger 
aircraft, a fixed dollar amount. 


Depreciation 


Sometimes a policy will also call for 
depreciation which is likewise based on 
a percentage of the insured value. De- 
preciation, however, is only applied on 
total losses and on an annual basis. For 
example, if the policy calls for a depre- 
ciation of 10% on an aircraft insured 
for $12,000 and a total loss were sus- 
tained on the last day of the policy 
period, the insured value at that time 
would be $10,800, If the total loss oc- 
curred at the end of six months, the 
depreciation would be $600 and the in- 
sured value would be $11,400. 

Almost without exception our hull 
policies are of the valued form type as 
differentiated from the market value 
type. 

Because of the increase in air traffic 
and the greater range speed and utility 
of aircraft, calling for increased use of 
specialized equipment, it becomes more 
and more necessary for the underwriter 
to know who is going to fly the aircraft 
in order to determine the exposure 
Which in turn will govern the premium. 
For that reason there will frequently 
appear a pilot warranty setting forth 
the number of hours of flying time the 
pilot must have had, the type of aircraft 
€ has flown, the type of license held 
or it may name certain persons specifi- 
cally who alone will be recognized as 
cing acceptable. The pilot warranty 
usually applies only where the aircraft 
'S in flight but should there be any 
violation of such warranty it is grounds 
or a denial of coverage. 

."or the same underwriting reasons, 
liability policies will have similar pilot 
Warranties, 

Our particular policy written for fixed 
ase operators is known as an FBL. It 
can be made to cover one or more or 
- of the following types of liability 
azard: aircraft, premises, contractual, 


alterations, products and hangar keepers, 
each coverage calling for a separate 
premium. 

Scheduled Airlines 


Admittedly more of our insurance pre- 
mium comes from the scheduled air- 
lines than any other source. At the 
present time, we have on our books a 
substantial number of them including 
three out of the first four ranking U. S. 
scheduled airlines for the year 1957 
based on revenue passenger miles, and 
four out of the eight airlines having a 
record of more-than 1 billion revenue 
passenger miles. 

Cases which might be assigned you, 
therefore, are more than likely to be 
ones involving claims by members of the 
public or by passengers against the 
airlines. iis 

Basically a claim by a member of the 
public against an airline is no different 
from any other claim by a person in that 
category that you handle in your office 
everyday in the week. In other words, 
was anyone negligent and was the claim- 
ant guilty of contributofy negligence ? 
The way the doctrine of contributory 
negligence may be applied will, of course, 
depend upon the State where the acci- 
dent occurs. If it is a passenger who 
is making the claim, the same general 
rules apply. The duty which an airline 
owes to its passengers, however, is the 
duty to exercise the highest degree of 
care consistent with the practical opera- 
tion of the airplane. ; 

Nevertheless, they are not the insurers 
of the passengers’ safety. 

Most of the claims we have against 
airlines involve turbulent air, tea and 
coffee burns and slip and fall cases. If 
you should receive an assignment of a 
particular case arising out of a major 
catastrophe such as where an airliner 
has crashed, resulting in a number of 
deaths or personal injuries, you will be 
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Phone: Digby 4-2348 








given by the company the complete 
factual picture and will be told very 
explicitly how the company feels about 
the liability. 

On all other claims including those 
involving private insureds you will do 
your own investigating not only as to 
the facts of the accident but also in 
respect to all factors bearing upon the 
question of damages. 


Personal Accident Insurance 


So far as aviation personal accident 
insurance is concerned, there are many 
and varied policies. Perhaps the most 
popular one, however, is the so-called 
airline trip insurance policy. This is 
now sold at some hotels and in city 
terminals as well as at airports. When 
I first came to Associated Aviation 
Underwriters the premium was 25 cents 
for $5,000 principal sum and the maxi- 
mum amount of coverage which could 
be purchased was $25,000. Subsequently 
that amount was increased to $50,000 for 
$2.50 and today one can purchase $62,500 
principal sum for the same amount of 
premium. In addition to that the policy 
provides $312.50 worth of medical in- 
demnity for each 25 cents worth of 
premium. 

Those policies today are sold both by 
the use of automatic vending machines 
and over the counter and while we limit 
the amount of coverage under our policy 
to $62,500, additional sums up to $62,500 
are readily obtained making available 
total insurance of this kind $125,000. 


$662,500 Loss on Nevada Crash 


From rather modest beginnings this 
type of insurance has produced a sub- 
stantial amount of premium with com- 
mensurate losses. While at one time 
Associated was the principal if not the 
sole market for this type of insurance, 
there are now a number of others. You 
recall the crash over the Grand Canyon 
in Arizona between a United Air Lines 
DC-6 and a Trans World Airlines Lock- 
heed Constellation which occurred on 
June 30, 1956. Out of that accident we 
had claims under this type of policy 
totalling $605,000. That was the maxi- 
mum figure up until the recent accident 
occurring over Nevada on April 21, 1958 
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when an Air Force Jet collided with a 
United Air Lines DC-7. At the present 
time the claims under our airline trip 
policies total $662,500 and there may 
be still more. For this $662,500 of in- 
curred loss we received in gross premium 
the staggering figure of $26.50! 

When newer type aircraft now under 
construction is put into use with seating 
capacity over double that of a DC-6, 
you can appreciate what losses may be 
expected in that category. 

Air travel today has passed far beyond 
domestic confines and trips between this 
country and all parts of the world are 
fast becoming almost commonplace. An 
insurance market, therefore, which un- 
derwrites an airline engaged in inter- 
national travel must of necessity concern 
itself with what exposure it may have 
in that respect. 


Warsaw Convention 


To those of you to whom the term 
“Warsaw Convention” is unfamiliar, may 
I state that it is a treaty between a num- 
ber of countries setting forth specific 
limitations and rules of liability pertain- 
ing to certain “international transporta- 
tion of persons, baggage, or goods per- 
formed by aircraft for hire.” The United 
States became a party to this treaty in 
1934. 

In order for these limitations and rules 
to apply in the case of an injured or 
deceased passenger, it is necessary that 
the place of departure of the passenger 
and the place of his destination must be 
within the territory of one of the coun- 
tries which has ratified or has signified 
adherence to the treaty. A point that 
is not generally known is that both the 
place of departure and the place of 
destination can be within the same 
country provided there is an agreed 
stopping place at a point outside such 
country whether the outside country is 
a party to the convention or not. 

For example, if a flight were scheduled 
to depart from New York with a stop 
in Canada (a party to the convention) 
and terminate at Seattle, Wash., that 
flight would be “Warsaw.” So also if a 
passenger’s ticket called for departure 
from Miami to Cuba (not a party to 
the convention) with a lay-over there, 
and then called for a return flight to 
Miami, that too would be “Warsaw”; 
and it would be “Warsaw” even if the 
accident occurred on take-off within the 
State of New York or the State of 
Florida: 

If the transportation of a passenger 
is “Warsaw” there is a presumption of 
liability for personal injuries or death 
up to $8,300. Of course, damages up to 
that amount must be proved. The air 
carrier can overcome this presumption 
if it can prove that it has taken all the 
necessary steps to prevent the accident 
or it was impossible for it to take such 
steps. On the other hand, if it can be 
established that the carrier or its agents 
were guilty of willful misconduct, then 
there is no limit to the amount which 
can be recovered. 


Limitation of Pilot Tested 


A few years ago an Eastern Air Lines 
plane was taking off from Idlewild Air- 
port in New York when it crashed. Some 
passengers were killed and some were 
seriously injured. Many cases were 
settled and others were tried, resulting 
in substantial verdicts for the plaintiffs. 
The place of departure and the place 
of destination of one of the female 
passengers on board, however, as deter- 
mined by her ticket definitely established 
her claim as one coming within the pur- 


(Turn Back to Page 32) 
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J. Dewey Dorsett Reports $34 Million 
Capacity by NELIA for Atomic Risks 


that we will entertain requests for rein- 
surance capacity up to a maximum of 
$10 million in connection with the opera- 


The second annual report of J. Dewey 
Dorsett, general manager of the Nuclear 
Energy Liability Insurance Association, 
was released this week. NELIA, it was 
revealed, now has 139 member companies 
with a total participation amount of 
$34,383,420. When reinsurance arrange- 
ments are completed total capacity is 
expected to be in excess of $50 million. 

However, in order to provide a margin 
of safety against unforeseen contingen- 
cies, Mr. Dorsett said, it is NELIA’s 
intention to limit any commitment to 
$46,500,000. The Mutual interests, he 
said, are expected to have a capacity 
of $13,500,000 when their reinsurance 
arrangements have been completed. It 
is expected that an over-all capacity 
between the two pools of $60 million 
will be announced shortly. 


Defer Printing of Liability Policy 


In the course of his report Mr. Dor- 
sett gave a summary of the insurance 
program. Because several amendments 
are under consideration it was decided 
to defer actual printing of the nuclear 
energy liability policy which has been 
placed on file with the various Insurance 
Departments. He said that these con- 
siderations are expected to be resolved 
shortly and that in response to the 
legitimate requests of insureds outstand- 
ing binders will be replaced by formal 
contracts. 

Mr. Dorsett, speaking about the sup- 
pliers’ and transporters’ policy, said that 
the form distributed recently to the 
membership is merely a draft which has 
not been formally presented to the In- 
surance Departments. It is designed for 
a supplier or transporter who wishes to 
buy a single interest contract in his own 
name. Subject to pool capacity, this con- 
tract is to be excess over any facility 
policy. 

On the retrospective rating plan the 
report stated: “All nuclear energy liabil- 
ity insurance ratings established thus 
far are subject to any adjustment de- 
veloped in accordance with the terms of 
the long term industry-wide rating plan, 
which provides for a retroactive down- 
ward adjustment of premium in the event 
substantial losses do not emerge over a 
period of time and surpluses develop. 
The details of this retrospective plan 
have not been announced as yet.” 


Foreign Reinsurance 


On foreign coverage Mr. Dorsett, who 
delivered the report originally at the 
annual meeting of NELIA on May 13, 
said: “We have announced to the public 





Dallas Smith Dies 


Dallas Smith, senior partner in Ellis- 
Smith & Co., Dallas, died June 9 in his 
office. His sudden death was a shock to 
the bonding fraternity. He had con- 
tributed greatly to National Association 
of Surety Bond Producers, being its 
president in 1957-58 and board chairman 
at his death. 





$3,300 A MINUTE CLAIMS PAID 


Insurance companies pay auto liability 
claims at the rate of $3,300 a minute 
day and night throughout the year. This 
calculation is revealed in a new leaflet 
rs the Association of Casualty & Surety 

“OS. 


tion of nuclear facilities by United 
States industries in foreign countries 
which have no local pool or syndicate 
either currently operating or in the 
course of formation. In this regard, we 
will consider facultative reinsurance ar- 
rangements with a company or organiza- 
tion which is authorized to write casualty 
insurance in the foreign country and 
which qualifies as an acceptable carrier 
to the governing committee of NELIA. 

“In addition, and subject to further 
limitations, we intend to study the prob- 
lems involved in affording reinsurance 
capacity to protect American industries 
abroad for their product liability hazard 
and for the exposure arising out of the 
testing of nuclear facilities prior to the 
transfer of ownership or operation to a 
foreign operator. 

“Although we have no general inten- 
tion to extend protection to foreign in- 
terests, we are willing to consider af- 
fording limited reinsurance capacity to 
a pool operating in a foreign country 
which has given some capacity to us. 
Commitment of such reinsurance capac- 
ity will be conditioned upon complete 
satisfaction with the organization and 
operation of the foreign pool or syn- 
dicate.” 


Elect A. H. Rust Chr., 
E. B. Rust President 


STATE FARM MUTUAL AUTO 





Action Taken June 9 by Board of 
Directors; Rust Senior Chief Execu- 
tive Officer Three State Farm Cos. 





Adlai H. Rust was elected June 9 
chairman of the board and Edward B. 
Rust was elected to succeed him as 


president of State Farm Mutual Auto- 
mobile of Bloomington, Ill. This action 





Karsh 
ADLAI H. RUST 


was taken by the board of directors 
following Monday’s annual membership 
meeting in the company’s home oflice. 
State Farm Mutual is one of the largest 
auto insurers in the country. 
Adlai H. Rust, chief executive officer 
(Continued on Page 38) 
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EMPIRE AUTOMOTIVE SPECIALISTS, INC. 


Introduces Another Service 


to the Insurance Industry-- 


GLASSMOBILE 


Frequently the basic cost of replacing glass is exceeded by 
the extras involved in making the necessary arrangements. 


Exclude the actual bill for repairs, and examine your hidden cost 
for lost adjusters’ time; the phone calls and the office paper work. 
Now—throw the "extras" out the nearest window and call GLASS- 


We make the phone calls, we identify the car and ascertain the 
loss, we make the repair WHEREVER the car may be—at the as- 
sured's home, garage, place of business—WE MEAN WHERE- 
EVER IT MAY BE—we issue the proof of loss—you just forget 
about everything except—THE VERY LOW COST. 


All prices can be found in the Auto Glass Dealers Association 
Catalogue. This is actual wholesale cost, representing a 25%, sav- 
ing to the companies. There is no additional charge for GLASS- 


GLASSMOBILE has available a complete stock of windshield, 
door, quarter and back glass, both clear and tinted. 


In order to provide the fastest and most complete service possible, we 
have three conveniently located plants to serve your needs. 


For information, or for immediate service, call or write to 


EMPIRE AUTOMOTIVE SPECIALISTS, INC. 


JUdson 2-3340 


BRANCHES: Flushing, New York - - - - Hempstead, Long Island 


New York, N. Y. 





Comm. G. A. Bisson Upholds 
Rhode Island Auto Rates 


Rhode Island Insurance Commissioner 
George A. Bisson, this week, reaffirmed 
his approval of automobile liability and 
physical damage rates which became 
effective August 7, 1957. On a petition 
of a special public counsel appointed 
by Governor Roberts these rates were 
the subject of nine days of public hear- 
ing during last September, October and 
December 

Notice of the decision was given June 
10 jointly by William Leslie Jr., general 
manager, National Bureau of Casualty 
Underwriters; Howard Omsberg, man- 
ager, National Automobile Underwriters 
Association; and J. M. Muir, general 
manager, Mutual Insurance Rating 
Bureau. 

In his decision, Commissioner Bisson 
found that “the testimony submitted at 
this hearing has made it abundantly 
clear that the allegations set forth in 
the public counsel’s petition and memo- 
randum brief are not borne out by the 
facts,” and that the public counsel's 
consulting actuary “has failed to sub- 
stantiate his charge that the rates are 
excessive and discriminatory.” 

“Therefore, for these reasons, modifi- 
cation of the decision on the rates ap- 


proved on August 7, 1957 is not war- 
ranted,” Commissioner Bisson held. “It 
is my decision that the rates, as filed, 
and approved on August 7, 1957, comply 
in all respects with the law in_ that 
they have been found to be (1) not 


excessive, and, (2) not discriminatory.” 

The National Bureau was represented 
at the hearing by Thomas O. Carlson, 
actuary, and Richard Lino, assistant 
actuary, and by Letts & Quinn, Daniel 
J. Murray, counsel. The National Auto- 
mobile Underwriters Association was 
represented by William D. Hall, actuary, 
and Allan H. McCarthy, eastern branch 
secretary, and by Watters & Donovan, 
John P. Walsh, counsel. The Mutual 
Insurance Rating Bureau was_ repre- 
sented by Mr. Muir, and by Sherwood 
& Clifford, Raymond FE. Jordan, counsel. 


Transferred From Buffalo 


To Head New Miami Office 

United States Fidelity & Guaranty, 
Baltimore, has announced that it will 
open a branch office at Miami, on Sep- 
tember 1, to serve the Florida counties 
of Broward, Dade, Indian River, Martin, 
Monroe, Okeechobee, Palm Beach and 
St. Lucie and the Commonwealth of 
Puerto Rico, The territory of the new 
branch is presently handled by the U.S.F. 
& G. office at Jacksonville. 

Arthur E. Colberg, manager of the 
company’s branch office in Buffalo, N. Y., 
is being transferred to Miami to estab- 
lish the new branch operation, He will 
be succeeded at Buffalo, effective June 
15, by George C. Roesser, who has been 
assistant manager there. ; 

Mr. Colberg attended New York Unt 
versity where he studied safety engineer- 
ing and insurance. His U. S. F. & G 
service began in 1942 at the New York 
City branch as assistant superintendent 
of safety engineering. Successively spe- 
cial agent and assistant manager there, 
he was appointed manager at Buffalo in 
1950. 

Mr. Roesser had nine years experience 
in a local agency at Buffalo before join- 
ing U.S. F. & G. at Detroit in 1946 as 
casualty underwriter. Shortly _ trans- 
ferred to Buffalo as casualty superintend- 
ent, he was special agent for severa 
years before being promoted to assistant 
manager in 1955. Mr. Roesser is a Ma- 
rine Corps veteran of World War II and 
of the Korean War. 





MIAMI CONFERENCE SET 


The sixth annual Miami Insurance 
Conference will be held November 19-22 
at a Miami Beach, Fla., hotel. The con- 
ference, which heretofore attracted top 
legal officials of insurance, will include 
speakers on aspects of economics, mat- 
keting, taxation, regulation investments 
and management. 
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Frank Lang On Merchandising Methods 


(Continued from Page 28) 


partinent tries to take credit. When sales 
go down and operating losses are high, 
the blame too often is laid upon other 
departments. We have found in our 
studies that the marketing function in 
a modern insurance company is so 
closely interrelated with other operating 
units, that the success or failure depends 
upon the joint effort of all departments. 


Reluctant to Adopt Changes 


“7 He is reluctant to adopt changes 
and tries to maintain the status quo. 
There is too much excusing and blaming 
of poor results on external factors be- 
yond the control of management. The 
jact is that the character of the market 
your company finds itself in today is 
different from what it was even a few 
years ago Unless your company can 
adapt itself to changes, it will be left 
behind. ; ; 

“8 He does not find sufficient time 
to study, analyze and interpret the com- 
plex mass of information relating to his 
company, industrywide sales and general 
market conditions. The fact is that mod- 
ern insurance marketing is no longer 
simple. The executive who looks for 
one explanation of all his problems is 
usually wrong. To pinpoint the multitude 
of factors responsible for poor results 
takes a great deal of time and specialized 
knowledge. ; 

“9 Too frequently market planning 
and research is entrusted to a statistical 
clerk or some member of the agency 
department who has to perform this 
function along with his other daily oper- 
ating duties. The fact is that planning 
can neither be a theoretical nor part- 
time job; rather it is a most important 
function requiring top management at- 
tention. In order to be effective, it must 
do more than involve the collection and 
interpretation of facts. 

“10. He spends sizable means for the 
development of business, including com- 
pany advertising and promotional activi- 
ties without a yardstick to measure its 
effectiveness. The fact is that much of 
the insurance advertising and promo- 
tional effort does not reach the intended 
prospect or stimulate agents to an extent 
commensurate with the cost involved. A 
fraction of the advertising and promo- 
tion budget spent on testing and measur- 
ing effectiveness should not only save 
promotional costs, but also improve sales 
effectiveness. 

“11, He believes he is able to super- 
vise and control his field staff and sales 
supervisor on the basis of statistical 
reports or individual judgment. The fact 
is that too many sales executives have 
only a vague notion of what their field- 
men are doing as opposed to what they 
want them to do. 

“12. He is very cost conscious in the 
home office, but hesitates to take action 
in reducing distribution costs. The fact 
is that total distribution costs are from 
two to three and a half times as great 
as all other expenses combined (other 
than claim) and a careful analysis of 
these costs may point to overhauling of 
basic sales policies. 

“While much has been accomplished, 
there is a considerable waste in many 
companies through duplication of func- 
tions between home office, branch office 
and agent’s office. Many companies are 
still saving pennies in the home office 
and wasting thousands of dollars through 
expensive distribution methods.” _ 

The speaker did not mean to imply 
that these misconceptions or errors are 
eld or committed by all companies. He 
offered them as danger signals to look 
for and said: “Knowing what to avoid, 
However, is not enough. Management 
is looking for (and needs) positive guide 
Posts from which it can secure direction.” 

0 help in establishing such guides 

tr. Lang highlighted some of the im- 
portant trends in insurance distribution 
analyzed by his firm in recent months. 
rst, he said the industry is witnessing 
4 steady broadening and simplification 
of the insurance contract. More and 


more packaged policies as well as easier 


FRANK LANG 


understood policies are being put on the 
market. The shift is away from the 
specified peril policy to an all risk ap- 
proach, He predicted in the not too 
distant future multiple policies which 
combine life and general insurance cov- 
erage in one contraet. 

Secondly, the speaker pointed to a 
wider application of modern sales man- 
agement techniques to insurance. “We 
witness new selection techniques, use 
of tests, special salesmanship training, 
insistence upon reports of. sales activities, 
application of incentivé plans and 
executive training programs for home 
office and field staffs.” 


New Distribution Outlets 


Third, the speaker saw an increasing 
interest in development of new outlets 
to reach the public among them being: 
Vending machines at airports, over-the- 
counter insurance services in department 
stores, shopping centers, supermarkets, 
etc. Tie-in sales with commodity pur- 
chases although outlawed in one state 
may be used elsewhere. 

He then declared that the group con- 
cept of insurance distribution may bring 
about a most profound change. In this 
connection attention was called to a 
survey conducted by Dr. Richard Heins 
of University of Wisconsin which re- 
vealed that group property and casualty 
insurance is only legal in four states, 
primarily because of “administrative 
discretion in applying the unfairly dis- 
criminatory test under the rating laws.” 
However, Dr. Heins states: “it is also 
significant that if proper rating plans 
and procedures were submitted, few 
states would have statutory provisions 
barring such contracts.” 

It is noteworthy, said Mr. Lang, that 
in reply to a questionaire five com- 
panies stated that they were selling this 
type of contract while it was reported 
that 12 additional companies were issuing 
such contracts. 

Continuing, the speaker noted that 
more companies are setting up various 
forms of installment payment plans and 
that they as well as agencies are financ- 
ing the payment of premiums. ; 

He also pointed to a growing capacity 
in the domestic market, saying that in 
the future “we can expect the formation 
of more excess pools and other coopera- 
tive efforts to help supplant the need 
for foreign markets.” He went on to 
say: 

Growth of Account Selling 


“There is an increasing tendency 
toward ‘one-stop’ or account selling of 
all personal insurance coverages by the 
same agent or agency. This tendency 
is likely to be accelerated as more and 
more separate coverages are placed in 
one package. The policyholder who will 





“This Ad Policy Insures Sales’’s 


Allstate’s Newspaper Advertising 


In the latest of a series of advertis- 
ing case histories the Bureau of Ad- 
vertising of American Newspaper Pub- 
lishers Association tells in a brochure 
how the Allstate built a “tower of sales” 
on a “solid foundation of newspaper ad- 
vertising.” 

The account is titled “This Ad Policy 
Insures Sales,” and tells how Allstate 
was started during the depression year 
of 1931, and grew from there until it 
totaled over $300 million in premium vol- 
ume from four million policyholders in 
1957. 

Robert E. Gorman, assistant vice pres- 
ident and advertising director of Allstate 
described the progress of imaginative 
advertising “coupled with alert and ag- 
gressive sales promotion.” 

Like its huge parent company, Sears 
Roebuck, which puts 78.8% of its ad 
budget — near $50,000,000 a year —into 
newspapers, Allstate gave newspapers a 
major role in its advertising from the 
Start. 

“Newspapers,” Mr. Gorman is quoted, 
“have enabled us to put our advertising 
where our products are available and to 
localize the advertisements to include 
sales locations, names, addresses and 
pictures of Allstate agents.” 

When “financial responsibility” laws 
came into effect in state after state fol- 
lowing the war, Allstate employed the 
flexibility of newspaper advertising to 
take advantage of the new sales oppor- 





want to take advantage of the lower 
cost of this package will thereby be 
almost forced to buy all of his personal 
insurance from one single agent. 

“In contrast to account selling on 
personal risks there appears to be a 
trend toward growing specialization for 
commercial and industrial risks. Speciali- 
zation allows an agent to concentrate 
his technical proficiency and summarize 
his sales procedure. The specialist is 
unlikely to be a one-man agency, but 
rather a partner or employe in the 
larger professional organization. This 
will mean that we are likely to have 
fewer but more efficient insurance agen- 
cies which in turn will be larger and 
better staffed. These agencies will have 
experts in each line because business 
has grown so complicated that each 
coverage needs the full attention of an 
expert. Solicitors with a general knowl- 
edge of all lines make the initial con- 


tact, but the actual insurance survey is + 


subsequently prepared by the various 
experts.” 


Gradual Equalization of Agency Control 


Of equal importance Mr. Lang sees a 
gradual equalization process in the de- 
gree of control which various companies 
exercise over their agents regardless of 
distribution method used. He said: “Our 
firm diagnosed this shift several years 
ago and we believe it is gradually con- 
tinuing. Let me stress that I am only 
talking about degree of company control 
of individual and usually smaller agents. 

“The independent agent who is a mem- 
ber of the American Agency System 
prides himself on the ownership of his 
expiration and the fact that he can place 
risks in a variety of companies. The 
exclusive company agent prides himself 
that he is relieved of much of the over- 
head and can spend a greater part of 
his energies in the procurement and 
servicing of business. 

“We have observed that the indepen- 
dent agent with multiple company 
representation is being more and more 
controlled particularly on the part of a 
few strong companies. Conversely the 
agent with sole representation has been 
gaining a greater amount of freedom 
and independence. We see several Ameri- 
can Agency System companies who have 


tunities. It used “localized ‘flash cam- 
paigns’ of six to eight weeks’ duration,” 
says the Bureau story, “timed to coincide 


with the dates the law took effect in 
each state.” 
As its business expanded, Allstate’s 


newspaper advertising expanded. In 1953 
a new competitive advertising approach 
was taken with a campaign of 16 ads in 
300 newspapers. Along with it was a 
program of tie-in advertising providing 
for ads by agents to be run in their own 
local papers. 

Last year, more than 700 newspapers 
carried Allstate advertising. 

Allstate’s view of the newspaper me- 
dium is summed up thus by Mr. Gorman 
in the Bureau’s case history: “We be- 
lieve in newspapers because they offer 
immediacy and news value when special 
impact advertising is required. We be- 
lieve in newspapers because they offer 
flexibility in timing, size and copy, an 
advantage which is often important, par- 
ticularly for an insurance advertiser. We 
believe in newspapers because they offer 
a means of localizing advertising both 
to the consumer and to agents—and of 
encouraging both to take immediate ac- 
tion 





WM. J. McCARTHY DIES 

William J. McCarthy, many years with 
the New York office of Hartford Acci- 
dent & Indemnity until his retirement 
in 1956, passed away May 31 after a 
short illness. He was well known in local 
insurance circles. His wife, Mrs. Lillian 
McCarthy, and his brother, Charles, are 
the survivors. 





American Surety Promotes 


Wm. Spaar Jr., F. N. Beckwith 


American Surety has appointed Wil- 
liam Spaar, Jr., assistant manager of the 
court and miscellaneous department, and 
Frank N. Beckwith has been designated 
an attorney in the company’s legal de- 
partment. 

Mr. Spaar joined the claim department 
of American Surety in 1948. He later 
transferred to become salvage manager. 
In January 1957 he joined the legal 
department. 

Mr. Beckwith received his B.B.A. from 
Manhattan College and his law degree 
from Cornell University. He is a mem- 
ber of the New York Bar. 





closer supervision of their so-called in- 
dependent agency force than certain 
direct writers have over their so-called 
exclusive agency plants. 

“An indication of the trend toward a 
semblance of vested interest on the part 
of exclusive company agents is the 
recent verdict in Wisconsin’ which 
awarded a substantial sum of money to 
a former district and local agent for an 
exclusive agency company. This agent 
charged that his contract was terminated 
after he built up a profitable agency and 
the court held that he had built up a 
business through his own efforts which 
he owned and which the company could 
not arbitrarily terminate in spite of the 
company’s practice of billing renewals 
direct to the insured.” 

Before closing Mr. Lang pointed to 
better relations between companies and 
policyholders, noted a growing emphasis 
upon expense reduction in both home 
office and in the field, and told in detail 
a survey conducted by his firm on the 
use of “economy” automobile insurance 
plans. There are 16 companies currently 
using such plans, he said, and the prin- 
cipal feature of all of them is to mini- 
mize the amount of office work necessary 
in preparation of the original policy as 
well as renewals and in collection of 
premiums. The total volume of direct 
business written by all of these plans 
in 1957 was about $32 million. 
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Casualty & Surety 
‘Cos. Oppose WC Bills 


AT WASHINGTON HEARINGS 





Howard M. Starling Testifies Before 
House Labor Subcommittee on Long- 
shoremens, Harbor Workers WC Act 





Insurance industry opposition to a 
number of proposed workmen’s compen- 
sation bills, amending the Longshore- 
men’s and Harbor Worker’s Compensa- 
tion Act was expressed recently by 
the Association of Casualty and Surety 
Companies in testimony before a House 
Labor subcommittee. The subcommittee 
has been conducting hearings on these 
bills and others which would strengthen 
the authority of the Secretary of Labor 
to enforce safety codes for the steve- 
doring industry. 

A bill to permit an injured employe to 
institute third-party liability court action 
without waiving his workmen’s compen- 
sation, ACSC Washington representative 
Howard M. Starling said, “is contrary 
to the fundamental principle of work- 
men’s compensation that the liability of 
an employer for injuries to his employes 
under such a law shall be exclusive. ... 

“The employer paying compensation 
while the employe is bringing an action- 
at-law against the third party would, 
in effect, be financing a lawsuit against 
himself,” if the bill should be enacted, 
Mr. Starling added. 

This type of legislation, he held, 
could be made acceptable only by the 
addition of amendments to make it clear 
that the liability of the employer for 
compensation is exclusive; and to pro- 
hibit settlement of a third-party action 
by an injured employe without prior 
approval of the employer or insurance 
carrier where the settlement amount is 
less than the compensation payment. 

Mr. Starling pointed out that both 
these amendments were recommended 
by a subcommittee which examined 
third-party liability legislation of this 
type two years ago. 


Method of Selecting Physician 


The ACSC also voiced opposition to 
bills amending the Longshoremen’s Act 
to permit an employe to select his 
physician at the cost of the employer, 
instead of leaving the selection of the 
physician to the employer. 

The proposed bills, Mr. Starling 
pointed out, are patterned along the 
lines of the New York law, which have 
proved difficult to administer. Further- 
more, he stated, the provision contained 
in one of these bills, for the establish- 
ment of a panel from which the employe 
may select his doctor, has proved of 
very limited value in New York, “since, 
in effect, virtually all physicians are 
placed on such a panel.” 

The Association of Casualty & Surety 
Cos. also opposed an Administration- 
backed bill to impose upon insurance 
carriers and self-insurers, in’ proportion 
to gross premiums, the cost of adminis- 
tering the Longshoremen’s Act. Mr. 
Starling pointed out that this cost would 
be borne indirectly by the employers 
subject to the Act. 





American Manufacturers 
Reports Gains for 1957 


Premium income of American Manu- 
facturers Mutual was $11,214,814 during 
1957, Chairman James S. Kemper reports. 
This represented an increase of $304,466 
over the record premium writings of 
$10,910,348 attained the previous year 
by the company, a division of the Kem- 
per Insurance group. 

Assets of the company at the end of 
1957 also were at a new high, $18,977,212 
as compared to $18,404,340 in 1956. 
American Manufacturers’ total earnings 
from underwriting and _ investments 
amounted to $2,056,539 during 1957. 

Underwriting gains accounted for 
$1,543,133 of the total and investment 
gains for $513,406. Dividends returned 
to policyholders were $1,701,359. Surplus 
as regards policyholders and unassigned 
funds now total $5,724,904. 


Kemper Cos. Test Budget 
Pay Plan in New York 


Kemper Insurance Plan, a new monthly 
premium budget plan for fire and most 
casualty insurance premiums, is being 
test-marketed in upstate New York 
territory by the Kemper Insurance 
Group, it is announced by Gilbert M. 
Butters, resident vice president in charge 
of the Syracuse branch office. 

Business as well as personal coverages 
may be budgeted under this plan, Mr. 
Butters said. Acceptance of the plan in 
this test area will determine its future 
expansion. 

This new procedure allows customers 
to make a down payment of 20% of 
their premium and to select a five, ten 
or twenty monthly plan for the balance. 
Service charges are figured at 5% simple 
interest amounting, for example, to $1.25 
for each $100 of deferred balance on a 
5-payment plan. 

Mr. Butters pointed to four advantages 
the plan has in addition to providing 
facilities for sound budget programming 
and money management: 

1. It allows people to have both the 
broad coverage and the amount of in- 
surance they want and need, but hereto- 
fore have avoided because of the burden 
the large single premium involved or the 
high cost of financing the premium. 

2. Premiums spread over monthly pay- 
ments on pay-as-you-go budgeting, much 
like telephone and other utility bills. 

3. Premiums for several policies can 
be combined permitting a single monthly 
budget payment. 

4. The plan applies to policies of the 
companies in the Kemper organization 
which offer the savings potential of a 
dividend return. 





Newark Appointment 


Alfred E. Bowman has been appointed 
assistant bond manager at the Newark 
branch office of American Insurance Co. 
He was an underwriter in 
and Chicago before joining American 
Group’s head office in 1930. He later 
directed fidelity, burglary and glass un- 
derwriting for Bankers Indemnity and 
continued in this capacity when Bankers 
was integrated with the American. He 
was named assistant superintendent of 
the bond, burglary and glass underwrit- 
ing department in 1956. 


New York’ 


Program Highspots of Mutual 


Conference at Asheville 


Joseph P. Gibson, Jr., president of 
American Mutual Reinsurance, welcomed 
the delegates to the management con- 
ference June 8-11 of the Conference of 
Mutual Casualty Companies at Asheville, 
N. C. Mr. Gibson spoke in his capacity 
as president of the conference. He was 
followed by Arthur A. Alderfer, Harleys- 


ville Mutual, program chairman. 
Three featured addresses occupied the 
morning session June 9 with Robert W. 
Doucette, Milwaukee Automobile Mutual, 
as moderator. The speakers and their 
subjects were Edward M. Westburgh, 
psychological consultant of Philadelphia, 
on “Building a Stronger Management 
Team;” J. W. Middendorf, II, of Wood, 
Struthers & Co., New York, on “Expan- 
sion in the Multiple Line Age,” and 
Frank Lang, management consultant of 
New York and Chicago, on “Merchan- 
dising—Insurance Management’s Major 
Challenge.” Mr. Lang’s address is re- 
viewed elsewhere in this issue. The 
June 10 program included two addresges 
—“Better Management Through Expense 
Control” by Eugene R. Miller, insurance 
principal of Peat, Marwick, Mitchell & 
Co., New York, and “Organizing for Bet- 
ter Public Relations” by Lee T. Mat- 
thews, manager, Michigan Insurance In- 
formation Service, Lansing. Then came 
a panel discussion—“Increasing Company 


Effectiveness Through Organization 
Structure” — moderated by Mr. Lang. 
Participants were H. H. Hutchinson, 


vice president, Nationwide Mutual; K. 

. Wagner, president, Pennsylvania 
Threshermen & Farmers Mutual Casu- 
alty, and C. M. Russell, president, Me- 
ridian Mutual. At the banquet that 
evening O. C. Griffith of Shelby Mutual 
spoke on “Will an Ulcer Help?” 

The program for June 11 included 
two addresses—“Effects of Design 
Changes on Auto Accidents” by William 
J. FitzPatrick, who directs automotive 
crash injury research at Cornell Uni- 
versity Medical College, New York, 
N. Y., and “Positive Action for Execu- 
tives” by Louis R. Fortier, consultant, 
Walter J. Byrne Co., New York. Moder- 
ator at this session was Donald A. Tripp, 
secretary-manager, Mutual Reinsurance 
Bureau. Closing remarks of the con- 
ference were made by President Gibson. 
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THE INSURANCE STOCK SURVEY 


Our annual comparative analysis of 109 of the country’s 
leading insurance companies is now available. 
A copy will be sent to you upon request. 


We specialize in and offer our facilities for the 
purchase and sale of insurance company stocks. 
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J. J. LUCY, SR., REAPPOINTED 





Continues on Board of Governors of 
N. Y. Building Congress, Inc.; Its 
Importance in Construction Field 
James J. Lucy, Sr., partner in Lucy- 

McNiece & Bull Agency, New York, has 

been reappointed to the board of govern- 

ors of the New York Building Congress, 

Inc., for the ensuing fiscal year, thus 





JAMES J. LUCY, SR. 


continuing a direct representation of the 
surety bond industry on this important 
group of executives of the construction 
industry, 

A surety bond specialist for many 
years, Mr. Lucy has been one of the 
most active workers in establishing pub- 
lic relations contacts with the manage- 
ment officials of businesses serving the 
construction industry in the New York 
area. In this effort he has cooperated 
wholeheartedly with the Surety Asso- 
ciation of America, 

The New York Building Congress, 
whose activities are conducted on a per- 
sonal and cooperative basis by top execu- 
tives of construction companies, is the 
largest organization of its kind in metro- 
politan N. Y. It has been highly success- 
ful in coordinating the industry activities 
of the principal members of the con- 
struction industry including general con- 
tractors, subcontractors, materialmen, 
architect, engineers, bankers, public offi- 
cials and others who participate in the 
ownership, financing, design and _ con- 
struction of private, state and local public 
works. 

Mr. Lucy feels that the personal inter- 
est of these key people on the manage- 
ment side of construction in Building 
Congress affairs represents “an excep- 
tional trade association relationship.” 
At the same time he also applauds the 
pioneering public relations work of a few 
insurance companies and their local off- 
cials (including Maryland Casualty and 
Standard Accident) and _ points out: 
“Their efforts in this direction have 
produced beneficial results for the surety 
bond business out of all proportion to 
the time and effort contributed by in- 
surance members of the Congress.” 


L. E. Mackall’s New Textbook 


A new textbook, “Surety Underwrit- 
ing Manual,” has been prepared by 
Luther E. Mackall, former vice presi 
dent of National Surety Corp. 

The manual is designed not only as 4 
textbook for students of surety under- 
writing but also as a source from which 
any agent can quickly learn what in- 
formation is required for the underwrit- 
ing of any type of bond, how to assemble 
the information, make the require 
checks for accuracy and submit it to 
the underwriters. 

The cost of the manual is $3 per copy 
up to 24 copies, with a graduated scale 
of prices for 25 copies or over. The book 
may be obtained directly and_ solely 
from Mr. Mackall, at 111 East 80th 
Street, New York 21, N. Y. 
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Casualty Actuaries 
Discuss Ethics Guides 


w. W. GREENE LEADS SEMINAR 





Committee Named to Explore Subject; 
Rate Regulatory and Expense Con- 
trol Trends Also Discussed 





The desirability of adoption of stand- 
ards of professional conduct by the 
Casualty Actuarial Society was one of 
the principal subjects discussed at its 
recent spring meeting at Skytop, Pa. A 
committee of the Society is now at work 
on this project and close study is being 
given to the “14 Guides to Professional 
Conduct,” recently adopted by the 
Society of Actuaries. 

W. W. Greene, New York reinsurance 
consultant, a past president of the So- 
ciety, Was moderator of the round table 
seminar at which this subject was ex- 
plored. He submitted the results of some 
research work, pointing to the fact that 
the Institute of Actuaries in England has 
code of ethics from its very 
inception and that the Society of Actu- 
aries started working on its program in 
1954 when a special study committee was 
set up. 

“Consensus of our seminar,” said Mr. 
Greene, “was that an admirable job has 


had a 


been done by the Society of Actuaries 
in formulating its set of principles. They 
are intended as aids to their members 
when questions of professional conduct 
are We noted that the 
‘guides’ did not get down to specifics 


encountered. 


and perhaps that is the way in which 


our Society should proceed. In other 
words, we might well emphasize matters 
of principle rather than spelling out 


details. 

Mr. Greene’s seminar was one of six 
conducted by the Casualty Actuarial 
Society at its spring meeting. Among 
the others (not summarized in our June 
6 issue) were “Current Rate Regulatory 
Problems,” moderated by James B. 
Donovan of Watters and Donovan, New 
York law firm, and “Modern Systems 
of Expense Control,” conducted jointly 
by T. Corwin Steele, comptroller of 
Royal-Globe Insurance Group, and_ his 
assistant, Fred Glasser. 

One of the points well taken in the 


discussion on standards of professional 
conduct was that members of the Cas- 
ualty Actuarial Society should perform 
their duties in such a_ professional 
Manner that no one would ever feel 
that. “we are just a group of figure 
manipulators.” 


Strong Endorsement from Michelbacher 


Strong endorsement of the plan for 
setting up professional conduct standards 
was given by G. F. Michelbacher, a past 
President of the Society and retired 


President of Great American Indemnity. 
Noting that “we have always had an 
unwritten code of ethics,” he felt that 
the time has now come when the So- 
ciety should define more specifically 
Professional rules of conduct for its 
members, He voiced the sentiments of 
si discussion participants when he 


gma the fact that today “too many 
re prone to sell their services to either 
side in an actuarial controversy.” 
tion”, Michelbacher expressed satisfac- 
that ay We are moving in a direction 
ov ed highly important,” and he hoped 
a oe committee now at work would 
take too long in making its report. 
Expense Control System 
Richard J. Wolfrum, assistant actuary, 
erty Mutual, reported on the seminar 


conducted by Messrs. Steele and Glasser. 
fy gave in detail, he said, the expense 


control systm in operation at the Royal- 
Globe home office. The method of ad- 
ministration expense is divided into three 
categories: Salary, travel and fringe 
benefits. 

As to salaries, four: methods of ex- 
pense control can be used as follows: 
(1) by means of budgeting which is 
similar to that which operates in the 
home; (2) job classification—using the 
objective rather than the subjective 
method in salary determination; (3) in- 
centive program, and in this connection 
the question was posed: “How should we 
determine job status or norm for the 
job?” (4) Letting the IBM 705 machine 





Ithaca College Confers 
Honorary Degree on McKell 


In recognition of his signal contribu- 
tions to the nation’s welfare during a 
distinguished career, the honorary de- 
gree of Doctor of Commercial Science 
was conferred at its 63rd annual com- 


mencement by Ithaca College on William 
E. McKell, chairman of the board and 
president of American Surety. 

Mrs. McKell was also a guest at the 
ceremonies, which were held in the First 
Methodist Church of Ithaca. The pro- 
gram included the awarding of five other 
honorary doctorates to outstanding re- 
cipients. 





do the work, thus saving on clerical 
salaries. 

As to travel expense control, it was 
pointed out that the voucher system 
is now being used by Royal-Globe 
people. Everyone is required to furnish 


A nationwide group or a single individual, a mountain climber or a 


diabetic. When you represent Continental, you can ask anybody to buy 


A & H insurance—and have a policy available to fit the need. 


By creating ‘‘a department store of insurance,” Continental has ; 


achieved complete diversification of product without sacrificing the 


advantages of specialization. The needs of the entire A & H market 


may be met through the combined facilities of our ten A & H divisions, 


each of which specializes in a particular segment of that market. 


Find out how the Continental approach can help you increase your 


sales. Contact your nearest Continental branch office or general agent. 


Continental Casualty Company 
Home Office: 310 S. Michigan Ave., Chicago, Ill. 
A Member of the Continental-National Group 


CONTINENTAL ASSURANCE COMPANY ¢ NATIONAL FIRE INSURANCE COMPANY OF HARTFORD 
TRANSPORTATION INSURANCE COMPANY * TRANSCONTINENTAL INSURANCE COMPANY 


such vouchers. 

Fringe benefits are chiefly life insur- 
ance provided to employes and Group 
A. & H. and hospitalization. A problem 
in this category is what type of insur- 
ance protection, if any, should be con- 
tinued by the company after employes 
retire. 

The now universal system of “coffee 
breaks” received attention from the 
standpoint of how to keep them down to 
a proper level. 

It was agreed at this seminar that 
today’s objective in a period of recession 
should be “to watch the store a little 
more closely.” 

Rate Regulatory Problems 


The discussion in the seminar on rate 
regulatory problems centered in particu- 
lar around the automobile rate revisions 
which have been necessary in the past 
two years. 

While most of the rate increases in 
the various states have become effective 
without any difficulty, James B. Dono- 
van, the moderator, said that in 13 juris- 
dictions the companies have recently 
been called upon to justify their filings. 
Most notable of these contested filings 
is that in New York State where the 
National Bureau and Mutual Rating 
Bureau have taken their case to the 
Appellate Division of the State Supreme 
Court after two rejections of a 9.5% 
over-all rate increase. 

Viewing the automobile situation as a 
whole he pointed to the fact that with 
the enormous growth in manufacture of 
new cars and increasing number on the 
highways today, automobile insurance is 
now a social form of insurance. Under- 
standably a wide segment of the car 
driving public, he said, has a real and 
vital interest in the cost of their insur- 
ance protection. 

There are also political aspects to the 
automobile insurance problem upon 
which Mr. Donovan dwelt. 

He then said that in the last analysis 
the ultimate key to the situation lies not 
just in amendments to the rate regula- 
tory laws, but “in securing as high a 
type of State Insurance Commissioner 
for the various states as we possibly 
can.” He also emphasized that State 
Insurance Departments should be staffed 
by competent, adequately paid person- 
nel. He indicated that there is much 
to be done in this connection. 

“We have found,” he said, “that if 
the Insurance Commissioner is of high 
calibre and recognizes his responsibilities 
both to the public and to insurance 
companies, we in industry fare far bet- 
ter than if the Commissioner merely 
regards his post as a stepping stone to 
a better political job.” 


Role of the Actuary 


Turning his attention to the role of 
the actuary in rate regulatory matters, 
Mr. Donovan said that in the future it 
is possible that there will develop vari- 
ous conflicts in testimony. For this rea- 
son he felt that the actuary should es- 
tablish a reputation as being intellect- 
ually honest. “While uniformity of 
opinion among actuaries cannot always 
be attained, nevertheless to the maxi- 
mum degree possible and without inter- 
fering with his personal opinion, the 
actuary should do everything possible 
in giving testimony to minimize such 
conflicts. 

“If this can be accomplished,” said 
Mr. Donovan, “it could be an extremely 
important factor in eliminating many of 
the disputes which occur and would also 
help immeasurably in reaching amicable 
solution to rate regulatory problems.” 





ANNUAL MEETING IN HARTFORD 
The 1958 annual meeting of the Casualty 
Actuarial Society will be held next 


November in Hartford. 
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Elect Nine to Higher 
Posts in Lumbermens 


FOUR TO OFFICER STATUS 





They Are Jones, Los Angeles; Patton, 
Chicago; Fisher, San Francisco; Tower, 
Boston; Respective Careers 





Four new officers have been elected 
and five current officers have been 
elevated by Lumbermens Mutual Cas- 
ualty and American Motorists, Chairman 
James S. Kemper has announced. 

The four new officers are Douglas C. 
H. Jones, Los Angeles, and Thomas M. 
Patton, Chicago, assistant secretaries; 
and Edson B. Fisher, San Francisco, 
and Walter T. Tower, Boston, resident 
secretaries. 

Those promoted are Dr. N. G. Long, 
Chicago, from chief surgeon to medical 
director; Hiram }.. Kennicott Jr., Chi- 
cago, from assistant secretary to second 
vice president: John F. Leary, Boston, 
from resident secretary to third vice 
president; and J. Morton Macomb, 
Summit, N. J. and William V. O’Neil, 
Boston, from assistant secretaries to 
resident secretaries. 

Mr. fones has been with the Kemper 
group companies’ safety engineering de- 
partment since 1929 and now is district 
safety director in the Los Angeles area. 

Mr. Patton, manager of the bond and 
burglary department, joined the Kemper 
organization in 1940 as a messenger. 
From 1947 until last January, he was 
manager of the companies’ central divi- 
sion bond and burglary department. 

Mr. Fisher is claims manager in the 
Kemper Companies’ San Francisco office. 
He joined the organization in 1941 in 
the Chicago home office and was trans- 
ferred to the West Coast in 1953. 

Mr. Tower came with the Kemper 
group in 1931 as an assistant underwriter 
for Federal Mutual, a Kemper division 
which was merged on last January with 
an affiliated company, American Farmers 
Mutual. 

Long and Kennicott 


Dr. Long has been chief surgeon of 
Lumbermens and AMICO since May, 
1956. He joined the group in 1949 as 
resident surgeon for the New England 
department and moved to the Chicago 
home office in 1954. 

Mr. Kennicott was named adminis- 
trative assistant to the senior vice presi- 
dent in charge of underwriting last July. 
He joined the Kemper organization in 
1938 and served as a safety engineer 
and an underwriter before leaving for 
service as a civilian electronics engineer 
with the U. S. navy from 1942 through 
1945. 

He was a member of the company’s 
business extension and executive depart- 
ment staffs until his appointment in 1948 
as a coordinator in the procedures de- 
partment, a post he held until being 
named to the present position. 

Mr. Kennicott was elected assistant 
secretary of Lumbermens and AMICO 
in 1954. 

Leary, Macomb and O’Neil 


Mr. Leary, who has been with the 
Kemper companies since 1924, is now 
head of the casualty underwriting de- 
partment in the companies’ Boston 
office. 

Mr. Macomb is branch casualty under- 
writing manager for the Kemper group’s 
eight-state Eastern territory, head- 
quartered at Summit, N. J. He began 
in 1934 as a chief clerk in the com- 
panies’ Eastern territory auto under- 
writing department at Philadelphia. 
After three years’ leave for military 
service during World War II, he re- 
turned to the Philadelphia office as man- 
ager of automobile underwriting. 

Mr. Macomb was transferred to the 
Summit office in February, 1956, and 
was named to his present post a year 
later. He was elected an assistant secre- 
tary of Lumbermens and AMICO last 
December. 

During his 21 years with the Kemper 
organization, Mr. O’Neil has been claim 


Al Duncan Given Farewell 
Party by Associates in Co. 


Associates of Alfred E. Duncan, Jr. 
who has retired from the Reliance of 
Philadelphia, gave him a_never-to-be- 
forgotten farewell dinner June 6 at the 
Poor Richard Club of that city. With 
76 people attending, the evening’s pro- 
gram was expertly guided by Addison 
Roberts, vice president-treasurer of the 
company, who was master of ceremonies. 
Its theme was “catch-all Duncan” which 
gave plenty of latitude for eulogizing the 
guest of honor and his 42-year career 
with the company. 

Two specially prepared songs—adapted 
to the tunes of “Yellow Rose of Texas” 
and “Sugar Time” were lustily sung. 
Then a skit was staged, typical of the 
one used by Mr. Duncan in his training 
classes, i.e. agent-special agent and sec- 
retary, with an interrupting telephone. 
Just prior to the presentation of the 
farewell gift Mr. Roberts read a poem 
which reflected the high regard fer 
“Al” Duncan in the Reliance organiza- 
tion. 

He was presented with a_ portable 
T.V. set, a year’s subscription to T.V. 
Guide, 50 new one dollar bills arranged 
on a Disney raft, and a money gift from 
the company’s welfare fund. 

Nautical decorations abounded and in 
the center of the room was a black 
“catch-all” decorated with all of the 


pieces typical of Mr. Duncan’s life and 
hobbies. 





manager in the Indianapolis and Louis- 
ville branch claim offices. He has been 
manager of the company’s’ Boston 
branch claim department since 1950 and 
was named an assistant secretary of 
Lumbermens and American Motorists 
last year. 








Gerling International Insurance Company, Del. U.S.A. 
Robert Gerling & Co. Inc., Managers 
27 William Street, New York 5, N. Y. 


Universale Reinsurance Company 
Bahnhofstr. 1, Zurich, Switzerland 


Gerling International Compagnie d'Assurances 
et de Réassurance S.A. 


26 rue du Lombard, Bruxelles, Belgium 








N. J. Agency Supervisor 

T. J. Kisselbach, regional vice presi- 
dent of State Farm Mutual Automobile, 
announces the appointment of Joseph D. 
Shuck to agency supervisor in New 
Jersey. Mr. Shuck joined the company 
in 1953 as an agent in Maryland. He 
advanced to district manager in New 
Jersey in 1954 and was promoted agency 
supervisor in New York last year. 

In his first year as manager Mr. Shuck 
had more agents qualify for Career Club 
and Convention Club than any other 
State Farm manager. He lives in Clifton, 
N. 3 





TRANSFER CLAIMS MANAGERS 
Charles A. Hall, formerly Glens Falls 
claims manager for Hartford A. & I., 
has been promoted to claims supervisor 
at Albany. Walter D. Jennings, previ- 
ously Plattsburgh claims manager, suc- 
ceeds Mr. Hall in Glens Falls. 
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Allstate Starts Work on 
New Philadelphia Office 


Judson B. Branch, president of the 
Allstate recently turned the first shovel 
of earth to mark the start of construc- 
tion of a new $1 million Philadelphia 
regional office building in Tredyffrin 








township in the suburban Philadelphia 
area. The building will be occupied by 
the Allstate regional office presently 
located in midtown Philadelphia. A 
single-story structure of 55,000 square 
feet, it initially will house 200 employes 
with provision for future expansion. 

The air conditioned building will be 
set on landscaped grounds and feature 
an employes’ cafeteria and outdoor 
dining patio. Parking will be provided 
for over 200 cars. The building was 
designed by the Ballinger Co. of Phila- 
delphia. 

Participating with Mr. Branch in the 
ground-breaking ceremonies were H. M. f 
Mereness, east central zone vice presi- 
dent, Ambrose M. Hasso, Philadelphia 
regional manager, and executives from [J 
Allstate and Sears Roebuck and Co. as 
well as local business and civic leaders. f 
An official welcome to Allstate was ex- 
tended by Dr. Norman L. Skow, chair- Ff 
man of the board of supervisors o! 
Tredyffrin township. 

Allstate employes Dyson Herting and 
Frank Schlett were dressed in uniforms fF] 
of Washington’s Colonial army to repre- 
sent the spirit of Valley Forge. 

The operation of the Philadelphia 
regional office covers the eastern hali 
of Pennsylvania and the state of Dela-P 
ware. It supervises eight district service F 
offices and 22 sales service locations, F 
with 95 Allstate agents. 





A. H. Rust Elected 


(Continued from Page 34) 


of the three companies in the State 
Farm Group, has held the board chair 
manships of State Farm Life and State 
Farm Fire and Casualty companies since 
1951. Both are wholly-owned affiliates 
of State Farm Mutual. ; 
The first management associate 0 
G. J. Mecherle, State Farm’s founder, 
Mr. Rust’s insurance career dates {rom 
the company’s inception in 1922. He 
was elected executive vice president 0! 
State Farm Mutual in 1934 and president 
in 1954. The post of board chairman had 
been held vacant since Mr. Mecherles 
death in 1951. 
Edward B. Rust is State Farm Mt ff 
tual’s fourth president, moving to the 
post from executive vice president 
operations, to which he was elected 1" 
1954. He was graduated cum laude !" ff 
1940 from Stanford University and_ wa > 
elected to Phi Beta Kappa, national f 
honorary scholastic society. He bega' > 
his State Farm career in 1941, and waf 
named director of branch offices up0'f 
his separation from the Navy as @f 
lieutenant, j.g., in 1946. He served in the} 
Pacific theater during World War II. 
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Accident & Health 
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GRANDIN JOINS AMER. LIFE 





American Surety’s Affiliate Setting up 
Accident & Sickness Division With 
Him as Its Manager 
An accident and sickness department 
has just been established by American 
Life of New York as the latest step in 
its continuing expansion and develop- 
ment. The American Life is an affiliate 

of American Surety Co. 
Edward S, Grandin, III, has joined the 





EDWARD S. GRANDIN, III 


company as manager of the newly cre- 
ated department, it is announced by 
William KE. MckKell, president of both 
companies and chairman of the Ameri- 
can Surety. 

Mr. Grandin has had over 20 years 
of experience in the A. &S. field, with a 
background of sales and underwriting 
in both Group and individual lines, 

A graduate from Columbia University 


with B.A. degree in 1937, Mr. Grandin 
received M.A. degree from New York 
University in 1941. He is a trustee of 


Bard College at Annandale, N. Y. 
Mr. MckKell expressed confidence that 


in making A.&S. facilities available, 
agents and brokers will find it more 
desiralle than ever to use American 
Surety Group for the needs of their 
clients for life, accident and_ sickness, 


fire, casualty and inland marine insur- 
ance and fidelity-surety bonds. 


Cc. 0. PAULEY HONORED 


A. & H. Leader Given Special Recogni- 

tion by Cornell College, lowa, at Com- 

_ mencement; of Class of 1901 

C. O. Pauley of Chicago, one of the 
elder statesmen of the A. & H. industry 
with over 50 years of service to his 
credit, was given special recognition by 
Cornell College of Mount Vernon, Iowa, 
his Alma Mater, at its June commence- 
ment exercises. Mr. Pauley, who is of 
the class of 1901 at Cornell, was cited 
lor his outstanding service to the college 
and in his profession. He has served on 
Cornell’s board of trustees for 15 years 
and is now vice chairman of the board. 
_ Mr. Pauley retired a few years ago 
'rom the Health & Accident Under- 
Writers Conference after serving as its 
Managing director. 

; ROY DAVIS RECOVERING 

Roy L. Davis, manager, Chicago office 
of Association of Casualty & Surety 
Ompanies, is ill in Wesleyan Memorial 
9spital, Chicago, but is recovering. 





Skutt Receives Honorary 


Degree from U. of Omaha 


V. J. Skutt, president of Mutual of 
Omaha, was recently elected vice presi- 
dent of the Health Insurance Associa- 
tion of America. Another honor came 
to Mr. Skutt this week when the Uni- 
versity of Omaha presented him with 
an honorary Doctor of Laws. 

The occasion was the University’s 
49th annual commencement exercises. 
Also honored with Mr. Skutt was Peter 
Kiewit, president of the well-known con- 


struction company. 

Referring to Mr. Skutt, Dr. Milo 
Bail, University president stated, “In 
the insurance industry, in the legal 


fraternity, in a great variety of busi- 
ness and banking institutions, in civic, 
cultural and educational circles, he has 
made a significant contribution . .. and 
his sphere of influence continues to ex- 
pand throughout the nation and the 
world.” 

Mr. Skutt, a board member and direc- 
tor of many civic and business organiza- 


tions, served on the University of 
Omaha’s Board of Regents from 1944 
to 1950. 


R. W. ELLSWORTH’S NEW POST 
Joins American Progressive Health of 
N. Y. as Supt. of Agencies; Company 
To Enter Life Ins. Field Soon 
Richard W. Ellsworth is the newly ap- 
pointed superintendent’ of agencies of 


American Progressive Health of Mount 
Vernon, .N Y., ‘having held a similar post 





RICHARD W. ELLSWORTH 
with Northeastern Life of New York 
during the past several years. Mr. Ells- 
worth has also been associated with the 
home offices of American Bankers Life 
of Miami, Fla., and Security Mutual 
Life in Binghamton, N. Y. 

American Progressive, whose president 
is Bernard Wallman, now writes all 
forms of A. & H. for individuals, families, 
and on a true Group basis. It also main- 
tains a special risks department handling 
student accident, athletic teams, hunters, 
fishermen, volunteer policemen and fire- 
men and other such coverages. The 
company is presently licensed in 16 states 
including Illinois, Louisiana, Oklahoma 
and Virginia where approvals have been 
granted since January 1, 1958. 

President Wallman recently announced 
that the company will enter the life in- 
surance field later this year. 








Illinois Mutual’s W inners 


Get Awards from McCord 


E. A. McCord (left) with President’s 
Trophy Winners, Don F. Harrison 
(seated) and C. C. Spring (right). 


President E. A. McCord of Illinois 
Mutual Life & Casualty took keen satis- 
faction in presenting awards recently to 
winners in April production, featuring 
the President’s trophy month. Don F 
Harrison of Edina, Mo., not only led 
the company in premium volume that 
month, but also won the Outstanding 
New Agent trophy. Corles C. Spring 
of Redfield, Iowa, led all agents in num- 
ber of applications—a total of 106. Both 
have been with the company less than 
three months. 

These awards were presented at IIli- 
nois Mutual’s annual President’s trophy 
month dinner which took place during 
the company’s 48th anniversary conven- 
tion. Over 1,500 agents competed for 27 
trophies in this competition. The com- 
pany recently sold its first life insurance 
policy after many years of pioneering 
in the accident and sickness field. 





A. & H. GAINS NATIONALLY 





Health Insurance Council Finds Hospi- 
talization Coverage up 4.7%, Surgical 
Expense, 7.5% and Medical 10.7% 

Substantial gains in all types are re- 
vealed in the 12th annual survey of the 
extent of voluntary health insurance cov- 
erage just completed by the Health In- 
surance Council, The survey is processed 
for HIC by the Health Insurance Asso- 
ciation of America which is a participat- 
ing member, . 

At the end of 1957, there were 121,432,- 
000 persons covered for hospital expenses 
or 4.7% greater than the 115,949,000 pro- 
tected as of the end of 1956. Persons 
with surgical expense protection totalled 
108,931,000 at the end of 1957 or 7.5% 
more than the 101,325,000 with such cov- 
erage as of the end of the previous year. 
For regular medical expense, coverage 
was provided 71,813,000 persons or 10.7% 
more than the 64,891,000 covered as of 
1956. For major medical expense protec- 
tion, persons covered totalled 13,262,000 
or 49.4% more than the 8,876,000 covered 
as of the end of 1956. Finally, 42,139,000 
persons had coverage against loss of in- 
come due to disability at the end of 1957 
or about 3% more than at the end of 
1956. 

In a projection of its 1957 totals, the 
Council estimates that as of June -1, 
1958, some 123 million persons were pro- 
tected against the cost of hospital ex- 
penses, 111 million for surgical expense, 
74 million for regular medical expenses, 
15 million for major medical expenses, 
and 42.5 million against lass of income 
due to disability. Benefit payments 
me to $4.2 billion—an increase of 

‘0. 

_A detailed presentation of the distribu- 
tion of these coverages and benefit data 





Oakley Baskin Announces 


220 LPRT Qualifiers 


Oakley Baskin, Mutual of Omaha, 
Buffalo, N. Y., revealed this week that 
220 producers have qualified this year 
for the Leading Producers Round Table. 
The announcement came shortly before 
the annual convention of the International 
Association of Accident & Health Un- 
derwriters in Los Angeles. 

The LPRT awards are given on annu- 
alized premium in A. & H. It takes 
$10,000 for the bronze award; $15,000 for 
the silver, and $20,000 for the gold award. 
Life membership of the LPRT is at- 
tained by qualifying for the gold ward 
three years in succession. The designa- 
tion after that is “life and qualifying 
award.” 

Mr. Baskin points out that some 
would-be qualifiers had to be turned 
down because of irregularity in their 
membership status during the year. The 
LPRT committee adheres strictly to the 
rules and makes no exceptions. The 
deadline for submitting an application 
for the award was three months earlier 
this year than last. 

Plaques and certificates will be dis- 
tributed to local and state associations 
this month. Here is a list of qualifiers: 


Life Qualifiers 


Robert L. Allen, Bankers Life & Casualty, 
central Florida; Carl L. Brandt, Sr., First 
National Casualty, eastern Wisconsin; Ralph 
W. Bull, Mutual of Omaha, western New 
York; Leonard Davis, Provident Life & Acci- 
dent, Los Angeles; Ralph L. Ragsdale, Horace 
Mann Mutual Casualty, Rockford; Donald F. 
Steffl, Business Men’s Assurance, Minnesota 
state; and Gibson Wright, Continental Casualty, 
northwest Wisconsin; 


Life and Qualifying (Gold) 


Betty D. Benedetto, and Nicholas Benedetto, 
Mutual of Omaha, western New York; Willard 

Cremer, Bankers Life & Casualty, central 
Florida; Mary L Haas, Mutual of Omaha, 
western New York; Nathan Lilienkranz, 
eral Life & Casualty, western New 
B. J. Olivadoti, Mutual of Omaha, western 
New York; Robert F Schack, Business Men’s 
Assurance, Minnesota state; John W. Theisen, 
Colonial Life & Accident, Central Florida; and 
Robert J. Vessel, North American Life 
Casualty, Minneapolis. 


Life and Qualifying (Silver) 


Julian Blanchard, Provident Life & Accident, 
Auburn, Me.; Thomas E. Callahan, Time In- 
surance, Milwaukee; Floyd A. Stoeckl, Federal 
Life & Casualty, western New York, and Alex 
Wormser, Mutual of Omaha, western New York. 





Stone Wins Good Neighbor 
Award from Chicago Assn. 


W. Clement Stone, president of the 
Combined Insurance Co. of America, 
Chicago, was presented on June 5 with 
a 1958 “Industrial Good Neighbor Award” 
by the Chicago Association of Com- 
merce and Industry. Presentation was 
made by Joseph L. Block, president of 
the association and of the Inland Steel 
Co. 

The “Industrial Good Neighbor 
Awards” were created by the associa- 
tion three years ago to recognize out- 
standing participation by Chicago area 
firms in cooperating with Mayor Daly’s 
city wide program to make Chicago 
“America’s Cleanest City.” The award 
to Combined Insurance was given not 
only for the company’s own program 
of beautifying and remodeling five older 
buildings it occupies along Sheridan 
Road and Broadway, Chicago, but also 
for its leadership in promoting a gen- 
eral improvement program for the 
uptown community on Chicago’s far 
north side. 





STANDARD ACCIDENT DIVIDEND 


Standard Accident declared a dividend 
of 50 cents per share payable June 5 to 
common stockholders of record as of the 
close of business May 23. 





by types of insuring organization as of 
December 31, 1957 has been sent to 
HIAA member companies. A preliminary 
printed version of the report will be 
sent out in about a month and the final 
version, containing a _ state-by-state 
breakdown will be available in the fall. 
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Electronic Conversion 


(Continued from Page 12) 


development of punched card systems 
we had begun to rely, in some areas 
practically entirely, on branch informa- 
tion as a basis for action at head office, 
without any tragic results. 

“We recognized that we must produce 
visual records of the transactions affect- 
ing our policies from period to period. 
While such a record would not be a 
practical tool to establish the status of 
large numbers of policies it would serve 
for urgent inquiries on individual policies 
which could not await a letter to a 
branch office. 

Profile of Machine Needed 

“The profile of the machine we would 
need gradually emerged. It appeared 
that input and output data must be 
handled by magnetic tapes, and the com- 
need to have the internal 
at least 5,000 additions 
ac- 


puter would 
speed to perform 
per Punched were 
cepted as an intermediary to convert 
data to tape We already have an 
efficient punch card department so we 
decided to use it during our changeover 
period to punch much of our new data 
for conversion to tape. We hope that 
by the time we are completely converted 
speedier and more direct transcription 
devices will have reached the market.” 

Further along Mr. McGowan said that 
a difficult part of Sun Life’s investigation 
was that concerning comparative costs. 
He brought out: “The proposal for our 
Ordinary business anticipated handling 
as one unit the work of many separate 
and differing types of departments. This 
made even more exacting a normally 
difficult task. Deliberately erring on the 
conservative side we estimated the num- 
ber of people we would require to staff 
the new singie unit. In discussing our 
estimates with the supervisory staff of 
the affected departments several of our 
estimates attracted their criticism. 
Some of the questioned areas were 
analyzed in detail with the cooperation 
of the critics. ; 

“Generally we found that our esti- 
mates held up. Naturally the real test 
must wait until our proposed scheme 
is a working scheme. However, remem- 


second. cards 


bering that our equipment costs are 
greater and our salary scales more 
modest than in the S.A., it may 


be of interest to mention that we esti- 
mate that our electronic data processing 
system will, we hope, recoup our original 
costs within no more than five years. 

“During the course of our inquiries 
interim reports were prepared for man- 
agement. Discussion of the reports 
brought out the difficulty of acquiring 
an effective understanding of our pro- 
posals from the reports alone. To 
amplify the reports a series of meetings 
were arranged with the interested execu- 
tive officers at which members of our 
investigation team presented talks on 
various aspects of computers and our 
conclusions as to their usefulness to us. 
The talks developed into lengthy ques- 
tion and answer discussions among those 
present adding detail to our reports and 
clarifying doubtful points. Following 
this program of meetings we decided to 
acquire a large scale electronic computer 
and Univac II was our choice.” 


Announcement Made to Staff 


The first announcement of the Sun 
Life’s decision to convert was made to 
its own staff. To allay the uncertainty 
which rumors would foster, the company 
had, during its investigations, made a 
point of reassuring the staff by en- 
deavoring to offset the automatic brain 
concept then so popular in the public 
mind. “Instead we emphasized the more 
realistic ‘super moron’ concept,” the 
speaker pointed out. “We pointed to the 


ability of the computer to absorb the 
wearisome routine operations, the need 
for high human skills to use it to ad- 
vantage, and gave the positive assur- 
ance that no one’s employment would 
suffer.” 

Full consideration was given to the 
merits of renting as against buying the 
computer system and it was decided, 
Mr. McGowan said, to order its Univac 
II on a rental with two year option to 
purchase. He indicated that “our present 
expectation is that we will exercise this 
option.” 

Finally, Mr. McGowan said that Sun 
Life established a new electronics plan- 
ning department to plan its conversion 
progress until the installation of the 
computer. Its first steps were educa- 
tional. Largely from the departments to 
be affected by the new system a group 
of about 100 experienced key personnel 
was selected. These people were given 
a short course in computers and then 
returned to their own departments. The 
company decided to draw upon its own 
staff for the programmers, selecting 25 
persons to be so trained. From its 
punched card department four men were 
selected to take a course on computers 
and operators for the auxiliary equip- 
ment have been trained on the equip- 
ment installed in advance of the com- 
puter. 


The speaker further said that “our 
electronic system will be maintained at 
the beginning by resident engineers and 
technicians employed by the manufac- 
turer. For reasons of economy we will 
eventually do this with our own staff. 
We again searched among our staff for 
possible technicians and this time we 
found our recruits among experienced 
war-time radar operators. Three such 
men have been selected and given the 
appropriate training courses conducted 
by the manufacturer.” 

In closing Mr. McGowan spoke about 


“planning” as follows: 
“The efforts of our expanded electronics 


department has been largely devoted to adding 
flesh and blood to the skeleton plans. We have 
in our computer centre card to tape and tape 
to card converters, unitypers and a high-speed 
printer. Many different jobs have been done 
by preparing our own tapes carrying out the 
computer work on a service basis and then 
printing the results in our centre. In the 
combined operations, with which I have been 
principally concerned, there has been a con- 
tinuous search for a better mousetrap. It 
been necessary to guard against the urge to 
invent the ‘perfect’ system. and to settle instead 
for something which will the job, 
perhaps imperfectly but at least safely. Into 
fitting all the pieces of the master plan has 
gone much research and discussion and not a 
little ‘agonizing reappraisal.’ ” 
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Wm. D. Babcock Installed 
As New President of IASA 


William D. Babcock, treasurer of the 
Keystone Automobile Club Casualty Co, 
Philadelphia, was elected president of 
the Insurance Accounting & Statistical 
Association at its recent 35th 
conference in Chicago. This was one of 
the most successful gatherings held by 
IASA with a record breaking attendance 
of nearly 1,700. Featured on the thiree- 
day program were addresses on clec- 
tronics application, some of which are 


reviewed in this issue, and manual 
methods of record keeping. 

Other officers installed by IASA in- 
cluded the following: Past president— 


annual 


L. M. Cox, Employers Mutual Liability 
of Wisconsin; vice president of program 
—John C. Smith, Imperial Life of 


vice president of conference— 
Nationwide Mutual of 
Columbus, Ohio; vice president of 
finance—E. FE. McCandless, United 
Benefit Life of Omaha. 

Also installed were the following who 
are designated directors of various [ASA 
activities: F. J. Winterle, New England 
Life, Boston, life, A. & H. and Group 
division; Paul Otteson, Federated Mu- 
tual Implement & Hardware, Minn., fire 
and casualty division; Thomas M. Mott, 
Republic National Life of Dallas, in 
charge of local chapters; R. A. Saunders, 
Equitable Life of Canada, research divi- 


Toronto; 
Lowel Rinehart, 






J 


\| 
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sion; James A. Dryer, Standard <Acci- 
dent, public relations; T. D. Kennedy, 
Employ ers Reinsurance Corp., publica- 


tions, and W. R. Morgan, Equitable Life 


Assurance Society, exhibits. 

President Babcock is a graduate of 
University of Pennsylvania, with BS. 
and M.B.A. degrees. He continues his 
active interest in his Alma Mater by 
serving as an accounting instructor. 

From 1934 to 1950 he was connected 
with the Manufacturers Casualty of 
Philadelphia, holding successively _ the 
posts of personnel manager, chief ac- 
countant, assistant treasurer, comptroller 
and treasurer. In February, 1950, he 
joined the Keystone Automobile Club 
Casualty as treasurer. Besides the IASA 
he is also a member of the Association 
of Casualty & Surety Accountants and 
Statisticians. 


Electronic “Eye” to Automate} 
Air-conditioning} 


Air-conditioning is being automated inf 
the new 110 William Street building B 
New York, by means of an electronicf 
Installed in the basement of this 
31-story building, now being erected, the} 
“eye” will insure the comfort of all off 
its tenants by spotting immediately any F 
temperature change. 

The 110 William Street Corp., sub 
sidiary of Crum & Forstr, considers that 
its structure will be the first multi-ter- 

New York to install the 
electronic “eye”. It will be part of spe 
cially designed central control cente! f 
and instrument panel that is linked t 
a complex thermostatic network. Mor 
than 20 miles of wire are connected to F 


ant office in 


the building’s 12 air-conditioning sy* 
tems, 
The automatic system, developed by 


Minneapolis-Honeywell Regulator 
and known as the Supervisory Dat 
Center, contains more than 100 check 
points on the panel which is faced it 
lucite and multi-colored button’, 
switches, dials and pilot lights. Throug! 
the use of this network one man cal 
start and stop the comfort equipment 
read the temperatures of various poill! 
in the building and make adjustment 
in individual rooms or zones. 
According to Sylvan Bien and Robet!f 


rpg 


i 
; 
' 
i 


Bien, architects, and Sears & Kop. 
mechanical . nginee rs for 110 William 
Street, the advanced control  systel i 


eliminates the time- consuming metho! 
of having a crew of skilled maintcnant® 
men move from floor to floor to tah 
readings and make adjustments. 
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Follmann Makes Full Report To NAIC 
On Cancellation Practices Of 366 Cos. 


HIAA Study Shows 99.5% of Individual A. & H. Policies 
Examined in April-Sept. 1957 Period Were Continued 
in Force Without Re-underwriting 


Chicago, June 10—Joseph F. Follmann, 
Jr, director of information and research 
of Health Insurance Association of 
America, submitted to the A. & H. com- 
mittee of the Insurance Commissioners 
at their annual meeting here a_ full 
report on the study made by HIAA 
covering company practices with respect 
to cancellation and non-renewability of 
individual A. & H. policies. 

In so doing Mr. Follmann explained 


that during a period from April 1, 
1957, through September 30, 1957, a 
total of 366 insurance companies, which 


currently write approximately 95% of 
the individual cancellable A. & H. pre- 
mium volume, maintained at the request 


» of NAIC a current and detailed account 
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to each policy cancelled 
and non-renewed. In addition to quanti- 
tative data, information was compiled 
with respect to such qualifying factors 
as the reason for cancellation and non- 
renewal, the type of coverage affected, 
age of the policyholder at the time of 
action, duration of time the policy had 
been in force, amount of benefit provided 
for in the policy, amount of benefits 
paid on the policy prior to cancellation 
and non-renewals, and the amount of 
premiums paid by the policyholder. 

Mr. Follmann also submitted supple- 
mentary information dealing with such 
general matters as degree of under- 
writing, the characteristics of the agency 
force and type of commission structure. 
“As a result,” he said, “we have as- 
sembled for the first time current and 
meaningful information with respect to 
cancellation and non-renewability prac- 
tices on a nationwide basis.” 


Highlights of Findings in Study 


Mr. Follmann revealed to the NAIC 
that 99.5% of the 20,664,433 individual 
cancellable A. & H. policies studied by 
the 366 companies were continued in 
force without any re-underwriting action 
during the survey period. He further 
reported: “Of the 0.43% receiving some 
form of re-underwriting action, 0.17%, 
or about 2/5 were continued in force 
through the use of waiver riders, sub- 
Stitute coverage, or substandard (rated 
up) coverages and 0.26%, or about 3/5 
were cancelled or non-renewed. Of the 
latter, about 1/3 could have been avoided 
had offers by the company of waiver 
riders, substitute coverage or substand- 
ard coverage been accepted by the 
policyholder.” 

lhe NAIC was also advised that there 
were 2,725,181 policies on which claims 
Were paid during the survey period. 
This was 13.2% of the total policies in 
force. “Thus, on a yearly basis,” ex- 
plained Mr. Follmann, “claims were paid 
on 26.4% of the policies which were 
subject to re-underwriting action by the 
terms of the policy contract. Of the 
policies on which claims were paid 
during the survey period, 2% were can- 
celled or non-renewed.” 

‘ It was further noted that 37.6% of 
nga companies reported to have 
their ‘a some restriction on 
policies aS to cancel or non-renew 
i lese voluntary restrictions, 
rcsusteua ie ager are agro Se 
orm of pel ac usually take the 
y restricting the right 


respect 


to cancel or non-renew despite the de- 
terioration of the health of the insured. 
He continued: 


Major Reasons for Cancellation 


“Of the policies which were cancelled 
or non-renewed during the reparting 
period, 49.2% were attributable to deteri- 
oration in the health of the insured; 
8.5% were due to the occurrence of 
excessive claims; 28.6% were the result 
of situations brought about solely by 
the insured by virtue of misstatements 





Follmann Wins Praise 


At the conclusion of Mr. Follmann’s 
summary presentation of HIAA’s study 
of problems incident to cancellation Sam 
N. Beery, Colorado Insurance Commis- 
sioner, who is chairman of the NAIC 
subcommittee dealing with this problem, 
extended praise to Mr. Follmann and his 
assistants—David “Robbins and Hugh 
King—for the degree of perfection with 
which they had presented the facts. The 
report was adopted in executive session 
and it was recommended that the sub- 
committee be discharged. A complete 
report of the cancellation study will be 
distributed to each state Insurance De- 
partment of the NAIC. 





or omissions in the application, abuse 
of the insurance coverage, or other 
voluntary actions which affected his in- 
surability; 9.3% were caused by the 
arrival by the policyholder at the under- 
writing age limit established by the 
company but not stated in the policy 
contract. This was the case in 90.2% of 
the instances resulting from cancellation 
and non-renewal of loss of income poli- 
cies which cannot be continued after 
retirement from productive employment 
since the hazard insured against has 
ceased to exist; and 4.4% were for other 
miscellaneous reasons. 


Practices Vary Considerably 


“Cancellation and non-renewal prac- 
tices vary considerably with different 
types of policies. In the study period the 
rate of cancellation and non-renewal 
among loss of income policies (0.36%) 
was slightly more than double the rate 
among hospital-surgical-medical policies 
(0.16%). Among both types of coverage, 
physical deterioration of the health of 
the insured accounted for the major 
reason for cancellation and non-renewal. 
However, for  hospital-surgical-medical 
policies this reason accounted for 60% 
of all cancellations and non-renewals 
while for loss of income policies it 
accounted for 41%. 

“Excessive claims (15%), pre-existing 
conditions (9.1%) and misrepresentation 
and fraud (8.1%) were the other leading 
reasons for cancellation and non-renewal 
of hospital-surgical-medical policies. For 
loss of income policies, arrival by the 
policyholder at the underwriting age 
limit established by the company but 
not stated in the policy (12%), pre- 
existing conditions (9.7%), and excessive 
claims (9.0%) were major reasons for 
cancellation and non-renewal. With re- 
spect to the first of these reasons, the 
policy cannot, of course, be continued 
after retirement and cessation of the 
hazard which had been insured.” 

Mr. Follmann called attention to the 
fact that the incidence of cancellation 


and non-renewability, tended to increase 
with the age of the insured. Among all 
hospital-surgical-medical policies, the 
proportions of the total cancellations 
and non-renewals increased with the age 
of the insured to a peak at age 70 and 
declined thereafter. For loss of income 
policies which were cancelled and non- 
renewed, on the other hand, the propor- 
tions increased with age but reached a 
peak at age 60 and thereafter decreased. 

“When examined by the reason for 
cancellation and non-renewal,” said Mr. 
Follmann, “this pattern also applied with 
respect to policies cancelled or non- 
renewed because of the physical deterio- 
ration of the health of the insured and the 
discernment of a pre-existing condition. 
Among those policies affected because 
of the occurrence of excessive claims, 
however, the proportion reached a peak 


at age and were sufficiently high 
below this age to justify a presumption 
that what was reported as_ excessive 


claims might, in many instances, more 
properly have been classified as false 
or exaggerated claims. Misrepresenta- 
tion and fraud, as a reason for cancella- 
tion and non-renewal of hospital-surgi- 
cal-medical policies, was also relatively 
more prevalent among the younger 
policyholders and reached a peak at 
age 
Cancellations Occur in Early Years 
of Policy 


“In general, cancellations and non- 
renewals occur in the early years of the 
life of the policy, the average being 
about two years for hospital-surgical- 
medical policies and seven years for 
loss of income policies. Hence, while the 
incidence of such actions tend to in- 
crease with age of the policyholder, as 
has been indicated previously, such 
policies were, none-the-less, in force for 
a brief period of time on the average. 

“When examined by the reason for 
cancellation and non-renewal in rela- 
tion to the number of years the policy 
had been in force, the pattern for those 
due to deterioration of the health of the 
insured and for the occurrence of ex- 
cessive claims was generally the same. 
However, policies cancelled or non- 
renewed as a result of discernment of 
a pre-existing physical condition oc- 
curred earlier in the life of the policy 


than the over-all average. Hospital- 
surgical-medical policies cancelled or 
non-renewed for this reason had been 
in force, on the average, for one year; 
loss of time policies had been in force, 
on the average, 1% years. 

“Discernment of misrepresentation and 
fraud likewise occurred early in the life 
of the policy, the average being under 
one year. Policies which were in force 
for a relatively long period of time prior 
to cancellation and non-renewal were 
largely loss of income policies which 
were cancelled or non-renewed due to 
the arrival by the policyholder at the 
underwriting age limit established by 
the company but not stated in the policy 
contract. This action was necessitated 
by cessation of the hazard insured 
against. 

“While the insurance principle, for 
obvious reasons, does not contemplate 
that every insured shall receive more in 
benefits than he has paid in premiums, 
it was noted that policyholders who had 
their policies cancelled or non-renewed 
generally had received benefits in excess 
of, and on the average twice the amount 
of, the premiums which they had paid 
on the policy. On the average, about 
$300 was paid in benefits as compared 
with about $150 in premiums at time of 
cancellation or non-renewal. 

“Among hospital-surgical-medical poli- 
cies cancelled or non-renewed for physi- 
cal deterioration of the health of the 
insured, this being the major cause for 
such action on this type of coverage, 
the benefit levels were generally rela- 
tively high, the average having a daily 
hospital room and board benefit in 
excess of $20. Among those affected for 
pre-existing conditions, however, the 
benefit levels were not as high, half of 
these being for policies with a daily 
benefit of less than $20.” 

Attempts at analysis of the relation- 
ship of the degree of underwriting em- 
ployed by the company, the character- 
istics of the agency force, and the type 
of commission structure to the incidence 
of cancellation and non-renewal were 
made by the HIAA. However, for the 
reasons set forth in specific sections of 
the report it is not felt by Mr. Follmann 
that the data obtained and reported in 
such sections warrant definitive conclu- 
sions. 





Statistics To Be Ready Soon 
On Assigned Risk Plans 


Chicago, June 10—At the NAIC annual 
meeting here today the subcommittee on 
uniform rates for auto assigned risks 
voted that the subcommittee could 
neither advocate or oppose rate uniform- 


ity on auto assigned risks. However, as, 


a result of the subcommittee’s delibera- 
tions during the past two years the 
National Advisory Committee on as- 
signed risk plans has offered to give 
consideration to the requests of the 
various states for information which may 
result in adoption of uniform rates for 
such risks where desired. 

Statistics are now being gathered by 
the National Advisory Committee which 
will enable any state considering the 
problem of uniform rates on assigned 
risk plans to benefit by an analysis of 
such experience. These statistics will be 
available later this year. 





Houston Resigns U. S. Cham. 
Post to Join K. C. Law Firm 


Charles Houston, assistant manager of 
the insurance department, United States 
Chamber of Commerce, has resigned to 
join the Kansas City law firm of Howell, 
Jacobs & Howell. 





WATERS SUCCEEDS FLOWERS 

Richard J. Waters has been named 
Seattle branch manager by the Zurich- 
American. He will fill the vacancy 
created by the recent transfer of Trunian 


A. Flowers to the Pittsburgh office. 





Order on Auto Commissions 


Withdrawn by Texas Board 


After first calling on all automobile 
insurance carriers to file data on the 
rate of commissions paid to agents, the 
Texas Board of Insurance recently with- 
drew the order primarily because of 
representations by companies that it 
would be difficult to compile the infor- 
mation before the auto rate hearing, 
set for June 20. 

However, there is every indication that 
a report on commissions will be called 
for next year. 

The original order, now cancelled for 


this year, made it clear that the Board 
has no interest in trying to regulate 
commissions but that it needed the in- 
formation to revise the expense formula. 
In commenting on this Chairman Penn J. 
Jackson said: “The Board is not going 
to dictate to anybody on the subject of 
commissions and it does not want any 
agent or company to get any such idea. 
They are still a matter for decision 
solely between company and agent.” 





ELECTED TO BOARDS 

Election of Carleton G. Eldridge as a 
trustee of American Surety and a direc- 
tor of its affiliate, The American Life of 
New York, is announced by William E. 
McKell, president of both companies. 
Mr. Eldridge is vice president of Amer- 
ican Surety and is in charge of person- 
nel for the group. 
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Year of Accomplishment for [LAAHU 
Reported in Presidential Address 


Earle R. Bennett Reports Increased Membership; Compliments 


Work of Bruce Gifford, E. J. Coffey, Oakley Baskin, John 
Galloway, Gail Shoup and J. R. Williams 


Los Angeles, June 13—In his presi- 
dential address to the IAAHU conven- 
tion here today, Earle R. Bennett, gen- 
eral agent for Provident Life & Accident 
in Tampa, Fla. reported “tremendous 
accomplishment by the association” dur- 
ing the past year. 

He emphasized the hard work, sense 
of responsibility and achievements of 
the association’s officers and staff. He 
cited the outstanding work of Bruce 
Gifford, IAAHU managing director, of 
his own one. and now IAAHU 
chairman, E. J. Coffey, Mutual of 
Omaha, of IAAHU Vice President Oak- 
ley Baskin, Mutual of Omaha, and John 
G. Galloway, Ed O’Connor, and Gail L. 
Shoup. Each was complimented on his 
earnest drive in working for IAAHU. 

When he was elected president last 
year in St. Paul, Mr. Bennett outlined 
a nine-point program for IAAHU. 
Some of these goals have been attained 
and some have not, but all in all it was 
a wonderful year for the association, 
he said. 

As far he personally 
the president described it as the “high- 
light of my short career in A. & H.” 
He traveled 17,000 miles on association 
business “including this trip from the 
sunshine of Florida to the smog of Los 
Angeles,” he was quick to remark. 


Membership Increased 


was concerned 


The first of the nine points of achieve- 
ment laid down was to increase IAAHU 
membership. This was done to the ex- 
tent of 800 more members than last 
year. Strong emphasis, he felt, should 
remain on increasing membership. 

President Bennett praised ITAAHU 
Managing Director Bruce Gifford for 
his energetic and capable work through- 
out the year in helping with membership 
drives and traveling around the country 
on association business, while at the 
same time editing the IAAHU magazine 
“Ps ae 3a; Underwriter” which Mr. Ben- 
nett termed “a full-time job in itself.” 
He also complimented Judy Foreman, 
advertising manager, who “after the 
resignation of Miss Marek, took over 
and performed like a veteran” in running 
the office in Mr. Gifford’s absence. 

He cited the work of E. H. O’Connor, 
managing director, Insurance Economics 
Society, “reporting weekly the progress 
of legislation all over the 48 states.” 

During the year the improvement and 
revision of the speakers bureau has 
placed IAAHU in a position to make 
“the finest speakers on A. & H. in the 
country available for sales congresses 
and local and state meetings.” While 
IAAHU’s associate company and _ sus- 
taining memberships have held up well 
Mr. Bennett felt this is another area 
in which concentrated effort must be 
made. 

The out-going president complimented 
J. R. Williams, HII vice president, “and 
his fine folks from the Health Insur- 
ance Institute” for their work on the 
many problems of public relations. The 
Health Insurance Council also has es- 
tablished committees in all states and 
many members of IAAHU are partici- 
pating in the HIC liaison work with 
hospital and medical associations. 


Work of John Galloway 


Mr. Bennett discussed the development 
of the Leading Producers Round Table. 
He said: “I take off my hat to a man 
who feels a deep sense of responsibility 
in any task that is given him. As chair- 
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EARLE R. BENNETT 


man of LPRT, Oakley Baskin, Mutual 
of Omaha at Buffalo, N. Y., completely 
revised the rules governing qualification 
and has done a tremendous job in pub- 
licizing the Round Table and encourag- 
ing local associations to get their mem- 
bers to qualify. He has done a perfectly 
marvelous job in this respect and I think 
that many of us could take a good lesson 
from Mr. Baskin in accepting re sponsi- 
bility and then following through,” Mr. 
Bennett remarked. 

E. J. Coffey, chairman of IAAHU, and 
well-known representative of Mutual of 
Omaha in Portland, Ore., was reported 
by Mr. Bennett to have ‘written to the 
Insurance Commissioners with a view 
to IAAHU undertaking to sponsor a 
model agents licensing law for the 48 
states. 

Mr. Bennett’s report continued: “One 
of the hardest jobs that was given to 
any chairman was that which was given 
to John Galloway, Provident Life & 
Accident, Birmingham, Ala., to com- 
pletely revise and bring up to date the 
IAAHU constitution and by-laws. I 
needn’t tell you what a difficult task 
this has been and the many hours and 
weeks of work that were put in to this. 
Incorporated in this new constitution 
and by-laws are all of the things which 
we feel are needed to make our associa- 
tion bigger and _ better.” 

Mr. Bennett pointed out that John 
Galloway also played a leading role in 
placing in the IAAHU constitution a 
rule that a president-elect be nominated 
each year to assure continuity of officers 
which would preclude having to search 
for a president as has been the experi- 
ence in years past. 

Concluding his address Mr. Bennett 
said: “Time does not permit telling of 
their individual accomplishments. I do 
want to say to our wonderful chairman 
of the board E. J. Coffey, who was 
always there when you needed him, to 
my two Vice Presidents Oakley Baskin 
and Gail Shoup, to the ever present and 
ever working Gib Wright and to all of 
the members of the various committees 
and members of the executive board, 
my most heartfelt thanks for letting me 
be your president, and for the pleasure 


(Continued on Page 44) 


Producers Shown Big 
Market for A. & H. 


BY ROY A. MacDONALD OF LOMA 





Desire to Buy Established American 
Living Standard; Money Harder to 
Spend with Poor Salesmanship 





Los Angeles, June 12—Roy A. Mac- 
Donald, managing director, Life Office 
Management Association, addressed the 
IAAHU convention here this morning 
on the idea of “Selling for Success.” He 
warned the A. & H. producers against 
prevalent infection of depression, which 
might suggest the market is _ limited. 
In fact there is a tremendous untapped 
market for accident & health insurance 
lines. 

The speaker quoted a recent statement 
by Thomas Allsopp, second vice presi- 
dent, The Prudential, which showed the 
gaps waiting to be filled in the A. & H. 
market. Whereas 123 million have some 
form of this protection, 50 million Ameri- 
cans have none; 75 million have no 
surgical coverage and 110 million are not 
covered for medical expenses. 

Further, 90% of the population would 
be financially floored if confronted by a 
really big medical bill. Already the 
growth of A. & H., the availability of 
customers, has been seen but to indicate 
the extent of this growth. Mr. Allsopp 
pointed out that since 1950 A. & H. 
sales grew 110%, while life insurance 
policy sales gained 55%. 

Salesman’s Attitude 


Mr. MacDonald stressed the import- 
ance of the salesman having the proper 
attitude. He recalled a recent talk by 
Guilford Dudley, Jr., president, Life & 
Casualty in Nashville, in which he told 
a LIAMA meeting that in spite of the 
rumblings and grumblings from several 
quarters the economy is sound even 
though the minus factors have been 
getting all the publicity in recent 
months. 

Mr. MacDonald told the meeting that 
American salesmen are fortunate to live 
in a Democracy, and pointed out that 
half of Russia’s sales force was fired 
recently when Bulganin duely got his 
one-way ticket to obscurity. 


Helped Make U. S. Great 


“Americans have always been the most 
desiring people in the world, and it is 
your job as insurance salesmen to keep 
them that way so that our future eco- 
nomy will grow and prosper, providing 
more work at better wages tor more 
people. -Our vast and insatiable desire 
is one of the things that has made us 
great. It helped make Los Angeles the 
great city that it is today, it built rail- 
roads and canals, it put planes in the 
skies, and it made us the greatest bene- 
factor of other nations the world has 
ever seen, through our foreign aid pro- 
gram. 

“Our desire to have and to own has 
made all the difference between our 
American economy and the standard 
European type. Desire in most other 
countries has been stunted by social and 
economic factors that dimmed the hope 
of realization. Here it has grown year 
after year until in recent years our 
national consumption of goods and 
services reached an all-time high. 

“But what happens if the desire is 
allowed to languish and die?” he asked. 
“Let me tell you. When an automobile 
becomes just plain transportation, when 
a new suit of clothes becomes nothing 
more than protection against the weath- 
er, when an insurance policy is just a 
contract or a piece of paper, and when 
the thrill is gone out of buying, and 
ownership lacks the feeling of pride, 
then we are in for something that will 
have a drastic effect upon our economy 
and our way of life. And no one will 
enjoy it very much, if it comes to pass.” 


Qualities Needed in Selling 


The moral qualities needed in selling 











MacDONALD 


ROY A. 


are the qualities of any good citizen, 
and are briefly but completely covered by 
the Golden Rule, he said. Sincerity is 
necessary. “Selling insurance is a serv- 
ice to mankind and clever ideas without 
basic conviction are just ineffective 
words. ; 
“Unless a salesman has won his pros-f 
pect’s confidence,” Mr. MacDonald said. 
“he has not made a complete sale. Hef 
has not gained prestige for his com-f— 
pany nor respect for himself. A_ sales-f 
man must have and show complete con-ff 
fidence in his contracts and in his con- 
pany. He needs unbounded patience 
and he must have an understanding ¢ 
human nature. This skill in workingf 
with people so as to win and hold theif 
confidence, leading them to agree to hisff 
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He takes stock of himself every onc 
in a while to find ways to improve hif 
selling techniques, to improve his under 
standing of human nature and to inf 
prove his service to people. The goo 
insurance salesman knows that he won'ff 
be too happy if he sells a prospect of 
contract which won't be of any valuf 
to him. He knows that his peace 0! 
mind, his business reputation and his 
pride in his job require strong, fort 
right business qualities.” d 

Enthusiasm displayed by the salesma! > 
can turn the prospect’s apathy to interes! 
Mr. MacDonald said. Prospects prefer 
to do business with a man who is & 
thusiastic about his contracts and his 
company. The salesman’s loyalty give 
the prospect confidence in both the col 
tract he’s being persuaded to buy af 
the company that issues the contract, I 
added. : 

Personality, so frequently lauded # 
an asset, is not Mr. MacDonald believes 
a uniform put on for the occasion, bu & 
is made up of many qualitics sup 
as mentality, education, belief and ef 
perience. The smile should spring from 
a knowledge of the service the salesm'f} 
knows he is in a position to give, htt 
suggested. 

He told the producers: “The salesmath 
who can give ten good reasons why ¢ 
prospect should sign an application fof 
coverage in his company is in a mucll 
better selling position than the salesmé 
who has only five reasons. But his te 
reasons must be founded on facts which 
he knows, so that his confidence become 


(Continued on Page 46) 


proposals, must be of a very high grade 
After a person has purchased a_ policy 
from you, he should be both glad an { 
sorry—glad he bought some and _ sor 
he didn’t take more. 

“The salesman who is tops in_ this 
business is one who puts his heart int 
his work. He analyzes every prospec 
to determine his needs and this pref 
liminary work indicates a sincere efforff 
to help solve his prospect’s problems 
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Call it a job, call it a position... it 
must fill certain requirements to 
make it a satisfying career. 







A career with Mutual of Omaha 
will fill these Requirements for You... 


SUPERVISION ... New Man schools for the be- available keep you selling, open more doors, keep 
ginners. Management Training Schools for the you active and in business. 
capable veteran. Health and Accident Insurance 
Training from the fundamentals to the most ad- SATISFACTION ... Knowledge that, as a skilled 
vanced seminars. ——— man, you are providing the finest 
available service to members of your commu- 
SELF-MANAGEMENT...The opportunity to nity through the Largest Hackieies Health and 
handle your own affairs, to develop your own Accident Company in the World. 
business. 
SUCCESS... Financial independence through a 
SECURITY . . . Newest Sales methods, tremendous growing income, greater prosperity, enhanced 
pre-selling advertising campaigns, finest coverages prestige in your own community. 


For details on how you can find a satisfying career with this fine company, write to 
Mutual of Omaha, Department EU-658, Omaha, Nebraska, or see your local 
Mutual of Omaha General Agent. 















V. J. SKUTT, President 


Canadian Head Office: Toronto 


MORE THAN $900,000,000 PAID IN BENEFITS 
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Gail L. Shoup Slated 
For Pres. of [AAHU 


IS 34 YEARS IN INSURANCE 
Has Represented Lincoln National in 
Michigan Since 1924; Agency Ranked 
Eighth in Co. in 1957 





Los Angeles, June 13—Gail L. Shoup, 
CLU, was slated to be elected president 
of the International Association of Ac- 
cident & Health Underwriters at the 
business meeting of the Association here 
today. Mr. Shoup is a popular choice. 

He has been an agent for Lincoln Na- 
tional Life since he entered life insur- 
ance in 1924 at Branson, Michigan. Later 
he transferred to Grand Rapids where 
he became assistant general agent in 
1944. 

In 1948, Mr. Shoup succeeded to the 
position of associate general agent of 
Green-Shoup & Associates. He will be- 
come sole general agent on July 1, when 
Mr. A. G. Green retires. Mr. Shoup has 
built up a high reputation in estate plan- 
ning. 

Since Mr. Shoup assumed a position of 
leadership in the agency it has made 
excellent progress, its production in- 
creasing at the rate of about $1 million 
annually. In 1957, the Green-Shoup 
agency ranked 8th among all agencies of 
Lincoln National Life, and is maintaining 
that standing this year. 

Mr. Shoup also has posted a_ note- 
worthy personal production record, qual- 
ifying regularly for Lincoln Life’s top 
sales honor clubs. He also is a mem- 
mer of the Lincoln National’s Consecu- 
tive Weekly Production Club, member- 
ship of which is composed of represen- 
tatives who consistently have met weekly 
production requirements. He has main- 


tained his standing in this club for 
nearly 26 years. 
He is a three-time recipient of the 


National Quality Award. He became vice 
president of IAAHU last year. He also 
is membership chairman of the associa- 
tion. In addition, he is a director of 
the LIAMA of Michigan, representing 
the Grand Rapids Association. 





Earl Montgomery’s Task 


Earl W. Montgomery, Southern Cali- 
fornia manager for Provident Life & 
Accident, was co-chairman, with Richard 
Dutweiler, of the IAAHU convention 
committee. Mr. Montgomery will pre- 
sent the “A. & H. Man of the Year” 
Award at the closing banquet tomorrow 
evening, June 14. 

Mr. Montgomery gained valuable ex- 
perience of a big convention when the 
IAAHU annual meeting was held in 
Chicago some years ago. Mr. Dutweiler 
paid tribute to his co-chairman for his 
foresight in planning projects for the 
Los Angeles meeting. 


E. R. Bennett's Address 


(Continued from Page 42) 





and joy of working with you, and for 
what is most important your friendship.” 

In particular he praised the members 
of the executive board “who give all 
their own time and spend their personal 
funds for the good of the International 
A. & H. Association and the A. & H. 
industry. Each travels thousands of 
miles each year to board meetings and 
in his individual zone taking valuable 
time away from his own business on 
behalf of our association ... these men 
are the backbone of the International.” 

Mr. Bennett thanked his own com- 
pany, Provident Life & Accident, and 
James E. Powell, its vice president in 
charge of A. & S., “for letting me take 
this job and for giving me their support 
without which it would have been im- 
possible for me to even have staried.” 


J. Edward Day Views 
The Price of A. & H. 


PRUDENTIAL V. P.’s REMARKS 





On Over-all Cost of Insuring Health 
Care; High California Medical Fees, 
and British Nat'l Health 


Los Angeles, June 13—J. Edward Day, 
vice president in charge of western oper- 
ations of The Prudential, described 
obstacles confronting voluntary health 
insurance in his talk at the IAAHU 
convention here today. Mr. Day, former 
Illinois Director of Insurance, sees a 
need “to educate the public and the 
regulatory authorities to the fact that 
cost problems don’t disappear just be- 


cause a program has been made public 
or compulsory. 

“You don’t get something for nothing 
—no matter how hard the original 
propoganda may try to make it seem 
that way,” he remarked. He pointed to 
the British National Health Service 
which for 1957-58 estimated a gross cost 
of over $2 billion, four-fifths to come 
from general tax funds. The. original 
estimate for this same period was _ half 
a billion dollars! 

Mr. Day spoke of the problem in 
California of medical and hospital care 
costs which have “soared to heretofore 
unequalled heights well in excess of the 
rest of the country.” Insurance com- 
panies are occasionally faced with in- 
dividual cases where fees are extremely 
high, but the real problem, Mr. Day 
said, lies in a general across-the-board 
increase in fees for medical and surgical 
procedures. These costs are rising more 
rapidly than the cost of living increase, 
and there is indication “that those who 
are insured may be encouraging the 
situation,” he said. 


Need for Variable Fees in MM 


The speaker continued: “From the 
beginning the insurance industry has 
said that the insured will have freedom 
to select the doctor of his choice and 
the doctor in turn must have freedom 
to serve without restriction. In line with 
this, there has been no attempt by the 
companies writing major medical to 
establish fees. The industry has recog- 
nized that there must be variables and 
for this reason major medical has been 
designed to avoid establishing specific 
fees. 

“The companies ask of doctors only 
that they prescribe the same kind and 
amount of services and make the same 
charges for insured patients that they 
would if the same individuals had no 
insurance. We ask their cooperation so 
that major medical insurance can sur- 


vive to help them as well as_ their 
patients. 
“The Los Angeles County Medical 


Association, through its insurance study 
committee, and other medical associa- 
tions, through their fee complaint com- 
mittees, have made a great contribution 
toward achieving this objective. 

“By the same token,” he remarked, 
“the companies ask of hospitals that they 
make the same charges to persons hav- 
ing insurance that they make to those 
without it and that they make to persons 
covered by hospital service plans. Such 
a uniform pricing policy will assure the 
continued existence of insurance com- 
pany coverage of hospital expenses.” 

Mr. Day believes that one of the best 
approaches to the problem of reasonable 
fees may be through the “Relative Value 
Schedule” adopted by the California 
Medical Association in 1956. The rela- 
tive value standards here are expressed 
in units rather than dollars. Any sum 
may be assigned to a unit, but he re- 
marked that $5 to $6 seems to be a 
general working figure for Southern 
California. 

The speaker expressed the view that 


O’Connor Views Federal, State Bills; |: 
Asks A.&H. People Watch Legislation 


Los Angeles, June 13—E. H. O’Con- 
nor, managing director, Insurance Eco- 





nomics Society, discussed ‘Doctored 
Legislative Dynamite” at the IAAHU 
convention today. He suggested that 


“national policy accepts the idea that 
the spirit of self-sufficiency is dead—or 
perhaps ought to be.” 

Mr. O’Connor’s remarks were listened 
to attentively as he discussed such im- 
portant legislative issues as the Forand 
bills on the Federal level and the likeli- 
hood of cash sickness bills in many 
states next year. He urged the pro- 
ducers, through the local A. & H. asso- 
ciations, to keep a sharp eye out for 
legislative proposals detrimental to the 
industry and to the competitive enter- 
prise system. Especially he warned 
against the apathy which, he indicated, 
may have caused the socialized bills in 
Ontario. 

A review of laws passed or proposed 
in the last 20 years, he said, “gives evi- 
dence of the belief on the part of the 
Government that nobody who depends 
on his own resources can do anything” 
despite the fact the history has shown 
Americans to be “a self-reliant people, 
standing erect, working hard, pulling 
ourselves up by our boot straps and pre- 
paring ourselves for the future.” 

In 20 years there appears a decided 
change in the nation’s thinking. The 
speaker proceeded to list changes in 
Social Security since the Act was passed 
on January 1, 1937. The initial program 
was supposed to provide retirement 
benefits to the aged. Subsequent amend- 
ments have extended the benefits to in- 
clude lump-sum payments on death to 
the beneficiaries of all insured workers, 
monthly income payments to dependents 
of the aged and deceased covered work- 
ers, and income to the disabled. Some 
other changes that have taken place over 
the years, Mr. O’Connor listed as follows: 


Changes in Social Security 


Changed amount of retirement bene- 
fits 4 times. Changed the benefit formula 
4 times. Changed minimum and maxi- 
mum OASI benefits 4 times. Added 6 
new benefits. Changed lump-sum death 
payments 3 times. Made 7 changes in 
the retirement test and changed the tax 
rate 5 times and the taxable wage base 
twice. 

Such developments are bound to have 
effects on business in general, insur- 
ance, and the professions, Mr. O’Connor 
stated. “It is a situation that calls for 
the immediate attention and action of 
each and every one of us because over- 
expansion, more than anvthing else, is 
likely to discredit Social Security in the 
eyes of the American neople. 

“The higher payroll taxes necessary 





the “Relative Value Schedule” is realistic, 
prepared as it was after three years 
intensive study. Mr. Day suggested that 
perhaps a similar type of schedule can 
be developed for hospital services. 

_ He commented: “In order to function, 
insurance companies must predict pre- 
miums with the reasonable expectation 
that they will be adequate to pay claims. 
Generally speaking, the premiums col- 
lected from each geographical area 
should cover the claims and expenses 
incurred in that area.” 

Viewing obstacles confronting the 
business, Mr. Day said he did not con- 
sider the current economic picture to 
be one of them. “There is no recession 
in our personal insurance business keyed 
as it is to hard driving salesmanship 
and confidence in the future,” he de- 
clared, 


stat 
wou 
If tl 
it W 
ther 
surg 
und 
to support over-liberalized benefits can § age: 
only lead to public disillusionment. High. teed 
er taxes can also reduce the purchasing J of , 
power of the individual to buy the basic § fore 
protection you sell, which in turn pro. —men 
vides that peace of mind and self-respect eth 
which is a large part of our American meet 
Way of Life. amb 
“On the other hand, if the system 
can be kept on a modest protective basis | Cot 


it may yield increasing public satisfac. M 
tion with the passing of time. In the 
end, therefore, there is reason to believe 
that those who follow the logical path 
in Opposing continuing expansion and 
liberalization of benefits can be consid- 
ered the best friends of Social Security.” 

While security in old age is desirable 
for the individual and society, the ques- 
tion of cost cannot be ignored and, Mr. 
O’Connor pointed out, the Government 
program is fast reaching the point of 
diminishing returns. “Despite all the 
wishful thinking of zealous politicians 
there is a limit to what you can do in the cle 
handout field,” he remarked, adding that Gigs 
unless there is a halt to present trends Mi 
of “helter-skelter, misguided _ philan-f.. 


place 
insur 
coulc 
Janu 
will 

by | 
illegs 
Blue 
ward 
er re 
“to 

what 
of tl 


e j " sessi 
thropy” there will come a_ time when tore 
in bestowing a greater measure of se- lathes 
curity on some, you may be depriving; t] 
others of their due. medi 

* lad 4 sal ' 
Since 1950, he pointed out, the Socidlf i.4 
Security Act has been expanded evenfj,, 
two years, notably corresponding each prom 
time with a Congressional election yeat} men; 


This year over 300 such bills were prof wp, 





posed in Congress. The most important leges 
of these proposals as far as insurance hospi 
industry is concerned is the Forand bil poliei 
which has the backing of labor ané “B] 
which, Mr. O’Connor predicted, may we'B «4, 
receive legislative hearings before th§,., 3 
adjournment of the present session 0B), 4; 
Congress. in | 

“This bill provides an increase in the ak 
benefits of about 10%, would raise theo, Pe 


taxable wage base from $4,200 to $6B...,. 
—employe and employer—and would st)Baccide 


up the tax rate by %% each for botl policic 
employer and employe and % of 1% tor 
the self-employed, effective in 1959. lB Vie 


would further provide medical, hospitd 

and surgical services for Social Securityf , ‘te 
beneficiaries allowing the Secretary off'!n, | 
Health, Education and Welfare to cot ducer 
tract with non-profit organizations tpstates 
furnish the services. It would, in other ideas 1 
words,” he emphasized, “create am legisla 
tional health insurance program by ind: {0 coo 
rection.” being 
Ing cc 
Public 
throug 
metho 


Dangers of Forand Bill 


Mr. O’Connor quoted a commental! 
on the bill by the U. S. Chamber 
Commerce: “Here is a new gateway !0f 
the old compulsory health insurance plat 
which the American Medical professi0! 
fought and defeated for the very te 
son that such a plan would lead to Gor 
ernment control of medicine.” 

The speaker believes the Forand Iil 
would go far beyond the fundamentél 
purpose of aiding the aged, the ill aM 
the hospitals. It is only a complicatit 
step which could produce greater proh 
lems again than are faced today. 

He continued: “Such care cannot bt 
provided unless there are controls estab Bi, a 
lished over the purveyors of the set 8 
ices—the hospitals and the  doctot 
There would be no ‘freedom of choi 
by the recipient. These freedoms of the H 
medical profession, the hospitals and the 
patient are the basis of sound medicitt 
produced through generations of expe" 
ence in providing the best possible med! ‘ 
cal care for the most people. Legislati 
of this type opens avenues which lead" 
one direction only—away from the ente" 
prise system and toward the welfat 
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state.” He suggested, “insurance people 
would be very naive not to recognize 
the seriousness of this Forand proposal. 
If this amendment were enacted into law 
it would be the door-opener for a fur- 
ther extension of hospital, medical and 
surgical benefits to all covered workers 
under Social Security, irrespective of 
A review of the various amend- 


age. 1 
ments enacted under Social Security 
leads to the conclusion that one step 


of expansion leads to another. There- 
fore it is necessary that all insurance 
men and women, recognize their duty to 
prevent our Social Security Act from 
developing into a monstrosity so costly 
in taxes it may kill the incentives and 
ambitions of the American people.” 


Comments of New York and Ontario 


Mr. O’Connor warned against com- 
placency. Some time back the Canadian 
insurance industry believed socialization 
couldn’t happen there. On and after 
January 1, 1959, the Province of Ontario 
will take over hospital care insurance 
by Government legislation. It will be 
illegal for any insurance company or 
Blue Cross organization to provide basic 
ward care hospital insurance, the speak- 
er reported. He urged the A. & H. men 
“to immediately become interested in 
what may develop in the consideration 
of this Forand bill and to be ready, if 
called upon, to make his views known to 
their representatives in Congress.” 

Mr, O’Connor continued: “In the last 
session of the New York State Legisla- 
ture attempts were made to enact legis- 
lation prohibiting any company entered 
in the state from writing hospital or 
medical insurance on any basis other 
than non-concellable, with level benefits 
for life. The situation called for com- 
promise which finally led to the enact- 
ment of the following legislation: 

“Ten day free look. Conversion privi- 
leges on certain group accident, sickness, 
hospital and medical expense indemnity 
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policies. 

“Eliminates insurer’s right to cancel 
after 90 days, to permit non-renewal only 
on 30 day’s notice prior to anniversary 
or reinstatement date, and after a policy 
is in force for two years, the insurer may 
not refuse renewal before the age limit 
set except for fraud or other stated rea- 
sons. A conversion privilege in family 
accident and sickness and hospitalization 
policies. 


Views Coming Legislative Sessions 


_He mentioned the New York legisla- 
tion, he said, to impress upon the pro- 
ducer that no doubt next year, when 45 
states will be in legislative session, “these 
ideas may become of interest to your own 
legislature. You are asked to be ready 
{0 cooperate to prevent the business from 
being shackled with restrictions prevent- 
Ing continuous efforts in providing the 
public with a selection of coverages 
through the competitive enterprise 
method.” 
Mr. O'Connor told the convention that 
for a number of years the industry has 
had the problem of legislation proposed 
M various states calling for compulsory 
cash sickness insurance—231 bills having 
been introduced in 26 states. Four states 
‘ave such plans. He pointed out that no 
such legislation has been passed since 
1949 although 173 of these bills have 
been introduced in 19 states 
 ombse bills were disposed of on the floor 
of abd action, by outright rejection 
bia Ee ative committees after hearings, 
y little or no interest displayed by 
the legislators themselves. 
. Mr. O’Connor said that many bills call- 
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Ing for compulsory plans of insurance 
Sickness may be encountered next year. 
pureed cooperation of the various lo- 
° Seige tag which has been of tre- 
Sience value in the past. He asked his 

S “to watch any developments in 


pour respective states and be ready to 
Ooperate,” 


. Viewing 
Pictures, M 





Federal and state legislative 
r. O'Connor remarked, “it is 





evident we are at the point where our 
industry must step up its activities in 
areas where we have already made an 
initial start. We must develop more 
rapidly in providing coverage for the 
physically impaired; provide and continue 
hospital and medical expense coverage 
after retirement, and devise some me- 
chanism of continuance of coverage. 
Progress is being made in these areas 
and I feel confident, if given time, volun- 
tary insurance will fill the gaps to the 
satisfaction of the American people.” 





More Coverage Next Week 


Further reports on the IAAHU annual 
convention from Los Angeles will be 
carried in the June 20 issue of The 
Eastern Underwriter. These will include 
officers elected, the business sessions, 
the presidential program for the coming 
year, and a biographical sketch of the 
“A. & H. Man of the Year” who will 
receive the Harold R. Gordon Award 
at the convention banquet. 





R. H. Dutweiler’s Fine Job 


As Convention Chairman 


The success of the IAAHU convention 
in Los Angeles’ has been attributed 
greatly to the able work of Richard H. 
Dutweiler, a native son, who arranged 
outstanding attractions. Mr. Dutweiler, 
general chairman of the convention com- 
mittee, is assistant. manager of the 
Southern California Agency of National 
Casualty. His agency is the second 
largest agency specializing exclusively in 
A. & S. 

Mr, Dutweiler was educated at Los 
Angeles public schools and Los Angeles 
City College. He is active in association 
activities and served as president of the 
City’s A. & H. Managers Club. He 
was also president of the Los Angeles 
A. & H. Association, and vice president 
of the California State Association of 
Managers Clubs. 

Mr. Dutweiler at the convention was 
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quick to acknowledge the assistance of 
other committee members, who included 
Mrs. Leone Dutweiler a member of the 
women’s activities committee, along with 
Los Angeles Association President 
Frances Sandidge. 

Leading workers in preparing the big 
meeting were Earl Montgomery, Provi- 
dent Life & Accident; Howard Nevonen, 
Washington National; and Harry Ander- 
son, American Casualty. 

Also doing committee work were Ken 
Stoakes, Milton Rose, Henry Murphy, 
Ralph Moell, Ed Porter, Sig Bjornson, 
Jack Roelofson, Martin Asher and Ken 
Jacobson. 





SOUVENIR BOOKLET OF L.A. 


The souvenir booklet got out by the 
convention committee and greatly ad- 
mired by convention visitors, was pre- 
pared by Publicity Committee Chairman 
Harry Anderson, regional manager for 
American Casualty. 


Loyat Protective Lire INSURANCE COMPANY 
BOSTON 15, MASSACHUSETTS 


optional hospital-surgical-medical benefits. Sickness 
benefits from one year to ten years—Accident from 
two years to lifetime. (Also participating life 

insurance and all types of group insurance!) 


Expansion program provides openings for 
qualified General Agents in selected areas 






A Tribute to Nevonen 


The excellent roster of speakers for 
the L. A. meeting is a tribute to Howard 
Nevonen, general agent, Washington 
National Life. Mr. Nevonen sought and 
obtained first rank speakers from around 
the country. He is one of the _ best- 
known figures nationally in A. & H. 

He has long been a leading general 
agent for Washington National and was 
president of that company’s agents’ 
association. Mr. Nevonen also was guest 
lecturer on A. & H. at UCLA and the 
CLU instructor at the University of 
Southern California. 





ENTERTAINMENT IN L.A. 

Visitors to the IAAHU annual con- 
vention were well occupied viewing the 
wonders of sunny Southern California. 
Trips were arranged to Disneyland, and 
also to television shows. A fashion show 
and luncheon was put on for the visiting 
ladies. 
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Market For A. & H. 


(Continued from Page 42) 


infective. This sort of knowledge doesn’t 
come just from training courses, sales 
manuals, rate books or meetings—it 
demands analysis—what will this policy 
do for your prospect?—what are its 
particular strengths and weaknesses ?— 
what are the features which make the 
best selling arguments for the policy ?— 
this type of analysis requires more than 
just a knowledge of a salesman’s own 
company contracts—it requires knowl- 
edge of competing contracts of a similar 
nature so that he may make absolutely 
clear why his particular contract should 
appeal to this prospect—perhaps the 
prospect does not know as much as he 
might about what he requires.” 

He added that the prospect’s interests 
must be paramount in selecting the selling 
points; argument is a weak reed, but 
persuasion wins sales. Persuasion, he 
said, is knowing the answers in advance, 
and further, it is advisable to anticipate 
the objections by working the answer 
into the over-all presentation. 


They Do Have to Know the Language 


Another point made by Mr. MacDonald 
is the need for the A. & S. salesman to 
talk the same language spoken by the 
client. Be sure he fully understands 
what the contract is providing. He 
warned that people are sometimes re- 
luctant to admit they don’t understand 
an explanation; it is the salesman’s job 
to see that the prospect is not nodding 
his head, while all the while he is com- 
pletely in the dark about important 
points in the contract. This is a question 
of communications, between salesman 
and prospect, the prospect may nod his 
head in “understanding,” but never get 
around to buying the coverage, Mr. 
MacDonald suggested. 

Another point made by the speaker, 
was the importance in making repeat 
sales through having given honest value 
in the original sale, through sincerity 
of the salesman for the prospect’s inter- 
ests, and the integrity of the company 
seeing to it that its representatives’ 
promises and pledges are lived up to 
when a claim is filed. 


Quality Salesmanship Needed 


Mr. MacDonald surveyed the future. 
The answer lies, he said, in “making 
sure that the quality of salesmanship 
does not slide down into the national 
pattern of too often being willing to 
settle for something less than the best. 
We must shape up to our responsibilities 
and make sure that we are not swept 
away by the tide of mediocrity that 
seems to be Overrunning some segments 
of American life. 

“Are we having from coast to coast 
a stampede away from responsibility ?” 
he asked. “Is there a slip showing in 
our national life? Anvone who has been 
around these United States has run into 
waiters who won’t wait on table as a 
waiter should; laundry men who won’t 
iron shirts; carpenters and plumbers 
who will come around some day, then 
do the job in a half-baked way: execu- 
tives whose minds are on the golf course; 
and students who take cinch courses 
because the harder ones make them 
think or get up too early in the morning 
for their comfort. 

“Then, there are the sales folks in 
department stores who -won’t wait on 
a customer unless they are clubbed into 
it. There have been quite a few letters 
to editors in the New York papers 
recently in which the writers said they 
were not surprised the retail business 
was off. You have to fight to spend 
money in a store, so indifferent is the 
attitude of most sales people. As one 
writer said, ‘It’s getting so it’s harder 
to spend money than to make it!’ 

“Let’s be brutally frank about it, poor 
salesmanship is a part of this great era 
of the goof-off!—the half-done job.” 
Mr. MacDonald concluded his talk 





Public Relations Job 
For Health Insurance 


DESCRIBED BY J. R. WILLIAMS 





Health Insurance Institute Reaches 
Editors, Educators, Doctors 
Parents and Students 





Los Angeles, June .13—In a speech 
delivered at the IAAHU convention this 
morning, James R. Williams, vice presi- 
dent, Health Insurance Institute, indi- 
cated the amount of public interest in 
information about health insurance. He 
pointed to a study made recently of 
six New York and Washington, D. C-. 
newspapers which showed that, over a 
period of 15 weeks, one thousand articles 
were carried on the general subject of 
health. 

“These stories covered more than 
14,000 column inches, which would meas- 
ure almost the height of New York’s 
Empire State Building. It is well to 
keep in mind that newspapers print 
what people are interested in reading and 
learning about.” 

This interest in health, he suggested, 
leads naturally to seeking more informa- 
tion about health insurance. It was to 
foster better public understanding and 
appreciation of health services offered 
that the industry established the Health 
Insurance Institute, the public relations 
arm of Health Insurance Association of 
America. 

The staff of HII is engaged in report- 
ing the facts and figures about health 
insurance. Its primary objective is to 
develop a continuing flow of news about 
policies and services of insurance com- 
panies for the newspapers, television, 
trade press, consumer and special maga- 
zines as well as freelance writers, editors 
and publishers. 

Mr. Williams gave his audience what 
amounted to a complete description of 
HII activities, what has been accomp- 
lished since its founding and what it 
hopes to achieve for the industry with 
its releases and publications. 


A Major Story A Month 


At least one major news story is re- 
leased to the press every month. These 
stories tell of benefits paid by insurance 
companies on national and _ statewide 
levels, the comparative growth of volun- 
tary health insurance in the past decade, 
the number of people entering hospitals 
who have health insurance, and other 
factual information demonstrating the 
broadening scope of the many services 
of voluntary health insurance. 

Personal calls are made at the Health 
Insurance Institute offices by writers, 
teachers, students and persons associated 
with research and social welfare organi- 
zations and publishers of various kinds, 
Mr. Williams said. 

“During this past year, a total of 37 
articles appeared in consumer magazines 
and as newspaper features. Seven articles 
are pending publication or in preparation 
for publication; and an over-all total 
of 38 writers were interviewed or were 
in touch with the Institute in their 
research for health insurance projects. 


Magazines Reached 


“These published articles represent a 
wide variety of interests and include 
such magazines as American Profes- 
sional Pharmacist, Better Homes and 
Gardens, Dental Students Magazine, 
Family Weekly Magazine, Medical Eco- 
nomics, Modern Bride, Newsweek, Red- 
book, Retirement Planning News, U. S. 
News and World Report, The Wall 
Street Journal and many others. 

“We have also noticed an increase in 





suggesting that the A. & H. industry’s 
sales force “concentrate on doing the 
the best job it is capable of, so that 
others may take notice and begin to 
imitate.” 








JAMES R. WILLIAMS 


from 
writers who are dealing with specialized 


requests for assistance coming 
projects such as those appearing in 
encyclopedias, pamphlets, special reports 
and manuscripts for textbooks.” 

The Health Insurance Institute is also 
concentrating efforts on the educational 
area. Most of these projects are devel- 
oped in cooperation with the education 
division of the Institute of Life Insur- 
ance. Mr. Williams explained: “Our edu- 
cational material is tailored to meet the 
specific needs and interests of special 
educational groups. For example, the 
publication, ‘Blueprint for Tomorrow,’ is 
a kit containing teachers’ aids and stu- 
dents workbook material for students 
in the ninth and tenth grades, and covers 
health and life insurance information. 
It was distributed to more than 12,000 
classrooms for use by teachers of mathe- 
matics, business law, and economics for 


more than 400,000 students. 
Booklets and Filmstrips 


“Studies of family finance and budget 
control are being taught in social 
science classes in high schools in an in- 
creasing amount. This past year in 
cooperation with the Institute of Life 
Insurance the booklet, ‘Sharing the 
Risk’ has been completed and includes 
educational material on health insurance. 
This booklet describes life and health 
insurance principles at the high school 
level and will have an initial distribution 
of 500,000 copies. We expect a distribu- 
tion of 2 million copies within the next 
three years. 

“Another teaching aid for the school 
systems of the country is a_filmstrip 
entitled, ‘One Out of Every Eight’ on 
health insurance. It will round out a 
companion filmstrip on life insurance. 
The filmstrip, now in production, will be 
used by students in senior high schools. 
‘One, Out of Every Eight’ will present 
three vignettes on the use of health 
insurance. We expect to have an initial 
supply of 2,000 filmstrips for use next 
year,” Mr. Williams indicated. 

“Additional material directed to college 
students and teachers in insurance con- 
sists of two kits containing sample 
policies. These kits are designed to 
familiarize teaching staffs and students 
of accredited college courses in insur- 
ance with the various types of policies 
available through insurance companies. 
The distribution this past year went to 
more than 22,000 students and profes- 
sors.” ' 


The Customer of Tomorrow 


From a longe-range standpoint, HII 
feels the educational activities are most 
important, Mr. Williams said. HII is 
reaching the students of today who will 
be using health insurance policies within 
the next ten years. Through cooperation 
with the Life Institute and various 





teachers’ groups these students are given 
a better opportunity for full under. thc 
standing of health insurance. a 

Other editorial material of the Health 
Insurance Institute is directed at specific 
groups such as women’s organizations 
and other consumer-directed associations, 
“ABC’s of Health Insurance” has _ been 
distributed to women’s organizations jn.§ F* 
terested in understanding affairs affect. 
ing community life. A reprint of the 
booklet is now being made which, Mr. 
Williams said, will be used further by % 
health organizations, doctors, hospitals 
and farm organizations. 

“Your Health Insurance Needs,” 4 
booklet available to companies for 
quantity distribution, provides a_ basic 
explanation of the various types of 
health insurance available. It serves 
as a check list in determining how ade- 
quate a person’s policy is for financing Mc 
health care. 


PR with Medical Profession 
Continuing, Mr. Williams said that 
hospitals and doctors are two of the most Mé 
important publics to health insurance— 

people for whose services health insur- 
ance helps to pay. Liaison with these D 
groups is encouraged by the industry 
through the Health Insurance Counsel 
During the past year the Institute has 
served in a public relations capacity by 
providing editorial and production assist- 
ance to many projects of the Council, 
A progress report on Council activi- 
ties, “Serving the Health Care Field on . 
was prepared and distributed to insur-B of 
ance companies, medical societies, hospi- 
tal organizations, individual doctors and 
hospital administrators. The “Standard- 
ized Attending Physician’s Statements,— of 





a report to companies, is a description off Com 
the simplified claim forms program. 4 annt 
comparable piece for doctors has_ now 

been completed and will be distributed acad 
to the members of medical societies, he and 
reported. the | 


An important avenue of communication 
was opened last fall in the form of 3 M 
hospital bulletin service, “Health Insurfy 
ance—Information for Hospitals,” wit! 
distribution to 5,000 hospital adminisf 
trators. This bulletin reports health inf dent 


surance trends and developments. t Ager 
Another important activity of | the har 
Health Insurance Council is its exhibit YM 


program which presents an_ effective 
technique for reaching doctors and hos 
pital personnel during their own pH p,. 


fessional meetings. The annual report Atlar 
of HIC was distributed to over 100, Insur 
people in editorial, research and medica Cises 
care fields. . Bdiplo 

Mr. Williams also stressed the mj Goer] 
portance of reaching doctors and hospr ance, 


tal people at the local level. It was 1H Dean 














this reason, he explained, that Health Thi 
Insurance Council set up its network OB the p 
state committees—40 at present—com'E of op 
prising representatives of the busines 1952 

He told the meeting that many membeS cate, 
of the International A. & H. Associatiol prep, 
are active in this work and that in fa‘ highe 
IAAHU Chairman E. J. Coffey and Jot the «, 


Galloway are chairmen for their state 

He also presented an outline of tht 
HII survey, undertaken professionallj 
last year of 2,000 families to find ol 
their attitudes on health insurance. Thi 
survey—full report will be _publishel 
shortly—gives A. & H. producers # 
indication of the attitude of peop 
toward health insurance and has a diret 
relationship to the sales environment 
which they will operate. 

In conclusion, Mr. Williams indicated 
that the producer and the public rel 
tions worker each needs to make the 
public want to place their trust alt 
confidence in the health insurance bus: 
ness. 


HAIG PROMOTED IN DETROI! 
Liberty Life & Accident has appolt 
William Haig as Detroit agency mat 
ager. Mr. Haig had been with.' 
Travelers Insurance Agency in Dett0l 
He succeeds Vice President Hows" 
Morris, who will now devote full t™ 
to agency development in the state 
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